m 

x?$$t2$Ur. 


TARGETING  THE  RICHEST, 
MOST  IMPORTANT  IT  MARKET 

THERE  IS? 


January  6, 1997 


LET  ENTERPRISEWORLD 
IMPROVE  YOUR  AIM* 


THREE  NEWSWEEKLIES. 

THE  MOST  INFLUENTIAL  AUDIENCE 
OF  VOLUME  IT  BUYING 
PROFESSIONALS  IN  THE  WORLD. 

ONE  MEDIA  BUY. 

This  is  the  segment 
of  the  IT  market  at  the 
center  of  everyone’s  plans. 

The  Enterprise. 

Now  there’s  a  media 
buy  designed  to  deliver  it 
like  never  before. 

EnterpriseWorld 
from  IDG. 

In  EnterpriseWorld, 

IDG  combines  three  of 
the  industry’s  most  power- 
ful  newsweeklies  — 

Compute rworld,  InfoWorld  and  Network  World  — 
into  the  most  efficient  enterprise  buy  of  the  rich¬ 
est  IT  market. 

Just  how  efficient  is  that?  Well,  how  about  this? 
Duplication  among  our  three  newsweeklies  is  extremely 


low.  Just  16%  in  readership.  (Our  closest  competitor 
has  50%  greater  duplication  among  their  three 
enterprise  publications!  Y 

Secondly,  because  EnterpriseWorld  is  all  news 
and  all  weeklies,  you  can  deliver  your  message  with 

frequency  and  focus, 
in  the  shortest  amount 
of  time  possible. 

And  third, 

EnterpriseWorld  gives  you 
more  enterprise  coverage 
because  each  newsweekly 
covers  the  enterprise  from 
a  complementary  angle. 

So  you  get  to 
buy  more  of  everything. 

More  purchase 
authority.  More  $1,000,000 
budgets.  More  IT  influencers.  More  enterprise 
penetration  than  any  other  comparable  media  buy. 

See  the  inside  back  cover  for  more  details. 
Because  this  is  the  one  place  you’ll  want  your 
advertising  to  land. 


‘CIMS  v3.0  IntelliQuest.  IDG  EnterpriseWorld:  16%  readership  duplication,  CMP  Enterprise  Group:  24%  readership  duplication. 
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No  cure 
for  virus 
hoaxes 

By  Todd  Wallack 

t  just  might  be  the  most 
persistent  breed  of 
computer  virus  on  the 
Internet. 

No.  it  won’t  crash 
your  network,  bring  down 
any  w  orkstations  or  destroy 
valuable  data.  But  hoaxes 
such  as  Good  Times  and 
Penpal,  which  warn  readers 
that  a  rogue  E-mail  message 
with  those  words  in  the  subject 
could  crash  their  hard  drives, 
do  eat  up  countless  hours 
as  naive  end  users  call  their 
IS  departments  in  a  panic. 

“It’s  almost  like  a  text  virus 
See  Hoax,  page  14 


Don't  fall  prey.  Go  IN 

online  for  more  info.  0  5  6  3 
A  copy  of  a  Depart¬ 
ment  of  Energy  0$l0^ 

warning  on  hoaxes 
More  than  you’ll  want  to  know 
about  the  history  of  hoaxes 
IBM  hype  alerts  on  alleged 
phone  viruses 

Enter  the  number  above  in  the 

“  ^Sm-WbUd . 

page01"6  ' 


http://www.nwfusion.com 


Communicator  quandai 

Netscape  browser  revamp  lacks  modular  install,  forces  customers  to  load  E-mail,  discussion  and  authoring  tools. 


By  Carol  Sliwa 

Those  planning  on  upgrad¬ 
ing  to  Netscape  Communicator 
could  be  in  for  a  bit  of  a  shock. 
Besides  a  browser,  the  new  soft¬ 
ware  comes  with  a  full  E-mail 
client,  Web  authoring  tools  and 
a  group  discussion  application, 
whether  the  customer  wants 
them  or  not. 

The  monolithic  nature  of  the 
release  leaves  IS  managers,  who 
have  likely  already  standardized 
on  mail  and  groupware  pack¬ 


ages,  in  a  quandary.  What  do 
they  do  with  all  this  redundant 
software? 

The  minimum  installation 
consists  of  the  Navigator 
browser,  Messenger  mail  client, 
Composer  Web  authoring  tool 
and  Collabra  group  discussion 
software.  And  there’s  currently 
no  way  to  disable  any  of  those  ele¬ 
ments,  Netscape  Communica¬ 
tions  Corp.  acknowledged. 

“In  order  to  get  [Netscape’s] 
See  Netscape,  page  45 


ADSL  speeds  are  not  all 
they’re  cracked  up  to  be 


Netscape’s  Communicator  features  a  floating  task  bar  (lower  right  of  each  screen) for 
switching  between  its  components.  Shown  here  are  Navigator,  Composer  and  Messenger. 


GridNet  preps  global  intranet 
service  with  a  security  twist 


By  Tim  Greene 

If  you  believe  everything  you 
hear  about  Digital  Subscriber 
Line  (DSL)  technology,  you 
probably  think  that  any  day  now 
you’ll  get  Internet  access  fast 
enough  to  melt  phone  wires. 

But  the  fact  is  there  is  a  big 
gap  between  what  is  happening 
in  the  labs  and  the  real  world, 
carrier  trials  show. 

Vendors  talk  about  Asymmet¬ 
ric  DSL  (ADSL)  supporting  8M 
bit/sec  over  residential-grade 
phone  lines,  but  planned  service 
rollouts  will  only  support  speeds 
from  128Kto  1.5M  bit/sec. 

“We’re  just  beginning  to 
understand  what  we  have  to 
tackle,”  said  Flynn  Nogiueria, 
marketing  director  overseeing 
GTE  Corp.’s  DSL  trials. 

Carrier  trials  so  far  yield  two 
key  results:  The  quality  and 
length  of  actual  local  loops  can 


limit  DSL  bandwidth,  and  carri¬ 
ers  need  an  architecture  that  not 
only  works,  but  also  is  inexpen¬ 
sive  to  provision  and  maintain. 

While  carriers  wait  for  ADSL 
See  ADSL,  page  14 

WHERE’S 
MY  DSL? 

To  learn  more  about  DSL 
technology  and  service 
plans,  check  out  our 
WAN  Special  Focus, 
page  20. 


By  Denise  Pappalardo 

The  big  guns  are  talking 
about  it,  but  it  might  just  be 
little-known  GridNet 
International  that 
offers  the  first  truly 
global  intranet  ser¬ 
vice. 

MCI  Communica¬ 
tions  Corp.  and 
Sprint  Corp.  have  announced 
but  not  delivered  such  an  offer¬ 
ing.  PSINet,  Inc.  has  one,  but  it 
only  serves  three  countries. 


The  GridNet  service,  set  for 
availability  next  month,  will 
immediately  serve  50  countries, 
according  to  com¬ 
pany  officials  . 

And  the  World¬ 
Com,  Inc.  subsid¬ 
iary  plans  a  security 
twist  that  eliminates 
the  need  to  keep 
track  of  pin  numbers  and  pass 
codes.  In  their  place?  The 
human  hand. 

See  GridNet,  page  14 


Cisco  readies  Catalyst  switch  for  the  masses 
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INTRANETS 


rr^ 


By  Jim  Duffy 

San  Jose,  Calif. 

Cisco  Systems,  Inc.  is  getting 
ready  to  deliver  a  junior  edition 
of  its  Catalyst5000  LAN  switch. 

The  new  Catalyst  5002  is  a  two- 
slot  version  of  Cisco’s  popular 
five-slot  Catalyst  5000  that  can  be 
used  in  desktop,  workgroup  or 
backbone  environments.  It  is 
Access  Network  World  Fusion  using  the  number  in  yellow.  See  page  5  for  details,  designed  for  customers  needing 


the  flexibility  of  the  5000  but  at  a 
lower  port  density  and  cost. 

“They’re  setting  their  sights 
lower  and  lower,”  said  Skip 
MacAskill,  senior  research  ana¬ 
lyst  for  Gartner  Group,  Inc. 
“They  saw  a  little  bit  of  a  gap 
between  the  desktop  and  the  wir¬ 
ing  closet.” 

Indeed,  the  5002  is  the  new 
entry  point  into  Cisco’s  Catalyst 


5000  switch  family,  and  shares  a 
common  architecture,  software 
and  spare  parts  with  the  5000 
and  the  upcoming  —  but  unan¬ 
nounced  —  Catalyst  5500.  The 
13-slot  5500,  expected  by  mid¬ 
year,  is  said  to  sport  three  1.2G 
bit/sec  backplanes,  token-ring 
and  Gigabit  Ethernet  switching 
modules,  a  routing  module, 
See  Cisco,  page  45 


Secondly,  you'll  get  a  server  designed  from  the  a  question,  we'll  make  sure  you  get  a  solution 

ground  up  for  the  job  you  want  it  to  do.  We'll  with  ourdedicated  servertechnical  support  line 

custom  build  it  for  the  applications  you  have  in  and  our  next  business  day  service  and  support, 

mind.  We'll  make  sure  it  is  exactly  configured  the  So  don't  waste  your  time  with  a  bunch  of 
way  you  want  it  to  be.  Hardware  and  software.  mumbo  jumbo.  Go  direct  to  the  source.  Get  a 

Thirdly,  we’ll  give  you  a  server  that  will  serve  better  server.  Get  a  better  price.  Have  a  better 

and  serve  and  serve.  And  should  you  ever  have  day.  Give  us  a  call.  We're  ready  to  serve. 


There's  nothing  magical  about  getting  the 
most  server  for  your  money.  In  fact,  it's  the 
simplest,  most  straightforward  thing  you  can 
do.  Just  order  direct  from  Dell". 

Right  off  the  top,  we  can  offer  you  more 
performance  for  your  money  because  we  avoid 
all  of  the  middlemen. 
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DELL  POWEREDGE"  4100  SERVER 

200MHz  PENTIUM®  PRO  PROCESSOR 

(Dual  Processor  Capable) 

•  128MB  Error  Correcting  Code  (ECC) 

EDO  Memory  (1GB  Max) 

•  512KB  Integrated  L2  Cache 

•  2  Integrated  Controllers: 

1  Ultra/Wide  SCSI  for  HDD's; 

1  Ultra/Narrow  SCSI  for  CD-ROM 

•  4GB  Fast/Wide  SCSI-2  Hard  Drive 
(54GB  Max.  Internal) 

•  8X  SCSI  CD-ROM  Drive 

•  Intel"  EtherExpress  Pro/100  PCI  NIC 

•  Intel  Server  Management  System 
v2.5  Standard 

•  8  Expansion  Slots:  5  PCI,  3  EISA 

•  10  Drive  Bays:  6  Internal  3.57 
4  External  5.25“ 

•  Windows  NT®  4.0  at  no  additional 
charge  if  ordered  by  12/30/96 

•  3  Year  Limited  Warranty*  with  1  Year 
NBD  On-siteA  Service 

•  7x24  Dedicated  Server  Hardware 
Technical  Support 

$7699 

Lease0:  $278/Mo. 

Order  Code: #200160 

DELL  POWEREDGE  2100  SERVER 

200MHz  PENTIUM  PRO  PROCESSOR 

•  64MB  Error  Correcting  Code  (ECC) 

EDO  Memory  (256MB  Max) 

•  256KB  Integrated  L2  Cache 

•  Integrated  PCI  Ultra/Wide  SCSI-3 
Controller 

•  4GB  Fast/Wide  SCSI-2  Hard  Drive 
[7200RPM,  8ms]  (12GB  Max) 

•  8X  SCSI  CD-ROM  Drive 

•  3Com®  3C95 10/100  PCI  Network  Adapter 

•  Intel  LANDesk™  Server  Manager  v2.5x 

•  6  Expansion  Slots:  3  PCI,  3  EISA 

•  6  Drive  Bays:  3  Internal  3.5"/ 

3  External  5.25“ 

•  Windows  NT  4.0  at  no  additional 
charge  if  ordered  by  12/30/96 

•  3  Year  Limited  Warranty  with  1  Year 
NBD  On-site  Service 

•  7x24  Dedicated  Server  Hardware 
Technical  Support 

$4599 

Lease:  $1 66/Mo. 

Order  Code:  #250014 


DELL  POWEREDGE  4100  SERVER 

180MHz  PENTIUM  PRO  PROCESSOR 
(Dual  Processor  Capable) 

•  64MB  Error  Correcting  Code  (ECC) 
EDO  Memory  (1GB  Max) 

•  256KB  Integrated  L2  Cache 

•  2  Integrated  Controllers: 

1  Ultra/Wide  SCSI  for  HDD's; 

1  Ultra/Narrow  SCSI  for  CD-ROM 

•  4GB  Fast/Wide  SCSI-2  Hard  Drive 
(54GB  Max.  Internal) 

•  8X  SCSI  CD-ROM  Drive 

•  Intel  EtherExpress  Pro/100  PCI  NIC 

•  Intel  Server  Management  System 
v2.5  Standard 

•  8  Expansion  Slots:  5  PCI,  3  EISA 

•  10  Drive  Bays:  6  Internal  3.5"/ 

4  External  5.25" 

•  Windows  NT  4.0  at  no  additional 
charge  if  ordered  by  12/30/96 

•  3  Year  Limited  Warranty  with  1  Year 
NBD  On-site  Service 

•  7x24  Dedicated  Server  Hardware 
Technical  Support 

$6199 

Lease:  $224/Mo. 

Order  Code:  #200158 


DELL  POWEREDGE  2100  SERVER 

180MHz  PENTIUM  PRO  PROCESSOR 

•  32MB  Error  Correcting  Code  (ECC) 

EDO  Memory  (256MB  Max) 

•  256KB  Integrated  L2  Cache 

•  Integrated  PCI  Ultra/Wide  SCSI-3 
Controller 

•  2GB  Fast/Wide  SCSI-2  Hard  Drive 
[7200RPM,  8ms]  (12GB  Max) 

•  8X  SCSI  CD-ROM  Drive 

•  3Com  3C95 10/100  PCI  Network  Adapter 

•  Intel  LANDesk  Server  Manager  v2.5x 

•  6  Expansion  Slots:  3  PCI,  3  EISA 

•  6  Drive  Bays:  3  Internal  3.5"/ 

3  External  5.25" 

•  Windows  NT  4.0  at  no  additional 
charge  if  ordered  by  12/30/96 

•  3  Year  Limited  Warranty  with  1  Year 
NBD  On-site  Service 

•  7x24  Dedicated  Server  Hardware 
Technical  Support 

$3799 

Lease:  $137/Mo. 

Order  Code:  #200143 
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trademark  of  3Com  Corporation.  ©1996  Dell  Computer  Corporation.  All  rights  reserved. 
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With  every  Tom,  Dick  and 
Harry  selling  remote  access 
switches,  it’s  more  important  than 


The  company  that  built  their  busi¬ 


ness  with  remote  networking 


Switching  Business. 


products  like  the  MAX™  Family. 


ever  to  remember  that  only  one  company  leads  the  market  Which  can  now  support  up  to  672  simultaneous  connec- 


with  a  54%  share*.  And  only  one  company  can  claim  that  tions  with  its  next  generation  MAX  TNT™.  So  call  Ascend 


28  of  the  30  largest  ISPs  have  standardized  on  its 
remote  access  products.  That  company  is  Ascend. 


ASCEND 


today  at  1-800-632-8347,  ext.  417.  And  listen  to 
the  facts,  not  just  a  lot  of  fast  talk,  for  a  change. 


Remote  Networking  Solutions  That  Work.™ 


Leading  central  site  WAN  access  switch 
with  over  2.2  million  ports  installed. 

First  platform  to  integrate  both  dial-up 
and  dedicated  access,  including  Analog, 
ISDN,  SW56/T1  and  Frame  Relay. 


Leading  digital  modem  (V.34)  tech¬ 
nology  with  millions  of  daily  users. 
Most  popular  authentication,  author¬ 
ization  and  accounting  system. 

The  only  central  site  solution  with 


www. ascend. com 


integrated  firewall. 

•  Scalable  from  8  to  672  dial-up  ports 
and  150  T1  Frame  Relay  connections. 

•  Highest  port  density;  lowest  price 
per  port. 


©  1996  Ascend  Communications,  Inc.  Ascend,  the  Ascend  logo,  MAX  and  MAX  TNT  are  registered  trademarks  ot  Ascend  Communications.  Inc. ‘Based  on  number  ot  access  concentrators  sold.  Dell'Oro  Market  Research  Group,  1996. 


I  S/400  GETS 
TCP/IP  ALLY 

Perle’s  Sean  O’Donovan  promises  to 
ease  protocol  support.  Page  17. 


WANs  &  Internetworking 

17  IETF  working  group  looks  to 

integrate  Tag,  ARIS 
and  other  proposals  into 
single  label  switching  standard. 

18  Kevin  Tolly:Join  the  acdon 
at  ComNet’97. 


Carrier  Services 

19  FCC  proposal  for  reducing 
access  rates  falls  short  of 
strict  directive  to  RBOCs. 

19  CDPD  lets  Robinson  Oil 
streamline  operations, 
saving  the  company  time 
and  money. 

20  Special  Focus:  DSL  backers  hope 
to  clear  hurdles  in  ’97. 


Local  Networks 

21  Newbridge,  as  expected,  agrees  to 
buy  UB  Networks  from 
Tandem. 

21  Microsoft  tidies  up  and  adds 
connectivity  features  to 
NT  4.0with  new  service 
pack. 

22  Dave  Kearns:  Time  for  an  NT 
security  checkup. 
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News 


6  Apple  needs  to  move  quickly  to 
make  NeXT  acquisidon  payoff, 
observers  say. 

8  IBM  revamps  its  Network 
Hardware  Division. 


8  Watch  out  Cisco,  here  comes  the 
new  Newbridge. 

8  Cascade  acquires  start-up 
Sahara  Networks  for  $2 1 2 
million. 


10  Web  provider  Genuity 
creates  a 

high-perfor¬ 
mance 
backbone 
for  critical 
applica¬ 
tions. 


10  Bear, 

Stearns 
extends  its 

ATM  net 
nationwide  using 
Nortel’s  Magellan  Passport 
switches. 


THE  ROAD  TO  STARDOM 

Coming  soon:  A  novel 


Management  Strategies 

34  Score  one  for  the  taxpayer: 
IRS  assumes  burden  of 
proofin  independent 
contractor  disputes. 

34  Plan  to  attend:  The  Second 
Annual  Implementation 
Conference  and  Digitial 
Consulting’s  Internet  Expo. 

Opinions 

28  Editorial:  USWeb’s  influence 
grows  partner  by  partner. 

28  Kevin  Fong:  Go  corporate: 
Assemble  your  own  board 
of  directors. 

29  Thomas  Nolle:  Bet  on  Cisco  to 
win  the  WAN  switchingwar. 

46  Mark  Gibbs:  Yo-ho-ho. 

Cap’n  Gibbs  goes  to  virtual 
sea  against  piracy. 

46  'Net  Buzz:  Intemetstock  bust 
continues  to  linger;  new  soft¬ 
ware  design  to  guard  against 
unsolicited  E-mail. 


Network  Help  Desk.  Page 27. 

Message  queue.  Page  28. 

Editorial  and  advertiser  indexes.  Page  44. 


about  network  computers. 
Is  Hollywood  next  for  the 
thin  client?  Get  the  scoop 
in  'Net  Buzz.  Page  46. 


Intranets 
&  the ’Net 

25  Netscape  embraces  holiday 
cheer,  gives  customers 
preview  release  of 
Communicator  groupware 
client. 

26  Scott  Bradner:  Who  says  who 
makes  the  rules? 


Technology  Update 

27  Remote  access  routers  get 

more  secure  and  protect 
your  corporate  network 
resources. 


Rock-solid 
incentives: 

Prudentials 
bonus  program 
puts  a 

premium  on  training 
and  incentives  that  keep 
staffers  around  to  use  what 
they  ve  learned.  Page  31. 


Only  on  Fusion 

•  The  new  year  starts  with  yet  another 
government  attempt  to  regulate  the  export 
of  encryption  technology.  See  how  computer- 
industry  and  privacy  groups  plan  to  attack 
this  effort.  DocFinder:  0111 

•  The  FCC  recently  ruled  that  Internet  service 
providers  don’t  have  to  pay  local  phone 
carriers  additional  charges  for  long-distance 
service.  But  the  commission  also  said  it  will 
conduct  a  formal  study  of  the  impact  of 'Net 
usage  on  phone  service.  DocFinder:  0112 

News+ 

•  LAN  switches.  As  Cisco  rolls  out  a  new  low- 
end  switch  (page  1).  see  what  other  vendors 
offer  in  our  LAN  switches  Buyer's  Guide. 

DocFinder:  0110 

•  ADSL.  Read  ourstoryaboutthe  gap  between 
DSL  in  the  lab  and  the  real  world  (page  1). 
Then  come  online  for  DSL  primers  and  vendor 
lists,  as  well  as  a  look  at  GTE's  experience 
with  one  ADSL  test.  DocFinder:  0113 

•  International  intranets.  Read  vendor 
overviews  of  several  global  intranet  services. 
And  take  a  look  at  the  fingerprint  ID  system 
being  used  by  GridNet  for  its  QwikLink  service. 

DocFinder:  0114 

•  The  Internet.  Free  E-mail  is  a  hot  topic  on 
the  ’Net  these  days.  But  learn  why  one 
pioneer  in  the  field  was  shut  down  not  long 
after  its  launch.  A  former  executive  shares 
his  thoughts.  DocFinder:  0104 


HOW  TO  GET  ON  TO 
NETWORK  WORLD  FUSION 

At  the  welcome  screen,  click  on  Registration  and 
follow  the  instructions.  Subscribers,  keep  your  NWF 
number  -  highlighted  on  the  front  cover’s  mailing 

label  -  handy  during  registration.  - 1 
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Freeing  up  spectrum  for  wireless  LANs 

st  The  Federal  Communications  Commission  this  week  will  con¬ 
sider  final  approval  of  a  plan  setting  aside  350  MHz  of  free,  unli¬ 
censed  radio  spectrum  for  a  new  category  of  terminal  equipment 
suitable  for  schools  and  others  seeking  wireless  LANs.  The 
so-called  NII/SuperNetdeviceswould  include  PCs andlaptops 
equipped  with  radio  receivers  to  transmit  data  over  short 
distances.  This  initiative  has  been  championed  by  Apple 
Computer,  Inc.  FCC  Chairman  Reed  Hundt  has  noted  the  diffi¬ 
culty  of  burrowing  through  thick  classroom  walls  to  install  wired 
LANs,  though  the  plan  has  caused  some  grumbling  among 
carriers  who  have  paid  dearly  for  wireless  licenses  in  recentyears. 

Frankenberg  resurfaces 

S  Former  Novell,  Inc.  Chief  Executive  Officer 
Robert  Frankenberg  has  resurfaced  as  a 
member  of  the  board  of  directors  of  Caere 
Corp.,  amaker  of  optical  character  recogni¬ 
tion  and  document  management  products. 

Frankenberg  left  Novell  in  August  amid  criti¬ 
cism  that  the  network  giant  was  late  to  jump 
on  the  intranet  bandwagon. 

Spanning  the  Internet  globe  at  lower  rates 

■  Netcom  On-Line  Communications  Services,  Inc.  announced 
a  partnership  this  week  with  AimQuest  Corp.  that  will  allow  users 
to  access  Netcom’s  Internet  service  from  around  the  world  using 
AimQuest’s  Global  Reach  Internet  Connection  (GRIC)  network. 
The  GRIC  is  made  up  of  Internet  service  providers  from  around 
the  world.  Netcom  is  the  first  national  ISP  to  sign  up  with 
AimQuest.  When  Netcom  users  are  traveling  outside  of  the  com¬ 
pany’s  service  area,  they  can  dial  in  to  the  local  GRIC  ISP’s 
network  instead  of  making  an  international  or  long-distance  call. 
Although  Netcom’s  pricing  was  unavailable  at  press  time,  GRIC 
partners  have  agreed  to  service  charges  that  range  from  $4  to  $6 
per  hour  for  most  international  calls,  said  Christophe  Culine, 
vice  presidentofsalesand  marketing  at  AimQuest. 

Nortel  spins  out  Entrust 

■  Northern  Telecom,  Inc.  last  week  spun  out 
its  business  unit  responsible  for  the  Entrust 
public-key  encryption  software.  Nortel’s 
Secure  Networks  unit  will  now  be  called 
EntrustTechnologies,  Inc.  While  itwill  still  be 
majority-owned  by  Nortel,  several  venture 
capital  and  investment  banking  firms  have 
acquired  pardal  stakes  in  the  firm.  John  Ryan, 
formerly  Nortel’s  vice  president  for  multime¬ 
dia  and  Internet  solutions,  will  serve  as 
Entrust’s  interim  chief  executive  officer. 

AT&T  lets  NCR  go 

■  AT&T  last  week  said  it  has  completed  its  spin-off  of  NCR 
Corp.  with  the  distribution  of  more  than  100  million  shares  of 
NCRcommon  stock  to  AT&T  shareholders.  AT&T  announced 
plans  in  September  to  break  itself  into  three  publicly  traded 
companies. 

Java  on  the  standards  track 

■  Sun  Microsystems,  Inc.’sJavaSoft,  Inc.  unitwill  take  an  impor¬ 
tant,  though  still  preliminary,  step  this  week  in  makingjavaa  true 
indusmy  standard.  The  Mountain  View,  Calif.,  business  unit  is 
hosting  a  meeting  of  the  International  Standards  Organization 
to  talk  about  the  process  of  turning  thejava  language  and  some 
related  technologies  over  to  the  ISO,  or  other  industry 
bodies.  JavaSoft  Chief  Technology' Officerjim  Mitchell  is  in 
charge  of  that  effort,  which  will  unfold  over  the  next  12  to  24 
months,  according  to  aJavaSoft  spokeswoman.  There  are  likely  to 
be  several  such  meetings  to  map  out  what  would  be  given  to  which 
group  and  when.  Only  then,  the  spokeswoman  said,  wouldjava- 
Soft  be  able  to  announce  a  road  map  for  thejava  standard. 
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What’s  NeXT  for  Apple? 


By  John  Robinson 

San  Francisco 

For  Apple  Computer,  Inc. 
and  its  ever-faithful  brethren,  it 
was  an  announcement  of  biblical 
importance  that  shook  the  com¬ 
pany  to  its  core:  “Apple  buys 
NeXT;Jobscomes  home.’’ 

Now  that  the  dust  has  settled, 
Apple  this  week  is  expected  to 
use  die  MacWorld  Expo  here  to 
convince  its  followers  that  last 
month’s  $400  million  acquisi¬ 
tion  of  NeXT  Software,  Inc.,  and 
with  it  the  return  of  Apple 
cofounder  Steven  Jobs,  will  pay 
off  for  the  company  and  its 
customers. 

While  Apple  was 
tight-lipped  about 
what  Chairman  and 
Chief  Executive  Offi¬ 
cer  Gilbert  Amelio 
will  say  during  his 
keynote  address,  ob¬ 
servers  said  the  mes¬ 
sage  should  be  that 
Apple  will  move 
quickly  to  blend  its 
technology  with 
NeXT’s.  They  added 
that  Apple  cannot  afford  to  dilly¬ 
dally  in  light  of  Microsoft  Corp.’s 
growing  desktop  and  server 
strength,  and  the  emergence  of 
network  computers. 

Specifically,  Apple  must  focus 
on  the  following  areas: 

•  Taking  advantage  of  the  Next- 
step  operating  system’s  multi¬ 
platform  support  to  deliver  a 
powerful  set  of  desktop  and 
server  machines. 

•  Using  NeXT’s  object-oriented 
application  development  tools 
to  strengthen  Apple’s  intranet 
offerings. 

•  Ensuring  backward-compati¬ 
bility  of  applications  built  under 
a  NeXT-based  Macintosh  operat¬ 
ing  system  with  older  versions. 

The  NeXT  deal  gives  Apple  as 
many  hardware  development 
opportunities  as  software  possi¬ 
bilities,  said  Rob  Enderle,  an 
analyst  with  Giga  Information 
Group  in  Santa  Clara,  Calif.  The 
Nextstep  operating  system  runs 
on  Pentium  processors,  among 
others,  and  Apple  promises  a 
version  for  the  PowerPC,  as  well. 
Enderle  expects  Apple  will 
quickly  realize,  if  it  has  not 
already,  that  the  Intel  support 
could  open  opportunities  for  its 
server  business. 

“They  will  have  to  decide  if 
they  want  to  develop  [new]  serv¬ 
ers  that  run  on  a  Pentium  or 
PowerPC,  or  both,”  Enderle 
said.  He  added  that  with  a  new 
NeXT-based  operating  system 


on  Pentium-based  network  cli¬ 
ents,  Apple  could  create  a  link  to 
aserver  running  Windows  NT. 

An  Apple  spokesman  said 
that  while  the  new  version  of 
Apple’s  operating  system  will 
most  likely  include  support  for 
Pentium  chips,  the  PowerPC  will 
remain  Apple’s  platform  of 
choice. 

Either  platform  would  pro¬ 
vide  a  solid  foundation  for  the 
application  development  and 
intranet  offerings  Apple  expects 
to  deliver  as  a  result  of  the  NeXT 
acquisition,  the  spokesman  said. 

“One  of  the  reasons  we  chose 
NeXT  was  to  boost  our  applica¬ 
tion  de-velopment 
side.  .  .  and  strengt¬ 
hen  our  intranet 
[offerings],”  he 
said.  Among  the 
highlights  for  Apple 
is  NeXT’s  WebOb- 
jects  software,  server- 
side  software  that 
can  be  used  to  link 
Web  servers  to  back¬ 
end  corporate  data 
and  applications. 

Many  Apple  customers  are 
excited  about  the  development 
opportunities  the  NeXT  soft¬ 
ware  will  afford  them,  but  ex¬ 
pressed  some  concern  that  ap¬ 
plications  will  not  be  backward- 


compatible  to  previous  Macin¬ 
tosh  operating  system  versions. 

John  Wimer,  director  of  oper¬ 
ations  for  Norian  Corp.,  a 
pharmaceutical  company  in 
Cupertino,  Calif.,  oversees  an 
80-node  Macintosh  network  de¬ 
voted  mostly  to  file  and  print 


Apple's  Amelio  tuill  deliver  the  keynote 
address  at  the  Mac  World  Expo. 


services.  With  a  large  investment 
in  applications  and  immediate 
plans  to  build  a  corporate  intra¬ 
net,  the  portability  of  new  appli¬ 
cations  built  with  NeXT  tech¬ 
nology  is  of  utter  importance. 

“At  least  for  the  PowerPCs, 
there  seems  to  be  a  pathway  to 
port  [new]  applications  to  the 
platform.  .  .and  we  are  moving 
mostly  to  PowerPC  machines,” 
Wimer  said. 

He  added  that  the  acquisition 
is  not  going  to  stall  Norian’s 
schedule  to  implement  an  intra¬ 
net  by  the  third  quarter.  “Gener¬ 
ally,  we  are  excited  about  the 
deal,” hesaid.  ■ 


Expo  to  feature  Apple,  Microsoft  products 

At  MacWorld  Expo  in  San  Francisco  this  week,  Apple 

Computer,  Inc.  will  move  forward  with  several  new  tech¬ 
nologies  and  products,  despite  speculation  that  the  com¬ 
pany’s  impending  new  operating  system  will  force  a 
retooling  of  some  product  lines.  Among  the  hightlights: 

•  A  new  version  of  AppleShare,  the  company’s  file  and  print  net¬ 
work  technology,  that  uses  standards-based  TCP/IP  to  allow  non- 
Macintosh  computers  to  gain  access  to  data  and  applications 
stored  on  MacOS  servers.  With  new  Web,  E-mail  and  File  Trans¬ 
fer  Protocol  support,  Apple  is  positioning  the  software  for  small 
businesses  at  the  departmental  and  workgroup  level. 

•  An  update  to  MacOS  System  7.5 .5.  Version  7.6  incorporates 
a  new  Installer  to  simplify  installation  and  a  new  Extension 
Manager  that  makes  it  easier  to  enable  or  disable  extensions. 

•  MacOS  Runtime  forjava  1 .0,  a  version  of  Sun  Microsystems, 

Inc. ’sjava  Virtual  Machine  and  run-time  environment  for 
Macintosh  and  MacOS-compatible  systems.  It  includes  a  player 
that  allows  users  to  viewjava  applets  and  aplications,  in  addition 
to  developer  APIs. 

•  Apple  Club,  a  new  Web-based  subscription  service  that  pro¬ 
vides  customers  with  software  updates,  utilities,  patches  and 
extensions  for  download  at  discounted  prices. 

Also  at  the  conference,  Microsoft  Corp.  hopes  to  prove  its 
commitment  to  the  Macintosh  platform  once  and  for  all  by 
unveiling  the  production  version  of  Internet  Explorer  3.0  for  the 
Macintosh. 

In  addition,  the  company  will  announce  a  Macintosh  version 
of  its  FrontPage  Webpage  authoring  product,  which  has  previ¬ 
ously  been  available  only  for  the  Windows  platform . 

— John  Robinson  a  nd  IDG  News  Service 


The  Nextstep  operat¬ 
ing  system  runs  on 
Pentium  processors, 
among  others,  and 
Apple  promises  a 
version  for  the 
PowerPC,  as  well. 
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Your  network’s  stopped 
up.  Your  users  are  frustrated. 

Time  to  move  to  100Mbps. 

Intel  offers  a  complete  Fast 
Ethernet  solution  to  increase 
overall  network  performance— 
from  the  desktop  to  the  printer. 

We  now  have  100Mbps  hubs, 
switches,  adapter  cards  and  print  servers  to 
really  pump  the  information  through  your 


network.  In  fact,  our 
PRO/ 100  adapter  cards 
provide  the  best  network 
performance  efficiency,  as  docu¬ 
mented  by  LANQuest  Labs.  Plus, 
the  Intel  adaptive  technology 
embedded  in  our  award-winning 
cards  lets  you  upgrade  them,  as 
you  need  to,  through  software. 

Check  out  our  page  on  the  Intel  Web  site 


©19%  Intel  Corporation.  All  other  trademarks  are  the  property  of  their  respective  holders. 


at  www.intel.com/comm-net/sns/turn/ 
nwrld3.htm  to  order  our  Fast  Ethernet 
Solutions  Kit,  including  the  LANQuest 
Labs  performance  report.  Or  call  us  at 
1-800-538-3373,  ext.  540. 

And  get  your  network  flowing  again. 

intel. 


News 


Cascade  buys  Sahara 

Sahara  gear  pushes  ATM  to  edge  of  carrier  networks. 


quarter. 

The  SA-100,  SA-600 
and  SA-1200  units 
extend  multiple  service 
interfaces  —  circuit 
switching,  Ethernet, 
frame  relay  and  video 
—  to  the  customerfrom 
a  carrier’s  ATM  net¬ 
work.  Sahara  President 
and  Chief  Executive 
Officer  Jonathan 
Reeves  and  Cascade  founder  and 
Executive  Vice  President  Desh 
Deshpande  talked  about  the 
deal  with  Network  World  Senior 
Writer  Tim  Greene. 

What  makes  Sahara  worth 
$2 12  million? 

Deshpande:  They’re  worth  a 
lot  more  than  that,  we  hope.  Part 
of  the  reason  we  pay  such  a  pre¬ 
mium  for  companies 
like  this  is  because  this 
is  what  all  of  our  cus¬ 
tomers  are  looking  for. 

Our  customers  start  off 
with  a  frame  relay  base 
and  augment  that  with 
an  ATM  backbone  to 
scale  the  frame  relay 
network.  They  are  also 
beginning  to  reach  out 
to  customers  with  ATM 
services. 

The  next  thing  they 
want  to  do  is  attach 
something  to  the  end  of 
the  ATM  sendee  so  they  can  offer 
a  bunch  of  other  services  with 
the  ATM  pipe  that  comes  to  the 
customer  premises.  We’re  buy¬ 
ing  Sahara  because  we  know 
that’s  what  our  customers  want. 
There’s  not  a  lot  of  speculation 
about  whether  the  customers 
need  this. 

What  makes  your  customers 
think  that  users  want  these  ser¬ 
vices? 

Deshpande:  The  key  is  the 
transition  from  private  to  public 
networking.  Today’s  private  net¬ 
works  are  built  primarily  to 
improve  the  productivity  of  a 
company.  They  are  MIS-type  of 
networks. 

In  the  future,  these  networks 
will  be  built  so  they  can  do  elec¬ 
tronic  commerce.  They’ll  need 
to  reach  out  and  touch  every- 


Why  did  Sahara  put 
itself  up  for  sale  before 
it  had  a  chance  to  bring 
a  product  to  market? 

Reeves:  What  we  saw 
there  were  all  the  other 
pieces  other  than  what 
Sahara  had.  We  see  Cas¬ 
cade  as  perhaps  the 
most  dramatic  influ- 
encer  of  the  network  of  the 
regional  Bells  and  interex¬ 
change  carriers.  Looking  at  Cas¬ 
cade’s  IP  switching  technology, 
IP  Navigator,  die  CBX  500  ATM 
switch,  the  AX  series  of  dial-up 
systems — whatwe  saw  here  was  a 
tremendous  opportunity  to  com¬ 
bine  forces. 

Do  you  plan  to  make  Sahara 
View’s  Java-based  Web- 
browser  management 
scheme  more  of  an  inte¬ 
gral  part  of  the  overall 
Cascade  management 
platform? 

Deshpande:  It  defi¬ 
nitely  integrates  into 
the  Cascade  manage¬ 
ment  strategy.  It’s  a  very 
interesting  way  to  man¬ 
age  products. 

How  will  you  have  to 
fine-tune  Sahara  prod¬ 
ucts  for  integration  in 
the  Cascade  line? 

Reeves:  Not  much.  Sahara- 
View  network  management  was 
designed  to  provide  quick  and 
efficient  integration,  and  Cas¬ 
cade  View  was  designed  with  sim¬ 
ilar  concepts  in  mind. 

The  products  will  work  well 
together.  We  expect  a  key 
strength  there. 

Was  this  deal  the  reason 
Sahara  didn’t  ship  products  on 
schedule  last  month? 

Reeves  Wes. 

Will  the  products  be  the  same 
as  announced  by  Sahara? 

Reeves:  Yes.  The  SA-100,  SA- 
600  and  SA-1200  platforms  will 
each  be  marketed  through  Cas¬ 
cade.  The  capabilities  will  match 
along  the  lines  of  what  has  been 
described.  ■ 


Cascade's  Deshpande 
says  this  acquisition 
provides  what  his 
customers  want. 


Sahara's  Reeves  says 
the  tivo  companies  ’ 
products  will  interact 
well  and  need  little 
tweaking. 


Business  profile 

Introducing  the  new  Newbridge 


By  Tim  Greene 

Herndon ,  Va. 

Newbridge  Networks  Corp. 
eliminated  any  doubt  about  its 
joining  the  elite  club  of  $1  billion 
network  vendors  with  its  pur¬ 
chase  last  month  of  UB  Net¬ 
works,  Inc.  The  issue  now  is 
whether  Newbridge  can  com¬ 
mand  the  same  respect  and 
mind  share  that  the  other  indus¬ 
try  giants  enjoy. 

While  Newbridge  boasts  a 
good  reputation  for  its  carrier- 
class  ATM  switches,  it  has  so  far 
failed  to  challenge  Cisco  Sys¬ 
tems,  Inc.,  Bay  Networks,  Inc., 
3Com  Corp.  and  the  rest  of  the 
key  LAN  internetwork  players. 

Now,  however,  Newbridge  is 
waging  a  direct  assault. 

“We’re  taking  on  Cisco  by 
offering  an  alternative  to  back¬ 
bone  routing,”  said  Newbridge 
Chairman  and  Chief  Executive 
Officer  Terry  Matthews.  “UBlets 
us  get  that  alternative  in  front  of 
a  lot  more  customers  more 
quickly.” 

Newbridge’s  plan  is  not  all 
that  different  from  those  of 
other  top-tier  network  hardware 
companies:  Enter  a  second  or 
third  market  outside  the  one  in 
which  they  made  their  name.  For 
example,  Cisco  was  master  of  the 
enterprise  router  market  but 
went  on  a  LAN  switch  buying 
spree  and  then  also  bought  ATM 
wide-area  switch  vendor  Strata- 
Com,  Inc.  to  have  an  impact  in 
the  carrier  market. 

Newbridge  has  already  staked 
its  claim  in  wide-area  ATM 
switching,  and  now  wants  to  be  a 
player  in  the  corporate  enter¬ 
prise  network  market,  partly  in 


By  Michael  Cooney 

Raleigh,  N.C. 

IBM  is  making  a  New  Year’s 
resolution  to  revamp,  retool  and 
—  it  hopes  —  restart  its  embat¬ 
tled  Networking  Hardware  Divi¬ 
sion  (NHD). 

According  to  a  memo  issued 
by  NHD  general  manager  Lutz 
Hahne,  the  division  broke  into 
five  business  segments,  effective 
Jan.  1 ,  in  an  effort  to  concentrate 
better  on  vertical  markets  and 
“strategic  high-growth  areas.” 

NHD  business  segments 
include  backbone/WAN,  LAN 


retaliation  for  Cisco’s  sortie  into 
its  territory.  “Definitely,  that  was 
not  a  friendly  move,”  a  New¬ 
bridge  spokesman  said  of  the 
StrataCom  deal. 

Last  year,  Newbridge  solidi¬ 
fied  its  carrier  presence,  allying 
with  core  switch  vendor  Siemens 
AG  to  develop  a  platform  for  car¬ 
riers  to  offer  quality  of  service 


across  their  networks.  If  New¬ 
bridge  could  similarly  solidify  its 
presence  in  the  corporate  net¬ 
work  market,  then  it  could 
become  a  one-stop  shop. 

While  UB  was  no  longer 
among  the  very  largest  network 
equipment  companies,  it  does 
have  a  healthy  customer  base 
that  Newbridge  could  exploit, 
according  to  Farrokh  Billimoria, 
a  financial  analyst  with  Ham- 
brecht  &  Quist,  LLC.  “The  ques¬ 
tion  now  is,  can  they  execute?” 


switching,  remote  access,  net¬ 
work  management  and  adapters. 
The  division  may  also  form  a  sep¬ 
arate  segment  to  handle  prod¬ 
ucts  resulting  from  IBM’s 
alliance  with  Cascade  Communi¬ 
cations  Corp. 

The  idea  is  to  give  brand  man¬ 
agers  more  autonomy  over  prod¬ 
uct  development  and  enable 
them  to  speed  new  products  to 
market.  In  addition,  NHD  will 
reduce  its  reliance  on  direct 
sales,  reaching  out  to  customers 
with  new  marketing  tactics  such 
See  IBM,  page  10 


Breaking  into  the  enterprise 
market  is  not  easy,  and  New¬ 
bridge  will  be  making  its  assault 
with  the  same  weapon  it  has  used 
for  three  years:  Vivid.  That  is  the 
company’s  switched  routing  sys¬ 
tem  for  connecting  LANs  over 
an  ATM  backbone. 

Vivid  has  struggled,  partly 
because  when  it  was  introduced 
in  1993,  Newbridge 
anticipated  a  problem 
with  router  congestion 
that  had  notyet  material¬ 
ized  in  the  real  world. 
The  products  might  well 
have  been  ahead  of  their 
time,  Billimoria  said. 
Network  managers  were 
solving  their  bandwidth 
problems  with  switched 
Ethernet  and  Fast  Ether¬ 
net,  while  Vivid  was  map¬ 
ping  LANs  over  an  ATM 
cloud,  he  said. 

In  addition,  New¬ 
bridge  may  have  prom¬ 
ised  too  much  from  Vivid 
5  too  soon,  according  to 
Rick  Malone,  principal 
with  Vertical  Systems 
Group,  a  consultancy  in 
Dedham,  Mass.  “I  just 
call  that  typical  Newbridge. 
Once  the  product  is  in  the  field, 
people  are  disappointed  be¬ 
cause  they  don’t  have  all  the  fea¬ 
tures  that  were  announced.  That 
led  to  a  lack  of  credibility,”  he 
said. 

But  Newbridge  is  adamant 
about  making  Vivid  succeed. 
One  way  it  is  trying  to  do  that  is  by 
spinning  out  a  series  of  affiliate 
companies,  many  of  which  build 
products  that  complement 
Vivid. 

Still,  Newbridge  has  much 
work  to  do  in  increasing  VIVID’s 
name  recognition  —  even 
among  its  existing  customers. 

“I  don’t  know  anything  about 
Vivid  and  haven’t  really  ever 
heard  of  it,”  said  Dan  Howard, 
director  of  technical  support  at 
Express  Scripts,  Inc.,  a  health 
care  management  company  in 
St.  Louis  that  uses  Newbridge 
WAN  gear  and  UB  hubs.  “When 
I  think  of  Newbridge,  I  think  of 
wide-area  networks.  It  sounds 
like  that  might  change,  and  they 
could  become  a  one-stop  place 
of  LAN  and  WAN  products.”  ■ 

For  more  information  on 
Newbridge’s  purchase  of 
UB,  see  story  on  page  21. 


IBM  reorganizes  net  hardware 
group  to  hit  ‘high-growth  areas’ 
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“I  am  absolutely 
convinced  that  there 
is  a  market  window 
that  has  opened  for 
multimedia  and 
intranets  requiring 
much  more  powerful 
routing  on  the  basis 
of  ATM.” 


Terry  Matthews, 
chairman  and  CEO, 
Newbridge 


Cascade  Communica¬ 
tions  Corp.  last  week 
bought  start-up  Sahara 
Networks,  Inc.  for  a  stunning 
$212  million,  even  though 
Sahara  will  not  deliver 
its  ATM  access  concen¬ 
trators  until  the  second 


body  in  the  world. 

What  is  lacking  is  the  robust¬ 
ness  and  a  lot  of  the  end-to-end 
quality  of  services  in  those  net¬ 
works.  What  this  acquisition 
does  is  bring  that  capa¬ 
bility  to  Cascade  so  we 
can  offer  users  those 
services. 
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Protocol  encapsulation,  configuration  nightmares,  per- 
formance  issues,  security  concerns...  just  to  name  a  few. 
And  just  try  troubleshooting  and  managing  this  mess  with 
something  not  designed  from  the  ground  up  precisely  for 
this  purpose. 

When  it  comes  to  your  wide  area  network  links,  you 
can’t  afford  to  be  clueless.  Racal's  family  of  Tl/fractional 
T1  CSU/DSUs  can  handle  anything  your  wide  area  router 
networks  throw  at  it.  They  were  designed  expressly  to 
provide  you  with  critical  visibility  to  your  wide  area  net- 
work  links  so  that  you  can  diagnose  and  rectify  net¬ 
work  problems  quickly  and  easily. 

So  when  the  time  comes 
to  link  your  routers  , 
over  a  wide  ^ 
area  network, 
stick  with  a 
respected,  dedi¬ 
cated  company 
which  has  your  best' 
interest  at  heart. 

Racal  ™  CSU/DSUs 
will  help  make  wide 
area  networking  a  lot 
less  scary. 


U'si&g 


Racal  CSU/DSUs  offer  proven  performance,  unrivaled 
capabilities: 

•  Fully  managed  via  embedded  SNMP  agent.  Extensive 
enterprise  MIB  provides  you  with  a  wealth  of  critical 
device  network  performance  information,  including  line 
quality  and  ESF  (extended  super-frame)  performance  data. 

•  Racal  network  management  applications  provide  help¬ 
ful  graphical  displays,  making  it  easy  to  analyze  manage¬ 
ment  information.  Applications  available  for  most  popu¬ 
lar  SNMP  platforms:  HP  OpenView™-Unix1<!,  HP 
OpenView-Windows™,  and  NetView®.  Full  TELNET 
support  included. 

•  A  wide  variety  of  SNMP  connection  options,  including 
built-in  Ethernet  port  for  direct  LAN 

attachment. 

•1,2  and  4  DTE  port  models,  as 
well  as  high  density  central  site 
solutions  and  drop  and  insert 
capability.  Flash  memory  and 
LCD  front  panel  standard  on  all 
models. 

•  Remarkably 
affordable. 


For  your  Free 


iqital  Access  Solutions  Brochure 


Racal 

Excalibur™  ISX 

Paradyne 
3160  series 

ADC 
Kentrox® 
DataSMART  T1 

Digital 

Link 

T1  Encore 

Adtran® 

TSU 

series 

Integral  SNMP  Agent 

/ 

/ 

/ 

Extensive  Enterprise  MIB 

TELNET  client  support 

/ 

/ 

Built-in  Ethernet  port 

Easily  accessible  performance  data 

V 

LCD  front  panel 

/ 

/ 

/ 

DTE  data  ports  available 

1,  2  or  4 

1 ,  2  or  4 

1  or  2 

1 ,  2  or  5 

1,  2  or  4+ 

High  density  central  site  models 

/ 

/ 

/ 

/ 

Flash  Memory 

-f- 

/ 

/ 

Lowest  cost 

Racal,  Racal-Datacom  and  Excalibur  are  trademarks  of  Racal  Electronics  Pic.  HP  OpenView  is  a  trademark  of  Hewlett-Packard  Company.  NetView  is  a  trademark  of 
International  Business  Machines  Corporation.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  licensed  exclusively  through  X/O pen  Company, 
Ltd.  Windows  is  a  trademark  of  Microsoft  Corporation.  Adtran  is  a  registered  trademark  of  Adtran,  Inc.  All  other  logos,  trademarks  and  registered  trademarks  are  the 
property  of  their  respective  owners.  ©  1996  Racal-Datacom,  Inc.  11/96  COA-1072 
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Racal  Data  Group 

Access  to  Multimedia  Information  Networks 
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IBM 

Continued  from  page  8 
as  800-number  sales  and  third- 
party  resellers. 

While  still  a  multibillion-dol- 
lar  business,  NHD  has  taken  its 
lumps  over  the  past  few  years: 
The  division  has  executed  big 
layoffs,  faced  stiffer  competition 
and  struggled  to  keep  up  with 
customers’  changing  enterprise 
network  needs. 

Bringing  it  in-house 

NHD  has  increasingly  turned 
to  partners  to  bolster  its  product 
portfolio  even  in  markets  where 
it  once  led.  Now  it  is  turning 
inward  in  an  attempt  to  generate 
its  own  network  heat. 

Each  NHD  business  segment 
will  have  its  own  manager  and 
business  plan  (see  graphic). 
According  to  the  memo,  execu¬ 
tives  heading  up  the  new  busi¬ 
ness  segments  should  have 
specific  plans  ready  by  the  mid¬ 
dle  of  this  month. 

Analysts  were  skepdcal  about 


whether  the  reorganization  will 
payoff. 

“The  key  to  success  will  be 
how  much  autonomy  IBM  gives 
these  managers,”  said  David 
Passmore,  president  of 
the  Decisys,  Inc.  consul¬ 
tancy  in  Sterling,  Va. 

“IBM  has  toyed  with  this 
model  before  but  never 
really  implemented  it  an 
any  effecdve  way.” 

“IBM  [wasn’t]  all  that 
coherent  with  its  [net¬ 
work]  message  to  begin 
with,  and  to  segment  that 
message  within  a  single 
division  could  be  more 
confusing  to  users,”  said 
Thomas  Nolle,  president 
of  the  CIMI  Corp.  consul¬ 
tancy  in  Voorhees,  N.J. 

IBM  also  needs  to 
make  sure  different 
NHD  business  segments 
build  products  that  work 
together  across  SNA, 
TCP/IP  and  ATM  nets, 
analysts  said. 

“IBM’s  strength  has 


been  its  ability  to  be  a  one-stop 
networking  shop;  it  should  build 
on  that,”  Nolle  said.  “IBM  can’t 
afford  to  confuse  its  biggest 
users.”  ■ 


IBM’S  NETWORKING  HARDWARE 
DIVISION  GETS  A  NEW  LOOK 

Here’s  who  will  report  to 
division  general  manager 
Lutz  Hahne: 

Michel  Mayer,  general 
manager,  Backbone/ WAN 
Business  Segment  and  the 
La  Gaude  lab. 

William  Conklin,  general  manager.  LAN  Switching 
Business  Segment.  In  addition,  Conklin  will 
oversee  the  Raleigh.  N.C.,  networking  site. 

Jose  Garcia,  general  manager,  Remote 
/  Access  Business  Segment. 

Louise  Terry,  general  manager,  Network 
Management  Business  Segment. 

Hahne  will  act  as  tire  Adapters  Business  Segment 
manager  for  now.  Other  executives,  such  as  Lee 
Roberts,  general  manager  of  networking  marketing 
and  sales,  and  Rick  McGee,  vice  president  of 
strategy  and  business  development,  will  remain  in 
their  current  positions. 


- In-Site  - 

Bear,  Stearns  bullish  on  Magellan  switches 


By  David  Rohde 

New  York 

In  a  move  to  extend  its  ATM  production  net¬ 
work  nationwide,  investment  banking  firm  Bear, 
Stearns  &  Company,  Inc.  has  deployed  24  Magel¬ 
lan  Passport  enterprise  network  switches  from 
Northern  Telecom,  Inc. 

Bear,  Steams’  nationwide  Passport  installa¬ 
tion,  to  be  announced  today,  began  nearly  a  year 
ago.  The  project  has  let  Bear,  Stearns  migrate  its 
legacy  time-division  multiplexer  (TDM)  net  to 
frame  relay,  with  plans  to  transition  to  ATM  later 
this  year. 

Using  Passport’s  frame  relay-to-ATM  inter¬ 
working  capability,  most  Bear,  Stearns  remote 
offices  now  feed  data  traffic  off  a  router  via  frame 
relay  to  the  Passport  switch.  Passport  then  con¬ 
verts  the  traffic  to  cells  and 
functions  as  an  edge  switch 
over  Bear,  Stearns’  private 
ATM  WAN,  according  to  Mark 
Tharby,  Nortel’s  director  of 
Magellan  enterprise  market¬ 
ing. 

At  the  main  data  center 
site,  Passport  takes  native  ATM 
traffic  off  the  LAN  and  is  con¬ 
nected  into  Bear,  Stearns’  pri¬ 
vate  OC-48  Synchronous 
Optical  Network  (SONET) 
metropolitan-area  net  (MAN) 
ring.  The  MAN  uses  General 
DataComm,  Inc.  and  Bay  Net¬ 
works,  Inc.  ATM  and  Ethernet 
switches  to  connect  users  in 
Manhattan  with  a  state-of-the- 


art  data  center  in  Newjersey. 

Since  Nortel’s  division  serving  carriers  sup¬ 
plies  Bear,  Stearns’  SONET  multiplexers,  the 
vendor  had  something  of  a  leg  up  in  competing 
for  ATM  WAN  gear.  “They  were  very  happy  with 
their  SONET  gear,”  Tharby  said. 

But  Bear,  Stearns  also  was  interested  in  Pass¬ 
port’s  capability  to  ship  delay-sensitive  voice  and 
video  traffic  over  the  same  variable  bit  rate  cir¬ 
cuits  as  pure  data  traffic,  Tharby  said.  It  is 
expected  to  run  simulation  programs  and  other 
multimedia  traffic  over  the  circuits  without  the 
need  for  preallocated  channel  bandwidth  char¬ 
acteristic  of  TDM  nets. 

Bear,  Stearns  is  expected  early  this  year  to 
install  additional  Passport  switches  in  Japan, 
Hong  Kong,  France  and  Ireland.  ■ 


MORE  ATM,  PLEASE 

Via  frame  relay-to-ATM  Interworking,  branch  sites  can 
enjoy  the  benefits  of  Bear,  Stearns'  ATM  infrastructure. 


Branch  site  Host  site 

Router  ATM 


Web  hosting 

Internet  service  provider 
ensures  response  times 


By  John  Cox 

San  Francisco 

A  pathbreaking  Web  service 
provider  later  this  month  will 
open  in  Los  Angeles  the  last  of 
seven  data  centers  designed  to 
create  a  high-performance  Web 
backbone  with  guaranteed 
response  times. 

Genuity,  Inc.,  based  here,  is  a 
Bechtel  Corp.  subsidiary  char¬ 
tered  to  create  “electronic  infra¬ 
structures”  by  using  traditional 
data  center  disciplines  to 
strengthen  the  Inter¬ 
net/Web  for  transaction- 
oriented,  mission-critical 
applications. 

Today,  Web  traffic  is 
funneled  over  public 
telephone  networks, 
which  Genuity  officials 
argue  were  not  designed 
from  the  outset  to  cope 
with  the  rapidly  increas¬ 
ing  traffic  loads.  In  addi¬ 
tion,  performance  bogs 
down  because  the  traffic 
funnels  through  a  small 
number  of  network 
access  points  (NAP) ,  where  Web 
requests  and  responses  are 
passed  back  and  forth  between 
different  carriers . 

Last  week,  Genuity  opened  its 
San  Jose,  Calif.,  data  center, 
which  connects  via  redundant 
fiber  links  to  a  NAP  two  floors 
below  it  in  the  same  building. 
The  Los  Angeles  center  will  com¬ 
plete  the  first  phase  of  data 
center  deployment,  joining 
operational  centers  in  Chicago, 
New  York,  Phoenix,  Washing¬ 
ton,  D.C.  and  London. 

Genuity  launched  virtual  pri¬ 
vate  network  services  about  a 
year  ago  and  is  now  extending 
these  with  two  Web  services  —  an 
intelligent  routing  system  called 
Hopscotch  and  a  Web  content 
replication  offering  based  on 
Versant  Object  Technology, 
Inc.’s  Web  Propagation  Frame¬ 
work. 

The  company’s  data  centers 
host  routers,  hubs,  databases 
and  Web  servers  for  Genuity’s 
corporate  customers.  Web  re¬ 
quests  come  in  via  the  NAP  and 
are  then  passed  to  the  data  cen¬ 
ters,  which  are  linked  via  Genui¬ 
ty’s  redundant  T-3  network. 
Genuity’s  patent-pending  soft¬ 
ware  technology  determines  the 
optimal  return  path  and  Web 
server  to  respond  to  the  request. 

The  result,  according  to  Sam 


Mohamad,  Genuity’s  vice  presi¬ 
dent  of  marketing  and  strategic 
sales,  is  fast  and  predictable 
response  times.  Genuity  will 
guarantee  response  times  for  its 
customers,  based  on  their  priori¬ 
ties  and  application  require¬ 
ments. 

“We’re  saying  to  our  custom¬ 
ers:  The  Internet  is  now  a  busi¬ 
ness-critical  tool,  and  our  focus  is 
on  making  it  perform  that  way,  ” 
he  said. 


Genuity’s  data  center  and 
network  architecture  is  designed 
to  ensure  this.  The  data  centers 
use  top-end  Cisco  Systems,  Inc. 
7500  series  routers,  redundant 
fiber  connections  and  a  dual  T-3 
fiber  ring. 

Both  local-loop  and  national 
backbone  connections  are 
leased  from  two  separate  carriers 
to  ensure  constant  availability. 
The  data  centers  run  Web  serv¬ 
ers  and  databases  on  an  array  of 
popular  Unix  and  NT  servers, 
with  database  administrators, 
full  data  backup  facilities,  unin¬ 
terruptible  power  supplies,  air- 
conditioned,  raised  floor 
facilities  and  complete  network 
monitoring  via  Hewlett-Packard 
Co.’s  OpenView. 

©Genuity:  (415)  957-5350. 


CORRECTION 

NEC  America  is  not  affili¬ 
ated  with  Packard  Bell,  as 
stated  in  the  Network 
World  200  list  (Dec. 
23/Dec.  30,  1996,  page 
6) .  The  Packard  Bell  affili¬ 
ation  is  with  NEC  Corp.  of 
Tokyo,  which  made  a  sub¬ 
stantial  investment  in  the 
PC  maker  lastjune. 


PROFILE:  GENUITY,  INC. 

Headquarters:  San  Francisco 

Founded:  1994,  as  Internet  Media 

Network;  acquired  in  1995  by 
Bechtel  Corp. 

Purpose:  Dedicated  Internet  service 

provider  running  a  high- 
performance,  privately  owned 
IP  network  for  corporate 
customers,  along  with  a  full 
range  of  related  data  center, 
project  management, 
implementation,  Web  hosting 
and  consulting  services. 
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Excuse  us 
plug  OUR  OWN 


WHILE  WE 
I  -  I  PRODUCTS. 


TSU  600 


T-l  DSU/CSU  with  six  expansion^ 
slots  for  application-specific  phtg-M’ 
modules,  handling  up  to  48  total 
channels.  Intetface  modules  available 
for  phones,  key  systems,  PBXs,  data 
terminals,  routers,  video  codecs,  DSUs 
and  other  devices. 


It’s  easy  to  do.  All  of  our  T-l  multiplexers  are  built  for  plug-and-play  simplicity,  as  well  as  superior  flexibility. 
The  modular  design  of  our  multiplexers  —  including  the  TSU  600  shown  here,  the  industry’s  first  combined 

CHANNEL  BANK  AND  DSU  —  ALLOWS  YOU  TO  SEGMENT  FULL  OR  FRACTIONAL  T-l  SERVICE  INTO  CHANNELS  FOR  ALL  YOUR 
VOICE  AND  DATA  SERVICES.  AND  OF  COURSE,  THAT  MODULARITY  ALSO  MEANS  THAT  IF  YOUR  NEEDS  CHANGE,  IT’S  EASY  TO 
RECONFIGURE  OUR  PRODUCTS  BY  JUST  PLUGGING  IN  A  NEW  CARD.  So  WHY  DON’T  YOU  TRY  PLUGGING  OUR  PRODUCTS,  TOO? 

For  more  information,  give  us  a  call  or  access  our  World  Wide  Web 
home  page  at  http://www.adtran.com.  1-800-326-3700,  ext.  283 


Adirati 


We  Know  Digital  Transmission  Inside  And  Out 


©1995  ADTRAN,  Inc.  901  Explorer  Boulevard,  Huntsville,  Alabama  35806-2807 


Performance3 


Wbde  3Com  ’o  Foot  EtherLink®  XL  and  EtherLLnk  XL 
network  interface  car  do  accelerate  deoktopo,  their 
DynamicAcceoo™  featured  can  actually  increaoe 
the  performance  of  entire  networko. 


J 


Can  any  network  interface  card  jumpstart  your  network  and  make 
your  job  easier?  3Com’s  can.  EtherLink  XL  10  and  Fast  EtherLink  XL 
10/100  Mbps  PCI  network  interface  cards  (NICs)  deliver  the  maximum 
throughput  and  the  lowest  CPU  utilization,  thanks  to  3Com’s  patented  Parallel  Tasking®  technology. 
But  add  3Com’s  DynamicAccess  features  and  these  high-performance  cards  actively  work  with 
the  rest  of  your  network  to  improve  overall  performance  and  manageability,  while  giving  you 
greater  control  over  bandwidth  and  resources. 

Able  to  gather  complete  RJVION  data,  XL  NICs  make  network  management  easier  and 
more  comprehensive.  They  offer  PACE  '1  Class  of  Service  prioritization  for  real-time  and 
multimedia  applications.  And,  when  combined  with  3Com’s  advanced 

rFastIP  software,  they  deliver 

accelerated  Intranet  performance. 

Plus,  you  ’ll  always  be  on  top  of  your 
game  as  3Com  continues  to  deliver 

free  DynamicAccess  upgrades  to  your  XL  NICs.  The  best  part? 

XL  NICs  are  part  of  the  most  reliable  and  scalable  solutions  available 
from  the  leader  in  networking  —  3Com. 

Make  the  smartest  move  you  can.  Call  and  find  out  how  DynamicAccess  features, 
including  PACE,  dRMON,  and  FastIP  can  accelerate  your  entire  network.  And  be  sure  to 
ask  about  evaluation  units  for  as  low  as  $49? 

1  -800-NET  3COM 

(opt. 4) 

www. 3com.com 


Get  PictureTel  LiveShare  Plus 
dataconferencing  software 
FREE  with  every  XL  NIC. 


©  1996  3Com  Corporation.  3Com,  EtherLink  and  Parallel  Tasking  are  registered 
trademarks;  DynamicAccess,  PACE  and  Networks  that  go  the  distance 
are  trademarks  of  3Com  Corporation.  °  Dollars  in  U.S.  currency. 


Networks  that  go  the  distance ™ 


News 


CREATING  A  VIRTUAL  PRIVATE  NETWORK  VIRTUALLY  ANYWHERE 


GridNet’s  QwikLink  Intranet  Service,  which  offers  users  unique  fingerprint 
authentication  for  enhanced  security,  will  initially  hit  50  countries  next  month 
when  it  is  roiled  out. 


GridNet 

Continued  from  page  1 

QwikLink  Intranet  Service  will 
let  network  managers  arm  their 
global  workforce  with  a  biomet¬ 
ric  security  technology  that 
authenticates  users  through  an 
image  of  their  fingerprint,  said 
Lee  Provow,  vice  president  of 
marketing  and  sales  at  GridNet. 

National  Registry,  Inc.,  a  St. 
Petersburg,  Fla.-based  company, 
developed  the  technology  that 
GridNet  licenses. 

The  NRIdentity 
scanner  attaches  to 
a  user’s  PC  or  laptop 
and  takes  an  image 
of  the  user’s  finger¬ 
print,  which  is 
authenticated  on  a  Windows  NT 
or  Unix  server  running  NRIden¬ 
tity  Personal  Authentication 
Software. 

Users  in  the  50  countries 
serviced  will  be  able  to  connect 
to  their  corporate  intranet 
through  a  dial-up  IP,  switched 
X.25  service  or  a  dedicated 
frame  relay  connection  that 
GridNet  will  provision  through 
WorldCom. 

In  addition  to  working  with 
WorldCom,  GridNet  has  several 
international  partners  that 
helped  the  Atlanta-based  Inter¬ 
net  service  provider  to  establish 
its  103  points  of  presence  inter¬ 
nationally.  GridNet  is  in  a  unique 
position  as  the  only  carrier  offer¬ 
ing  biometric  security  features. 
These  features  could  be  benefi¬ 
cial  for  network  managers  whose 
top  concern  is  security,  said  Jeff 
Kagan,  president  at  Kagan  Tele¬ 
com  Associates  in  Atlanta,  and 
users agree. 

Users  look  foiward  to  this 
type  of  service.  Hilton  Grand 
Vacations  is  currently  support¬ 
ing  an  international  intranet  for 
E-mail  only,  but  wants  to  add 
more  sensitive  traffic  such  as 
contracts,  said  Kim  Kreiger,  MIS 
director  at  the  Orlando,  Fla.- 
based  time-share  company. 


PSINet  rolled  out  its  PSI  Intra- 
Net  service  internationally  in 
September.  The  Herndon,  Va.- 
based  ISP  is  offering  dedicated 
intranet  services  in  Canada, 
Japan  and  the  U.K. 

Sprint,  Deutsche  Telekom, 
France  Telecom  and  their  joint 
venture  Global  One  last  month 
announced  Global  Intranet  ser¬ 
vices  that  will  let  net  managers 
create  private  intranets  through¬ 
out  70  countries.  It  will  be  avail¬ 
able  in  mid-1 997. 

British  Telecom¬ 
munications,  pic  and 
MCI  announced  an 
international  intra¬ 
net  service  last 
November  in  con¬ 
junction  with  Micro¬ 
soft  Corp.  The  service  is  slated 
for  availability  by  the  end  of  the 
first  quarter  in  about  80  coun¬ 
tries,  said  Steven  Von  Rump,  vice 
president  of  enterprise  market- 
ingatMCI.  ■ 


ADSL 

Continued  from  page  1 

gear  that  pushes  more  band¬ 
width  over  longer  distances, 
their  initial  rollouts  rely  on  lower 
speed  but  more  mature  technol¬ 
ogies  that  plug  into  existing 
architectures:  DSL  based  on 
ISDN  at  128K  bit/sec  and  High¬ 
speed  DSL  (HDSL)  at  up  to  768K 
bit/ sec  over  two  wires. 

“We  just  want  to  get  this  up 
and  running  and  out  the  door,” 
said  Mark  Gallegos,  director  of 
DSL  product  development  for 
Pacific  Bell. 

It  is  important  to  users  that 
distance  questions  get  sorted 
out.  If  the  user  has  to  be  within  a 
limited  range  of  a  central  office, 
service  availability  for,  say,  a  large 
telecommuting  force  will  be 
restricted  and  spotty. 

Basic  Rate  Interface  ISDN, 
the  128K  bit/sec  dial-up  choice 
for  many  telecommuters  and 
Internet  users,  works  over  18,000 


Hoax 

Continued  from  page  1 

that  spreads  through  E-mail,” 
said  Jonathan  Wheat  of  the 
National  Computer  Security 
Association  (NCSA).  “Only 
instead  of  data  loss,  you  have  loss 
of  productivity.” 

Worse,  many  of  the  hoaxes 
simply  refuse  to  die.  Good 
Times,  for  instance,  first  threat¬ 
ened  to  destroy  hard  drives  in 
1994  and  is  still  scaring  users. 
Meanwhile,  it  seems  to  have 
spawned  similar  hoaxes,  includ¬ 
ing  Irina,  Deeyenda  and  —  the 
latestincarnation  —  Penpal. 

Even  IS  managers  sometimes 
get  taken  in,  said  Alex  Haddox, 
product  manager  for  Symantec 
Corp.’s  antivirus  research  cen¬ 
ter.  Haddox  said  he  recently 
learned  that  IS  workers  at  a  large 
government  agency  and  a  multi¬ 
national  corporation  mistakenly 
passed  along  warnings  about  the 
Penpal  virus. 

“People  see  it  comes  from  an 
official-sounding  source  and 
send  it  on,”  Haddox  said.  “They 
think  they’re  doing  good.  ’  ’ 

Indeed,  the  hoaxes  have 
become  so  pervasive  that  the 
Department  of  Energy’s  Com¬ 
puter  Incident  Advisory  Capabil¬ 
ity  (CIAC)  unit  issued  a  bulletin 
about  them  on  Nov.  20,  1996. 
David  Crawford,  the  report’s 
author,  said  the  agency  receives 
as  many  as  100  calls  and  E-mail 
messages  a  day  about  the  fakes  — 
dwarfing  the  number  of  calls 
about  real  viruses.  ‘  ‘It’s  unbeliev¬ 
able,”  Crawford  said.  “We’ve 
justbeen  getting  bombarded.” 


feet  of  two-wire  copper,  and  that 
can  be  doubled  with  a  repeater. 
But  users  continue  to  complain 
that  they  cannot  get  it  because 
they  arc  too  far  away. 

Ameritech’s  ADSL  trials  show 
that  ADSL  modems  can  support 
1.5M  bit/sec  over  a  local  loop 

BRAKES  ON  DSL 

Factors  affecting  actual  throughput 

of  Digital  Subscriber  Line  service: 

►  Length  of  line 

►  Gauge  of  wire 

►  Presence  of  bridge  taps 
and  load  coils 

►  Speed  of  network  being 
accessed,  i.e.  the  Internet 

that  is  13,000-  to  18,000-feet 
long.  They  expect  technology 
developments  to  push  that  dis¬ 
tance  to  more  than  18,000  feet  by 
the  time  they  roll  out  service 
toward  the  end  of  the  year. 

The  most  optimistic  band¬ 
width/distance  result  is  from 


INTERNATIONAL 

INTRANETS 


And  the  CIAC  is  not  alone. 
Just  this  month,  antivirus  soft¬ 
ware  vendor  Symantec  warned 
about  hoaxes  in  its  virus  newslet¬ 
ter.  And  the  NCSA  plans  to  fea¬ 
ture  an  expert  on  the  hoaxes  at 
its  International  Virus  Preven¬ 
tion  conference  this  month  in 
Arlington,  Va.  The  title  of  the 
talk  is  “It’s  the  end  of  the  world 
(as  we  know  it).” 

The  Federal  Communica¬ 
tions  Commission  even  put  out  a 
press  release  denying  it  ever 
warned  about  the  dangers  of 
Good  Times  —  one  of  the  claims 
in  the  phony  warnings. 

In  fact,  NCSA’s  Wheat  pre¬ 
dicts  a  fresh  assault  this  month, 
after  thousands  of  new  users  sign 
onto  the  ’Net  with  modems  they 
received  as  gifts. 


tish,  even  paranoid. 

And,  finally,  E-mail  is  seduc¬ 
tively  easy  to  replicate.  Few  read¬ 
ers  ever  bother  to  question  a 
message  before  copying  it  to  all 
their  friends  and  coworkers. 

Last  month,  for  instance,  an 
end  user  at  Network  World  for¬ 
warded  a  warning  about  Penpal 
to  200  others  with  a  few  key¬ 
strokes. 

It  read  in  part:  “This  is  a  warn¬ 
ing  for  all  Internet  users  —  there 
is  a  dangerous  virus  propagating 
across  the  Internet  through  an  E- 
mail  message  entitled  PENPAL 
GREETINGS!  DO  NOT  DOWN¬ 
LOAD  ANY  MESSAGE  ENTI¬ 
TLE  D  PENPAL  GREETINGS!  ’  ’ 

The  message  further  warned 
that  it  carried  a  dreaded  Trojan 
horse  that  would  automatically 


VIRUS  HOAXES' 

Most  work  the  same  way.  They  warn  users  not  to  open  up  an  E-mail  message  with 
certain  words  in  the  subject  line  -  such  as  “Good  Times”  -  or  risk  blowing  up  their 
hard  drives.  They  also  ask  readers  to  tell  all  their  friends.  Ironically,  most  pass  along 
the  warnings  with  the  dreaded  words  in  the  subject  line.  Some  examples  are: 


Hoax 

Created 

Comments 

Good  Times 

Late  1994 

Most  widely  disseminated  hoax 

Penpal  Greetings 

Late  1996 

Good  Times  with  a  new  name 

Irina 

Sept.  1996 

Started  as  a  publicity  stunt 

But  why  are  the  hoaxes  so  per¬ 
sistent?  Experts  say,  after  all,  that 
stories  like  Good  Times  are  obvi¬ 
ously  frauds. 

Graves  has  a  few  theories. 
First,  there  are  millions  of  new 
users  receiving  E-mail  each  year 
who  do  not  know  much  about 
viruses  and  are  easy  prey.  Sec¬ 
ond,  frequent  apocalyptic  warn¬ 
ings  about  real  viruses  have 
made  many  computer  users  skit- 


erase  the  boot  sector  of  the  per¬ 
son’s  hard  drive  and  forward 
itself  to  every  E-mail  address  con¬ 
tained  in  the  person’s  computer. 

And  many  people  who  fall  for 
the  hoax  are  loathe  to  send  out 
corrections  for  fear  of  looking 
foolish,  Haddoxsaid. 

“It’s  a  real  pain  in  the  butt,” 
Wheat  said.  “But  the  only  thing 
you  can  do  is  try  to  educate  your 
users.”  ■ 


MCI  Communications  Corp.  tri¬ 
als  in  Sergeant  Bluff,  Iowa.  MCI 
reports  that  NEC  Australia  gear 
is  delivering  6M  bit/sec  over 
13,000  feet. 

Rosy  picture 

Other  carriers  are  reluctant 
to  reveal  numbers,  but  most  say 
the  optimal  scenario  MCI  paints 
is  the  exception.  The  rest  are  still 
trying  to  understand  the  restric¬ 
tions  imposed  by  the  gauge  of 
the  copper  wire  in  the  local  loop 
and  whether  the  line  is  fes¬ 
tooned  with  load  coils  and 
bridge  taps  that  are  used  to 
enhance  lines  for  voice. 

To  help  deal  with  the  prob¬ 
lem,  carriers  embrace  Rate 
Adaptive  DSL  (RADSL).  It  allows 
a  single  device  to  adjust  band¬ 
width  based  on  how  good  and 
how  long  a  line  is. 

In  deciding  what  speeds  to 
offer,  carriers  must  also  antici¬ 
pate  that  factors  beyond  their 
control  will  affect  the  actual 


speeds  Internet  users  get  to  their 
PCs  over  DSL  lines. 

“The  telco  can  provide  1.5M 
bit/sec  to  the  central  office. 
Then,  where  the  customer  goes, 
nobody  knows.  They  may  hit  a  zil¬ 
lion  other  servers,  and  they  may 
not  be  able  to  handle  anywhere 
near  1.5M  bit/sec,”  GTE’s 
Nogiueriasaid. 

Carriers  are  also  struggling 
with  how  to  provision  the  ser¬ 
vices.  They  would  like  to  dump 
DSL  traffic  onto  their  data  net¬ 
works  as  soon  as  possible. 

Carrier  preference  is  for  ATM 
to  ride  directly  out  of  the  cus¬ 
tomer  premise  over  ADSL. 

Carriers  want  those  types  of 
systems,  from  the  user  premises 
to  the  central  office,  before  they 
widely  deploy  services.  And 
those  systems  will  not  be  avail¬ 
able  for  general  deployment 
until  late  this  year. 

As  a  result,  they  predict  that 
next  year  will  be  when  ADSL  gets 
beyond  the  experimental  user.  ■ 


14  •  Network  World*  January  6, 1997  •  www.nwfusion.com 


Intranets 


Maximize  Your  Corporate  IT  Resources 

Intranets  are  not  the  latest  buzzword  or  craze  in  the  IT  industry.  They  are  real,  already  in  place 
in  more  than  one-fifth  of  all  Fortune  500  companies  and  are  transforming  the  way  business  and 
IT  professionals  think  about  information  access,  distribution  and  network  infrastructures. 

Intranets,  based  on  internet  technologies,  are  the  most  flexible  and  cost-effective  internal 
management  information  systems  you  can  build.  Realizing  the  full  potential  of  an  intranet 
requires  that  you,  as  a  network  professional,  business  strategist  or  corporate  technologist, 
thoroughly  understand  intranet  technologies,  acquire  the  best  tools  to  build  them  and  develop 
effective  strategies  for  their  implementation,  management  and  security. 

Intranets:  Technologies,  Tools  and  Strategies  will  explore  intranets  from  their  high-level 
architectures  to  their  low-level  technologies.  This  is  the  first  day  program  of  our  exciting 
Intranets  v'96  seminar  series  which  also  offers  a  second  day  learning  opportunity  focusing  on 
security,  connectivity  and  management. 

Mark  Gibbs,  the  course  director  and  presenter,  will  demonstrate  the  power  of  intranets 
through  information-rich  case  studies  and  in-class  demonstrations.  You  will  see 
first-hand  how  a  variety  of  companies  developed  and  use  practical,  workable  and 
manageable  intranets  for  a  wide  range  of  internal  communication  needs. 

Make  a  difference  in  your  organization  by  developing  an  intranet  strategy  today! 


10  REASONS  YOU  DON'T  WANT  TO  MISS  THIS  SEMINAR! 


1.  Develop  a  strategic  plan  for  your  intranet 

2.  Explore  information  publishing  at  the 
external,  corporate,  group,  and  personal 
levels  through  intranets 

3.  Understand  the  methods  of  integrating 
data  sources  including  legacy  systems 
with  your  intranet 

4.  Learn  how  intranet  technologies  work 
and  fit  together 

5.  Develop  an  understanding  and  strategy 
for  intranet  security 


6.  Understand  the  positioning  of  the  major 
players  in  the  intranet  market 

7.  Learn  how  Web  servers  work  and  how 
they  can  be  extended 

8.  See  what  other  organizations  are  doing 
with  intranets 

9.  Explore  the  future  of  intranets  including 
Java,  Active  X  and  Virtual  Reality 
Modeling  Language 

10.  Learn  the  direction  of  intranet-based 
groupware 


The  Key  Technologies  of  Intranets 

Intranets:  Security,  Connectivity  &  Management  examines  and  analyzes  the  critical  tech¬ 
nologies  you  must  understand  to  achieve  intranet  success.  This  information  packed  program  builds 
on  and  adds  to  the  topics  of  our  highly  successful  Technologies,  Tools  &  Strategies  seminar  offered 
on  Day  One  of  Intranets  v'96. 

In  great  technical  depth,  three  core  technology  areas  will  be  discussed  and  real  solutions  examined. 
Beginning  with  an  analysis  of  the  state  of  the  marketplace  —  what  is  hot,  what  is  important  and 
what  is  going  to  affect  your  intranet.  You  will  then  delve  into  the  technology  areas  with  a  focus  on 
clear,  detailed  and  understandable  information. 

In  the  security  section  you  will  explore  the  implications  of  intranet  thinking  with  regard  to 
defending  your  most  valuable  corporate  asset:  Information.  Security  will  be  examined  from  the 
perspective  of  firewall  strategies  and  implementations,  server  security  and  information  publishing 
security.  The  connectivity  section  will  focus  on  the  challenge  of  achieving  maximum  utility  via  the 
integration  of  legacy  systems  and  existing  corporate  databases.  We'll  also  discuss  and  examine  the 
implications  of  internet  mail  standards  on  your  intranet  design.  Concluding  with  management,  the 
core  tools  of  intranet  development  and  management  will  be  closely  examined.  We'll  focus 
on  the  directions  and  the  trends  that  will  affect  your  intranet  solutions. 

Don't  miss  out  on  this  high-demand  program  taught  by  world-renowned  instructor 
SAVE  Mark  Gibbs.  Invest  a  day  at  this  seminar  in  planning  your  company's  secure  and 

cost-effective  intranet. 


DEVELOP  A  SECURE,  HIGH-PERFORMANCE  INTRANET  BY  . . . 


1.  Creating  a  detailed  technical  model  of 
critical  intranet  systems 

2.  Examining  the  foundations  of  your  intranet 
security  strategy 

3.  Understanding  the  role  of  firewalls  and 
proxy  servers 

4.  Learning  about  the  leading  and 
emerging  intranet  privacy  technologies 

5.  Discovering  how  Web  servers  and 
databases  can  be  integrated 


6.  Seeing  how  legacy  systems  can  be 
integrated  with  the  intranet 
environment 

7.  Exploring  intranet  publishing  strategies 

8.  Learning  the  dimensions  and 
attributes  of  intranet  management 

9.  Developing  a  service  methodology  for 
intranet  systems 

10.  Understanding  the  direction  of  e-mail 
within  intranet  environments 


Register  and  You  Will  Receive  . . . 


■  Comprehensive  seminar  workbook 

■  Copy  of  The  Corporate  Intranet  by  Ryan  Bernard 

■  Luncheon  and  break  refreshments 

■  All  of  the  above  included  in  your  $395 
registration  fee 

Note:  If  you  can't  attend,  a  full  attendee  kit  is  available  for  just  $99.95! 


DATES  &  LOCATIONS 

DAY  1  DATE 

CITY 

DAY  2  DATE 

1/21/97 

Morristown,  NJ 

1/22/97 

1/23/97 

Philadelphia,  PA 

1/24/97 

2/11/97 

Irvine,  CA 

2/12/97 

2/18/97 

Dallas,  TX 

2/19/97 

Register  and  You  Will  Receive  . . . 


■  Comprehensive  seminar  workbook 

■  Exclusive  Network  World  Intranet  guide 

■  FREE  3  month  subscription  to  Intranet 
Success  Newsletter 

■  Luncheon  and  break  refreshments 

■  All  of  the  above  included  in  your  $395  registration  fee 
Note:  If  you  can't  attend,  a  full  attendee  kit  is  available  for  just  $ 99.95 1 


Network  World 

INTRANETS 

Security,  Connectivity 
and  Management 


Resource  Guide 


Day  1  Sponsors 


(D  Hayes 


CiTRIX 

Window*Witho?tWalls 


FEDERAL 

COMPUTER  WEEK 


If  you  are  interested  in  sponsoring  this  event, 
please  call  508-820-7520. 


Novell. 


Day  2  Sponsors  Checkpoint 

Software  Technologies,  Inc. 


□penConnect 

s  r  s  r  t  a  s 


Web/E-Mail 


Information 


Obtain  fuli  seminar  information  and  register  on-line  in  the 
Professional  Development  Group  section  on  our  Web  site  at: 

www.nwfusion.com 


OR 

receive  full  seminar  information  via  e-mail  by  sending  a  request  to: 

seminars@nww.com 

Please  put  the  word  "INTRANET"  in  the  subject  field. 


Coll 


1-800-643-4668 


Register  today  for 
the  seminar  nearest  you! 


Dial  Our 


FAX-BACK 


Information  Line  at 


1  -800-756-9430 


for  a  complete  seminar 
outline  and  registration  form. 
When  prompted,  request  document  #70. 


SOLUTIONS 


Don't  Mi*3 


Technologies  and  Applications 
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Technologies  to  Solve  Today’s  LAN  Challenges 


Today’s  local  data  networks  are  in  a  period  of  rapid  transition.  They  are  moving  from  an  envi¬ 
ronment  designed  to  support  simple,  best-effort  client/server  and  remote  resource  access 
applications  to  one  that  includes  far  greater  traffic.  This  new  class  of  network-based  applica¬ 
tions  requires  high  reliability  and  real-time  performance  guarantees  while  at  the  same  time 
operating  under  tremendous  pressure  to  minimize  cost  of  ownership. 

At  one  point  the  transition  path  looked  clear.  It  seemed  widely  accepted  that  ATM  would  meet 
bandwidth  demands  and  serve  the  local  and  wide  area  networks  of  the  future.  Now,  the 
advent  of  fast  LAN  technologies  such  as  switched  Ethernet  and  token  ring  LANs,  along  with 
100  Mb  and  soon,  Gigabit  Ethernet,  challenges  conventional  wisdom.  The  picture  is  made  more 
confusing  by  the  existing  FDDI  technology  and  belatedly,  cost-effective,  standards-based  ATM. 

Fast  LAN  Solutions:  Technologies  and  Applications,  taught  by  internetworking 
expert  Scott  Bradner,  will  prepare  you  to  successfully  manage  these  new  demands  on  LAN 
design.  This  information-packed  one-day  seminar  will  help  you  evaluate  each  of  the  technolo¬ 
gies  vying  to  replace  existing  Ethernet  and  token  ring  networks.  Mr.  Bradner  will  also  guide 
you  through  a  new  maze  of  decisions  by  examining  the  place  of  virtual  LANs  and  the  chang¬ 
ing  role  of  routers  and  routing  in  the  networks  of  tomorrow.  Through  information-rich  case 
studies  the  presenter  will  highlight  real-world  fast  LAN  solutions  for  you  to  consider  in  your 
own  LAN  design. 


:  10  Key  Benefits  of  Attending  .. . 


1 .  Understand  the  impact  of  advanced  applications  on  LAN 
requirements 

2.  Explore  today’s  fast  LAN  technology  marketplace 

3.  Analyze  the  cost  of  ownership  for  each  fast  LAN  technology 

4.  Learn  the  management  differences  between  fast  LANs  and 
traditional  LANs 

5.  Explore  sample  LAN  designs  for  each  fast  LAN  technology 

6.  Evaluate  different  vendors’  fast  LAN  device  offerings 

7.  Explore  ways  to  increase  the  security  of  fast  LAN  networks 

8.  Discover  the  future  role  of  routers  and  routing  in  your  LAN 

9.  Learn  how  to  use  the  RMON  capabilities  common  in  fast  LAN  devices 

10.  Prepare  a  detailed  comparison  between  various  LAN  technologies 


Attend  Fast  LAN  Solutions  and  make  the  right  decisions  for  the  future  of  your 
network  today! 


1  997  LOCATIONS  AND  DATES 


Chicago,  IL 

Feb.  26 

Minneapolis,  MN 

Mar.  26 

Dallas,  TX 

Feb.  27 

Irvine,  CA 

Apr.  14 

Washington,  DC 

Mar.  3 

San  Francisco,  CA 

Apr.  15 

Boston,  MA 

Mar.  19 

New  York,  NY 

Apr.  23 

Philadelphia,  PA 

Mar.  25 

Atlanta,  GA 

Apr.  24 

If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


REGISTER  AND  YOU  WILL  RECEIVE 

•  • 

•  Comprehensive  seminar  workbook 

Network  World 

•  Exclusive  Fast  LAN  Solutions  resource  guide 

Fast  LAN 

•  Luncheon  and  break  refreshments 

Tevhnwlogia*  juJ 

•  All  of  the  above  included  in  your  $450  registration  fee 

Resource  Guide 

r 

Note:  If  you  can't  attend,  call  us  and  order  this  informative 
and  useful  attendee  materials  kit  for  just  $99,951 


Dial  Our 


FAX-BACK 


Information  Line  at 


1  -800-756-9430 

for  a  complete  seminar 
outline  and  registration  form. 
When  prompted,  request  document  #20. 


call  1  -800-643-4668 

Register  today  for 
the  seminar  nearest  you! 


Web/E-Mail 


Information 

Obtain  full  seminar  information  and  register  on-line  in  the 
Professional  Development  section  on  our  Web  site  at 

www.nwlusion.com 

OR 

receive  full  seminar  information  via  e-mail  by  sending  a  request  to: 

seminars@nww.com 

Please  put  the  word  "FAST"  in  the  subject  field. 


] 


Sponsored  by: 
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Fast,  Adaptive  Switching 


PACKET  ENGINES  INCORPORATED 


Covering:  Network  Architectures  and  Management  •  Routers  •  Muxes,  Remote 
Access  Gear,  Modems,  PBXs  and  other  CPE  •  Mobile  Computing  Products 


Briefs 


IETF  working  group  formed  for  label  switching’ 


■  International  Network 
Services  (INS)  announced 
availability  of  EnterprisePro 
Service  Release  3. 1  network  per¬ 
formance  management  service. 
En  terprisePro  Service  Release  3. 1 
provides  trend  analysis,  thresh¬ 
olding  and  expanded  exception 
reporting;  network  trouble¬ 
shooting,  performance  analy¬ 
sis  and  forecasting  capabilities ; 
expanded  device  management, 
including  support  for  multiven¬ 
dor  SNMP-compatible  Ethernet 
hubs,  and  Bay  Networks,  Inc.  ’s 
proprietary  router  Management 
Information  Bases;  and  pack¬ 
aged  network  baselining,  bench¬ 
marking  and  service  level 
verification.  Pricing  for  Enter¬ 
prisePro  services  starts  at 
$30,000  per  year. 

INS:  (888)  467-0500. 

■  Kaspia  Systems,  Inc. 

announced  expanded  reporting 
capabilities for  its  network  mon¬ 
itoring  system.  Inventory  Report 
and  Change  Report  are  designed 
to  let  network  managers  deter¬ 
mine  precisely  where  network 
devices  are  located,  including 
component  connection  points, 
and  determine  device  sta¬ 
tus  changes.  These  reports 
can  be  accessed  via  the  World- 
Wide  Web,  Kaspia  said.  The  Kas¬ 
pia  monitoring  system  costs 
$5,000  and  is  available  now. 

Kaspia:  (503)  644-1800. 

■  MultiTech  Systems 

recently  announced  its  single 
port  UnoFRAD  frame  relay 
access  device.  Network  managers 
can  economically  connect  their 

small  remote  offices  to  their 
corporate  network  either  through 


their  own  private  frame  relay 
network  or  through  a  carrier’s 
public  frame  relay  network. 
MultiTech ’s  FRAD  can  support 
both  synchronous  and  asynchro¬ 
nous  data  traffic.  The  UnoFRAD 
is  available for  $399. 

MultiTech:  (800)328-9717. 


By  Jim  Duffy 

San  Jose,  Calif. 

Following  last  month’s  IETF 
meeting  here,  efforts  are  now 
under  way  by  several  vendors  to 
define  the  scope  of  a  working 
group  formed  to  standardize 
techniques  for  network  layer 
switching. 

The  Multiprotocol  Inte¬ 
grated  Switch-Routing  (MISR) 
working  group  is  attempting  to 
fuse  various  proposals  for  “label 
swapping-based  forwarding,”  or 
label  switching,  to  produce  a  sin¬ 
gle  standard  for  integrated 
switching  and  routing. 

Label  switching  —  embraced 
by  Cisco  Systems,  Inc.’s  Tag 
Switching,  IBM’s  Aggregate 
Route-based  IP  Switching 
(ARIS)  and  Toshiba  Corp.’s  Cell 
Switch  Router  proposals  —  is 
viewed  as  a  way  to  increase  the 
scalability,  flexibility  and  perfor¬ 
mance  of  routing. 

Cisco,  IBM  and  Toshiba  pre¬ 
sented  their  respective  propos¬ 


als  during  a  birds-of-a-feather 
(BOF)  session  at  the  Internet 
Engineering  Task  Force  meet¬ 
ing.  The  BOF  subsequently  led 
to  the  formation  of  the  MISR 
working  group. 

“From  an  engineering  per¬ 
spective,  they’re  extremely 
close”  in  the  way  the  proposals 
implement  label  switching,  said 

Go  online  for  more  info. 

•  White  papers  on  Tag  and  IP 
Switching? 

•  A  look  at  IBM’s  ARIS  plan 

•  A  chart  comparing  the  proposals 
for  label  switching 


Dave  Benham,  senior  ATM  prod¬ 
uct  manager  at  Cisco.  “I  thinkwe 
got  the  ball  rolling  pretty  fast 
given  that  there’s  very  little  dif¬ 
ference  between  these.” 

Label  switching  advocates  the 
addition  of  forwarding  bits  to 
packets  or  flows  in  order  to  steer 
data  onto  specific  virtual  circuits 
that  can  guarantee  network  ser¬ 
vice  levels,  depending  on  the 
application.  Label  switching  is 
also  viewed  by  some  vendors  as 
an  optimal  way  to  combine 
packet-based  routing  with  ATM 
switching. 

With  these  goals  in  mind,  the 
MISR  is  hashing  out  its  charter, 
trying  to  come  up  with  a  plan 
that  is  broad  enough  to  address 
the  problem  at  large  while  avoid¬ 
ing  the  creation  or  duplication 
of  routing  protocols. 

The  preliminary  objectives  of 
the  MISR  group  are  to  specify 
standard  protocols  for  mainte¬ 
nance  and  distribution  of  label 
binding  information  to  support 


IBM  mid-range  gets  TCP/IP  kick 


By  Michael  Cooney 

Chicago 

Users  looking  to  move  their 
mid-range  Application  System/ 
400  servers  into  the  TCP/IP  fold 
may  want  to  explore  a  new 
option  from  Perle  Sys¬ 
tems,  Ltd. 

The  firm  recently 
added  TCP/IP  support 
to  its  494E  remote 
AS/400  communica¬ 
tions  controller,  letting 
users  consolidate  sepa¬ 
rate  SNA  and  TCP/IP 
networks. 

The  494E  will  also 
eliminate  the  need  to 
deploy  an  SNA  tunnel¬ 
ing  or  Data  Link  Switch¬ 
ing  encapsulation- 
based  device  to  bring  SNA  traffic 
over  an  IP  backbone. 

“The  central  ideas  with  the 
new  controller  are  to  reduce  the 
complexity  of  supporting  multi¬ 
ple  protocols  and  decrease  the 
number  of  protocols  usd's  have 
to  support  across  the  WAN,”  said 
Sean  O’Donovan,  director  of 


worldwide  marketing  at  Perle. 

The  Perle  494E  is  an  IBM 
5494-compatible  controller  de¬ 
signed  to  tie  160  token-ring  or 
Ethernet  users  to  an  AS/400 
host.  The  494E  can  also  support 
168  twinaxial  or  48 
ASCII  users. 

The  key  new  feature 
for  the  494E,  however, 
is  the  addition  of  IBM’s 
AnyNet  technology  to 
the  controller’s  soft¬ 
ware  package,  which 
lets  the  controller  flow 
SNA  5250  traffic  over  a 
TCP/IP  backbone. 

AnyNet  is  protocol 
conversion  software 
that  enables  applica- 
tion-to-application 
communication  over  any  under¬ 
lying  protocols. 

IBM  has  deployed  AnyNet  in 
a  number  of  its  products,  includ¬ 
ing  VTAM  on  the  mainframe 
and  natively  in  the  AS/400’s 
operating  system. 

Its  5494  controller  does  not 
support  AnyNet,  but  IBM  execu¬ 


tives  have  said  AnyNet  technol¬ 
ogy  eventually  will  be  integrated 
in  most  of  its  communications 
boxes. 

“Still,  in  the  AS/400,  AnyNet 
doesn’t  support  the  traditional 
5250  user,  where  there  are  mil¬ 
lions  of  dollars  in  applications 
and  hardware,”  O’Donovan 
said. 

Having  AnyNet  on  the  con¬ 
troller  also  eliminates  the  need 
to  support  it  in  each  PC  or  termi¬ 
nal  needing  to  communicate 
with  the  AS/400. 

Perle  said  it  hopes  the  AnyNet 
support  will  boost  its  standing 
against  its  chief  rival,  IBM. 

According  to  O’ Donovan, 
Perle  has  about  a  30%  market 
share  vs.  about  50%  to  60%  for 
IBM. 

“About  80%  of  our  customers 
say  they  want  TCP/IP  in  the  con¬ 
troller,  and  this  is  the  fastest  way 
to  get  it  there,”  O’Donovan  said. 

The  494E  is  available  foi¬ 
ls, 995.  Existing  users  can  add 
AnyNet  software  for  no  charge. 

©Perle:  (630)  789-3171. 


O’Donovan  says  the 
AS/400  is  becoming  a 
more  popular  TCP/IP 
player. 


MISR  MOTIVES 

►  To  specify  standard  protocol(s)  for 
maintenance  and  distribution  of 
label  binding  information  to 
support- 

unicast  destination-based 
routing 

-multicast  routing 
-hierarchy  of  routing  knowledge 
-paths  different  from  the  one 
constructed  by  destination- 
based  forwarding 

...  with  forwarding  based  on  label¬ 
swapping 

also... 

►  To  specify  standard  procedures  of 
carrying  label  information  over 
various  link  level  technologies 

►  To  specify  a  standard  way  to  allow 
operation/co-existence  with  ATM 
standards 

►  To  provide  support  for  QOS  (e.g. 

RSVP) 

►  To  define  standard  protocol(s)  to 
allow  direct  host  fe.d.  server! 

unicast  destination-based  rout¬ 
ing;  multicast  routing;  hierarchy 
of  routing  knowledge;  and  paths 
different  from  the  one  con¬ 
structed  by  destination-based 
forwarding. 

All  of  these  applications 
would  require  routers  and 
switches  to  swap  labels  as  a  way  to 
exchange  forwarding  informa¬ 
tion. 

An  additional  MISR  objective 
is  to  specify  standard  procedures 
of  carrying  label  information 
over  various  link-level  technol¬ 
ogies  such  as  frame  relay,  Ether¬ 
net,  token  ring,  ATM  and 
Packet-over-SONET.  Another  is 
to  allow  operation,  coexistence 
and  optimization  of  ATM  stan¬ 
dards  and  hardware,  including 
the  ability  to  merge  virtual  cir¬ 
cuits. 

Lastly,  MISR  will  attempt  to 
provide  support  for  quality-of- 
service  mechanisms,  such  as  the 
Resource  Reservation  Protocol 
(RSVP),  in  label  switching  and 
define  standard  protocols  to 
allow  direct  host/server  partici¬ 
pation. 

Cisco  delivered  proposals  at 
the  IETF  BOF  on  how  Tag 
Switching  could  be  used  in  multi¬ 
cast  and  RSVP  applications,  and 
to  support  classes  of  service.  ■ 
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Join  the  action  at  ComNet  ’97 


n  just  a  few  weeks,  the  eyes  of  the 
nation  will  focus  on  Washington, 
D.C.  to  witness  an  event  that  takes  place 
but  once  every  four  years.  (I  don’t  know 


about  you,  but  I’m  still  waiting  for  my  invi¬ 
tation  to  Clinton’s  inaugural  to  arrive. 
Come  to  think  of  it,  I  didn’t  even  get  a 
Christmas  card  from  them!) 


Then  a  week  or  so  after  that,  at  Com¬ 
Net  ’97,  we  can  all  witness  an  event  that,  to 
my  knowledge,  has  never  taken  place 
before:  The  Great  Switching  Debate. 

This  event,  brainchild  of  Network  World 
Editor  in  Chief  John  Gallant,  brings 
together  senior  technical  executives  from 
leading  networking  vendors  to  debate  the 
merits  of  their  switching  strategies. 


i  H  i  i  ibm  ii  mb  ii  'I  mn'inrii  i  wnmnwiiiMin  fiimiMTHiwai 


Hail  to  the  Chief!  If  the  President  of  the  United  States  is  looking  into 
it  -  it  must  be  important.  Browser-based  access  to  “legacy”  systems 
makes  existing  applications  and  data  more  widely  available  to  internal 
customers  over  intranets,  and  extends  this  infrastructure  to  cus¬ 
tomers,  distribution  channels,  and  business  partners  over  the  Internet. 

The  advantages  of  integrating  host  information  using  OpenConnect’s 
new  SNA  Web  co-processing  technology,  OC://WebConnect'“ ,  and  its 
companion  integrated  development  environment,  OpenVista™,  have 
become  very  compelling.  OpenConnect  Systems’  browser-based  host 
access  increases  the  value  and  the  availability  of  SNA  mainframe  and 
midrange  applications  and  data  without  sacrificing  SNA  network 


performance,  management  or  security. 

Using  OpenVista,  you  can  rejuvenate  host  applications  with  graphical 
user  interfaces  and  offer  them  to  a  whole  new  class  of  users  with  less 
training,  and  little  or  no  distribution  costs.  You’ll  reduce  network 
bandwidth  utilization,  without  modifying  the  existing  host  applica¬ 
tion. 

To  learn  how  you  can  make  the  move  to  browser-based  access  for  your 
mainframe,  call  for  your  free  white  paper  which  outlines  the  business 
benefits  of  browser-based  host  access  and  rejuvenating  your  main¬ 
frame  applications.  Doing  so  will  make  you  appear  very  presidential. 


OpenConnect 

SYSTEMS 

Securely  Integrating  SNA  With  The  Inter UntraNET" 
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Questions  will  be  posed  by  Thomas 
Nolle,  noted  industry  analyst  and  presi¬ 
dent  of  CIMI  Corp.,  yours  truly  and  a 
player  to  be  named  later  who  will  be  a  dis¬ 
tinguished  member  of  the  end-user  com¬ 
munity.  Gallant  will  serve  as  moderator. 

The  lineup  of  participants  is  impres¬ 
sive.  In  alphabetical  order  by  company  (to 
avoid  bruised  feelings) ,  they  are  Mick  Sea¬ 
man  of  3Com  Corp.,  Bill  Hawe  of  Bay  Net¬ 
works,  Inc.,  Chris  Oliver  of  Cabletron 
Systems,  Inc.  and  Alan  Marcus  of  Cisco 
Systems,  Inc. 

While  I  hope  you’ll  pencil  this  event 
into  your  schedule,  my  main  motivation 
for  bringing  up  the  topic  is  to  ask  for  your 
help.  Since  I’ll  be  there  to  represent  the 
interests  of  network  managers,  I  want  to 
make  sure  I’m  on  the  right  track  with  my 
questions. 

As  I  began 
thinking  about 
my  questions,  I 
first  wondered 
if  many  network 
managers  had 
sufficient  time 
to  even  follow 
the  carefully 
positioned  strat¬ 
egies  of  these  various  companies.  That’s 
Question  1  foryou. 

For  my  second  question,  I’d  like  to 
know  how  much  weight  you  put  into  the 
strategy.  Do  you  consider  it  a  major  deter¬ 
minant  in  your  decision-making  process, 
or  is  it  merely  a  tiebreaker  when  all  other 
factors  are  equal? 

My  third  question  is  one  of  trust.  Sim¬ 
ply  put:  How  much  faith  do  you  have  that 
any  given  vendor  is  going  to  follow 
through  on  the  strategy?  I’m  not  implying 
that  we  necessarily  mistrust  vendors;  it  is 
just  that  the  rate  of  change  is  so  great  that 
following  through  may  be  a  near-impossi¬ 
ble  task. 

Finally,  if  there  is  a  question  you’d  like 
this  august  group  to  answer,  let  me  know. 
There  are  no  bounds  to  the  questions  as 
long  as  they  relate  to  the  past,  present  or 
future  switching  strategies  of  these  com¬ 
panies.  Perhaps  your  company  bought  in 
to  a  strategy  that  now  appears  abandoned. 
Why  not  let  a  top  exec  explain  that  one 
away.  If  you’ve  got  an  “I  followed  the  strat¬ 
egy  and  I  am  a)  pleased  or  b)  disap¬ 
pointed”  story,  let’s  hear  about  it.  If  I 
reference  anything  you’ve  sent  me,  I 
won’t  reveal  any  details  or  company 
names  unless  you  explicitly  give  me  per¬ 
mission. 

For  those  of  you  who  followed  my  col¬ 
umn  throughout  1996  and  want  to  hear 
more  about  LAN  switching  and  ATM  — 
legacy  LAN  integration — you  can  do  that 
at  ComNet,  too.  I’m  presenting  half-day 
tutorials  in  each  of  those  two  areas.  For 
me,  it  is  a  good  chance  to  interactwith  my 
readers,  so  I  hope  you’ll  consider  coming. 
Orjust  stop  by  to  say  hello. 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  testing 
firm  in  Manasquan,  N.J.  He  can  be  reached  at 
(908)  528-3300  or  via  the  Internet  at 
ktolly@tolly.  com. 


Kevin  Tolly 
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MMCI  Communications  Corp. 

asked  the  Federal  Communica¬ 
tions  Commission  to  stay  its 
decision  ordering  long-distance 
carriers  to  cancel  their  tariffs  by 
September.  MCI  claimed  it  will 
incur  massive  costs  replacing 
tariffed  services  with  millions  of 
individual  customer  contracts.  A 
coalition  o/user  groups  ridi¬ 
culed  MCl’s  stay  request, 
predicting  that  MCI  will  move 
small  business  customers  to  stan¬ 
dardized  contracts. 

■  AT&T  warned 
its  top  business 
markets  executive, 

Gail  McGovern,  to 
head  its  flagging 
consumer  mar¬ 
keting  operation 
following  the  resignation  last 
month  of  consumer  chief  Joe  Nac- 
chio.  Nacchio  was  credited  with 
stemming  a  tide  of  consumer 
losses  to  MCI  Communications 
Corp.  in  1995,  only  to  lose  a  boat¬ 
load  of  AT&T  customers  to  smaller 
carriers  and  resellers  in  1996. 

WShareholders  at  WorldCom, 
Inc.  and  MFS  Communica¬ 
tions  Company,  Inc.  approved 
the  merger  of  the  two  companies 
during  separate  shareholder 
meetings  late  last  month.  MFS 
brings  its  recently  acquired  Inter¬ 
net  service  provider  arm  UUNET 
Technologies,  Inc.  to  the  table  in 
addition  to  its  local  access  fiber¬ 
optic  networks.  WorldCom  is  fork¬ 
ing  over  a  cool  $14  billion  for 
the  competitive  access  provider. 
WorldCom  is  expected  to  discuss 
its  net  integration  plans  later  this 
month. 

■  While  most  ’Net  and  online  ser¬ 
vice  providers  are  instituting  flat- 
rate  monthly  access  fees,  Netcom 
On-Line  Communications 
Services,  Inc  .said  it  is  drop¬ 
ping  its  $19.95  per-month 
rate.  The  ISP  will  offer  customers 
enhanced  services  it  calls  “access- 
plus”  for  small  and  midsize  busi¬ 
ness  operations.  Netcom  is 
backing  out  of  the  price  war 
game,  instead  choosing  quality 
services  as  its  weapon  to  retain 
and  gain  customers. 

Netcom:  ( 800 )  638-6631. 


McGovern 
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FCC  favors  gradual  reduction  of  access  rates 


By  David  Rohde 

Washington,  D.  C. 

As  expected,  the  Federal 
Communications  Commission 
has  issued  a  set  of  proposals  to 
change  the  way  local  exchange 
carriers  charge  for  access  to  their 
networks. 

But  the  Christmas  Eve  pro¬ 
posals  fell  far  short  of  a  directive 
to  regional  Bell  operating  com¬ 
panies  to  dramatically  lower 
their  access  charges. 

Instead,  the  FCC  said  it  was 
considering  a  scheme  under 
which  RBOCs  would  gain  flexi¬ 
bility  to  lower  access  rates  for 
some  customers  in  response  to 
emerging  local  competition 
while  maintaining  existing  rates 
for  other  customers. 

Alternatively,  the  FCC  said  it 
would  consider  dictating  a 
schedule  for  RBOCs  to  lower  all 
their  access  charges  but  added 
that  such  an  approach  would 
“require  that  the  commission 
play  a  greater  role  in  the  tele¬ 
communications  marketplace.” 
The  FCC  recently  has  endured 
harsh  criticism  from  Capitol  Hill 
for  issuing  overly  specific  rules  to 
implement  congressionally 
mandated  telecom  reform. 


Having  your  say 


The  FCC  is  soliciting  comments 
via  E-mail  on  the  regulatory  treat¬ 
ment  of  Internet  service  providers. 
Issues  under  consideration  can 
be  found  at:  www.fcc.gov/isp.html 

Respond  with  your  comments  to: 

isp@fcc.gov 


Currently,  RBOCs  and  other 
local  carriers  charge  long-dis¬ 
tance  carriers  2  to  4  cents  per 
minute  on  either  end  of  a  voice 
or  data  call  unless  users  have  a 
dedicated  access  line  on  both 
ends.  The  long-distance  carriers 
contend  they  must  pass  along 
these  charges  to  users  in  their 
long-distance  rates. 

Observers  said  if  the  FCC 
adopts  the  first  proposal,  under 
which  RBOCs  would  reduce 
access  rates  in  response  to  com¬ 
petition,  it  could  benefit  custom¬ 
ers  in  big  cities  more  than  others. 
That’s  because  most  local  com¬ 
petitors  that  are  building  their 


own  networks  are  target¬ 
ing  major  metropolitan 
areas  to  take  on  the 
RBOCs  and  could  offer 
lower  access  charges  to 
long-distance  carriers. 

Some  players  said  such 
an  approach  is  unlikely  to 
benefit  many  users.  MCI 
Communications  Corp. 
officials  recently  said  com¬ 
petition  for  access  rates  in 
one  city  where  a  call  origi¬ 
nates  would  not  necessar¬ 
ily  affect  access  rates  in 
another  city  where  the  call 
terminates. 

Also  as  expected,  the 


HOW  LOCAL  CARRIERS  GET 
INTERSTATE  ACCESS  REVENUE 


Subscriber  line 
charge  paid  by 
users  30.3% 


Dedicated  access  line 
charges  paid  by  users  13.2% 


Based  on  annual  revenue  of  $23.4  billion. 

SOURCE;  FCC,  WASHINGTON,  D.C. 

issued  a  separate  notice  request- 
FCC  ing  for  the  first  time  public  com¬ 


ment  on  whether  Internet  ser¬ 
vice  providers  should  pay  access 
fees  to  RBOCs. 

The  FCC  said  it  will  not  now 
impose  such  a  requirement  on 
ISPs  while  access  fees  remain  as 
high  as  they  are.  But  the  commis¬ 
sion  said  it  was  considering 
changing  the  regulatory  struc¬ 
ture  that  has  kept  ISPs  exempt 
from  paying  RBOC  fees  other 
than  basic  line  rates. 

Currently,  ISP’s  do  not  pay 
access  charges  because  they  are 
considered  providers  of  en¬ 
hanced  services  rather  than  basic 
transport  provided  by  long-dis¬ 
tance  carriers.  ■ 


- In-Site  - 

Robinson  Oil  strikes  gold  with  CDPD 


By  Denise  Pappalardo 

Elmsford,  N.  Y. 

Procedures  and  paperwork  can  bog  down 
most  companies,  but  Robinson  Oil  Corp.  was 
drowning  in  paper —  that  is,  until  the  heating  oil 
company  discovered  Cellular  Digital  Packet  Data 
(CDPD). 

Under  its  old  system, 

Robinson  Oil  supported 
two  dispatching  centers 
where  employees  wrote 
out,  filed  and  assigned  oil 
delivery  tickets  for  46 
drivers  who  together 
made  about  900  deliveries 
a  day. 

Each  driver  would  pick 
up  a  stack  of  tickets  at  a 
depot  to  take  out  on  the 
road.  At  the  end  of  the 
day,  the  completed  work 
tickets  were  returned  and 
then  entered  manually  into 
the  company’s  computer 
system. 

Customers  seeking  the 
status  of  their  account  or  a  delivery  had  to  wait 
until  late  that  night,  said  Kevin  Donahue,  opera¬ 
tions  manager  at  Robinson  Oil. 

With  CDPD,  everything  has  changed. 

Now  drivers  can  download  their  work  orders 
and  print  tickets  as  each  job  is  completed  from 
their  PenKey  6100,  a  pen-based  CDPD  device 
from  Norand  Corp.,  a  Cedar  Rapids,  Iowa-based 
equipment  manufacturer. 

CDPD  removed  several  procedural  steps  and 
is  saving  the  company  at  least  $70,000  per  year 


based  on  the  elimination  of  jobs,  Donahue  said. 
Robinson  Oil,  based  here,  expects  to  see  more 
savings. 

But  it  is  difficult  to  speculate  on  exact  dollar 
amounts  because  Robinson  Oil  has  only  been 
using  AT&T  Wireless  Services’  CDPD  for  the  past 
few  months,  according  to 
Donahue. 

Robinson  Oil  plans  to 
bring  CDPD  into  other 
parts  of  its  company.  The 
repair  and  maintenance 
department  at  Robinson 
Oil  has  been  using  another 
digital  cellular  service  but 
will  be  moving  onto 
AT&T’s  CDPD  network, 
Donahue  said. 

The  department  built 
a  cellular  data  repair  dis¬ 
patch  system  from 
scratch  because  the 
technicians  were  losing  too 
much  time  getting  infor¬ 
mation  from  radio  services, 
Donahue  said. 

“We  developed  the  system  out  of  necessity.  It 
was  an  issue  of  productivity  and  time,  and  time  is 
money,”  he  said. 

While  CDPD  has  had  a  slow  start  getting  into 
the  market,  analysts  agree  the  technology  is  on  a 
healthy  growth  path  for  a  variety  of  reasons. 

“There  is  more  nationwide  CDPD  interopera¬ 
bility  coverage  than  ever  before,”  said  Roberta 
Wiggins,  director  of  wireless  mobile  communica¬ 
tions  at  The  Yankee  Group,  a  Boston-based 
consultancy. 


HEALTHY  GROWTH  FOR  WIRELESS  DATA 

Wireless  data  services  are  still  considered  to  be 
best  suited  for  vertical  market  industries.  Citing 
lower  prices,  ubiquitous  coverage  and  more 
widely  available  end  users,  analysts  at  Boston- 
based  Yankee  Group  predict  services  such  as 
CDPD  will  continue  to  grow. 
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Special  Focus 


Carrier  Services 


DSL  backers  hope  to  clear  hurdles  in  ’97 


By  Tim  Greene 

8M  bit/sec  Internet  access 
over  your  regular  phone  line 
sounds  great,  right?  That  is  the 
promise  by  proponents  of  Digi¬ 
tal  Subscriber  Line  (DSL)  tech¬ 
nology. 

But  despite  all  the  great 
things  bandied  about,  DSL  has  a 
number  of  hurdles  to  clear 
before  you  can  actually  get  it, 
which  wall  probably  occur  some¬ 
time  nextyear. 

Service  providers  are  still 
waiting  for  network-grade  gear 
on  wrhich  to  deploy  the  service. 
In  addition,  pricing  is  still  uncer¬ 
tain,  and  it  remains  unclear  how 
much  hassle  it  wall  be  for  users  to 
get  DSL  installed. 

But  carriers  say  they  have 
learned  a  painful  lesson  from 
ISDN,  the  digital  dial-up  service 
that  has  been  so  difficult  for 
users  to  provision  that  they  have 
shunned  it.  The  lesson:  Make  it 
easy  for  the  customer. 

So,  through  ongoing  service 
trials,  carriers  are  trying  to  work 
out  potential  glitches  ahead  of 
time. 

Hidden  costs 

Carriers  plan  to  require  only 
that  the  user  have  a  PC  with  an 
Ethernet  card  and  Web  browser. 
According  to  regional  Bell  oper¬ 


ating  companies,  the  phone 
company  will  provide  and  install 
the  modem  and  whatever  cus¬ 
tomer-site  internal  wiring  is 
needed.  Similarly,  Internet  ser¬ 
vice  providers  that  offer  DSL 
access  to  the  Internet  will  set  up 
the  user  gear. 

DSL  GLOSSARY 

Digital  Subscriber  Line  (DSL)  technology 
comes  in  several  different  flavors: 

ADSL:  Asymmetric  DSL  runs  at  up  to 
8M  bit/sec  toward  the  user  and  up  to 
640K  bit/ sec  away  from  the  user. 

HDSL:  High-bit-rate  DSL  over  two 
wires  runs  up  to  768K  bit/ sec  in  both 
directions.  It  runs  up  to  1.5M  bit/sec 
across  four  wires. 

RADSL:  Rate  Adaptive  DSL  is  a  variant 
of  ADSL  with  software  that  can  adjust 
speed  down  for  long  or  low-quality  lines. 

SDSL:  Symmetric  DSL  runs  at  384K 
bit/sec  in  both  directions. 

VDSL:  Very  high-speed  DSL  runs  up  to 
60M  bit/sec  toward  the  user  and  6.4M 
bit/sec  away  at  1,000  feet;  meant  for  the 
last  link  in  a  fiber-to-the-curb  network. 

Later,  as  the  service  gets  more 
popular  and  standards  are  firmly 
established,  the  prices  of  the 
modems  are  expected  to  drop 
from  today’s  $1,000  or  more  per 
line  to  $500  or  less.  Then  users 
will  be  expected  to  buy  their  own 


modem  or  provide  DSL- 
equipped  PCs. 

The  price  of  the  service  is 
expected  to  be  somewhere 
between  $40  and  $100  per 
month  for  the  DSL  line,  accord¬ 
ing  to  RBOCs  that  are  trialing 
the  service. 

In  addition,  users  will  have  to 
pay  an  ISP  for  Internet  access.  It 
is  undetermined  what  that  addi¬ 
tional  fee  will  be,  but  the  cost  will 
increase  as  bandwidth  increases. 

While  the  fastest  DSL  flavor 
offers  8M  bit/sec  bandwidth 
coming  toward  users  and  640K 
bit/sec  away,  initial  speeds  will 
be  slower.  Even  so,  the  planned 
1.5M  bit/sec  connections  to  the 
Internet  are  more  than  50  times 
faster  than  one  over  a  28. 8K 
bit/sec  modem. 

That  speed  increase  will  be 
noticeable  enough  to  affect  how 
users  employ  the  Internet. 

For  example,  video  files  that 
would  take  minutes  to  download 
will  instead  take  seconds,  which 
means  users  will  download 
those  files  more  often,  accord¬ 
ing  to  Brian  Ford,  BellSouth 
Corp.’s  manager  of  residential 
broadband  data  services. 

Thatwill  result  in  an  undeter¬ 
mined  increase  in  use  of  the 
Internet,  which  will  affect 
carriers,  ISPs  and  the  Internet 


backbone  itself. 

In  response,  BellSouth  is 
developing  new  usage  models  to 
determine  how  much  switching 
capacity  it  will  need  to  accommo¬ 
date  DSL  traffic,  Ford  said. 

Because  DSL  is  a  dedicated 
service  and  not  dial-up,  users  will 
have  nailed-up  access  to  whatever 
location  —  the  corporate  net¬ 
work  or  the  Internet  —  they 
desire.  Thatwill  create  a  new  way 
of  thinking  about  remote  con¬ 
nectivity,  according  to  David 
Sobin,  vice  president  of  Ariel 
Corp.,  which  will  announce  its 


DSL  system  later  this  month. 
“The  most  important  thing  is 
you’re  online  all  the  time,  and 
when  it’s  on  all  the  time,  it’s  autil- 
ity,”  Sobin  said. 

Quality  of  service 

The  carriers’  ultimate  goal  is 
for  the  traffic  to  leave  the  cus¬ 
tomer  site  as  ATM,  be  aggregated 
at  a  central  office  and  dropped 
onto  an  ATM  switch.  Tom  Starr,  a 
member  of  Ameritech  Corp. ’s 
senior  technical  staff,  said  some¬ 
day  PC  makers  will  offer  network 
interface  cards  that  perform  the 
conversion  and  are  fitted  with  a 
DSL  port. 

But  in  the  near  term,  users  will 
likely  be  required  to  have  only  an 
Ethernet  port  on  their  PC  that 
connects  to  an  external  DSL 
modem  thatwill  perform  the  cell 
conversion,  Starr  said. 

Alcatel  Telecom  has  designed 
such  a  system  for  four  regional 
Bell  operating  companies:  Amer¬ 
itech,  BellSouth,  Pacific  Bell 
and  SBC  Communications,  Inc. 
Other  vendors  are  working  on 


similar  gear. 

With  DSL  traffic  on  an  ATM 
network,  carriers  will  be  able  to 
offer  quality-of-service  options 
to  users.  For  example,  a  single 
carrier  would  control  the  con¬ 
nection  end-to-end  for  a  tele¬ 
commuter  tapping  into  the 
corporate  network. 

The  carrier  could  offer  con¬ 
stant  bit  rate  (CBR)  service  for 
videoconferencing  and  variable 
bit  rate  (VBR)  for  file  down¬ 
loads. 

The  monthly  price  range 
might  be  $50  to  $100  for  VBR 


and  $125  or  so  for  CBR,  accord¬ 
ing  to  Mark  Gallegos,  director  of 
DSL  product  development  for 
Pacific  Bell. 

In  addition,  using  perma¬ 
nent  or  switched  virtual  circuits, 
carriers  could  set  up  high-speed 
DSL  private  intranets  for  cus¬ 
tomers. 

Harder  than  it  looks 

On  the  face  of  it,  DSL  tech¬ 
nology  is  deceptively  simple;  it 
operates  like  an  analog  modem 
on  steroids.  Put  compatible 
modems  at  either  end  of  a  con¬ 
nection,  and  you  have  broad¬ 
band  communication  over  a 
copper  local  loop. 

It’s  actually  a  lot  more  com¬ 
plex.  And  unlike  an  analog 
modem,  DSL  requires  carriers 
to  overlay  a  new  DSL  network  on 
top  of  their  existing  frame  relay 
or  ATM  data  networks. 

That  takes  time  to  develop, 
and  carriers  expect  it  will  be  this 
time  next  year  before  they  have 
what  they  need  to  deploy  DSL 
widely.  ■ 


The  batte  of  DMT  vs.  CAP 

To  protect  their  equipment  investment, 
potential  users  of  Asymmetric  Digital 
Subscriber  Line  (ADSL)  technology  have 
to  pay  attention  to  a  standards  struggle 
between  two  underlying  technologies. 
Discrete  Multi-Tone  (DMT)  modulation  is 
the  ADSL  modem  standard  approved  by  AN SI. 
But  DMT  is  being  challenged  by  asecond — 
and ,  in  fact,  older — technology  known  as  Car¬ 
rierless  Amplitude  Phase  (CAP)  modulation. 

Bo  th  work  very  well,  according  to  users  at  tele¬ 
phone  companies  that  are  trialing  ADSL  before 
they  market  the  services.  From  the  user  point  of 
view,  there  is  very  little  difference  in  perfor¬ 
mance. 

And  as  long  as  phone  companies  supply  the 
customer  premise  equipment  (CPE) ,  the  end 
user  does  not  have  much  to  worry  about.  The 
carrier  will  make  sure  the  modems  at  both  ends 
use  the  same  line  code. 

But  once  ADSL  service  becomes  well  estab¬ 
lished,  the  business  model  will  change  and  users 
will  be  expected  to  supply  the  ADSL  modem  at 
their  end. 

If  more  than  one  coding  scheme  is  accepted, 


that  means  the  user-end  modem  would  have  to 
match  the  one  in  the  phone  company  central 
office. 

While  that  seems  a  simple  enough  task,  it 
could  also  limit  the  user’s  future  options. 

F  or  example,  if  a  company  wanted  to  change 
its  ADSL  service  provider,  the  user  would  either 
have  to  find  a  new  carrier  that  uses  the  same  type 
of  modem  or  buy  new  ones.  At  $500  each,  calcu¬ 
lating  the  cost  of  mass-producing  the  modems 
and  adding  in  the  expense  of  swapping  them  out 
at  every  remote  location,  that  is  no  small  consid¬ 
eration. 

According  to  Tom  Starr,  who  chairs  an  ANSI 
subcommittee  dealing  directly  with  ADSL  stan¬ 
dards,  DMT  remains  the  only  ANSI  standard  for 
ADSL  and  the  only  option  the  committee  is 
working  on  seriously. 

CAP  has  been  formally  proposed  as  a  stan¬ 
dard  along  with  DMT,  but  ‘  ‘we’ve  done  very  little 
on  those  contributions,”  Starr  said. 

CAP  proponents,  however,  have  gone  over 
Starr’s  head,  pushing  their  case  with  the  com¬ 
mittee  that  oversees  Starr’s.  So  stay  tuned. 

—  By  Tim  Greene 


THE  LOOK  OF  DSL  SERVICE 

Carriers  are  starting  to  settle  on  a  model  for  providing 
Digital  Subscriber  Line  (DSL)  service. 


Internet 


A  user  DSL  modem  is 
contained  either  in  a 
separate  box  or  a  PC  card 
that  converts  the  traffic  to 
ATM  cells.  It  also  splits  off 
plain  old  telephone  service 
(POTS). 


A  DSLmultiplexertakes 
in  user  lines  and 
aggregates  traffic  to  a 
frame  relay  or  ATM  switch. 


ISP 

y 

ATM  or  frame 
relay  switch 

Traffic  can  be  switched  to  an 
Internet  service  provider  or  Corporate 

a  private  network.  network 
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Briefs 


■  Vinca  Corp.  has  shipped  an 
upgraded  version  of  is  data  fault- 
tolerance  product  for  Microsoft 
Corp.  's  Windows  NT  Server 
environments. 

StandbyServer  for  NT  1.2  now 
can  support  fully  automated 
failover  for  NT  Servers  running 
Lotus  Development  Corp.  Notes, 
and  Microsoft’s  SQL  Server  and 
Internet  Information  Server. 
StandbyServer  for  NT  does  not 
require  a  dedicated  back  up  NT 
server  to  support  this  automatic 
fail  over. 

StandbyServer for  NT  1.2  is 
available  now  and  costs  $2,999. 
Vinca  is  offering  free  upgrades  to 
Version  1.2. 

Vinca:  (800)  934-9530. 

■  Compaq  Computer  Corp. 
and  the  Cheyenne  division  of 

Com  puter  Associates 
International,  Inc.  last  month 
announced  an  agreement  to 
jointly  develop  storage  products 
for  enterprise  networks. 

Under  the  Enterprise  Storage 
Management  Alliance,  the 
companies  vowed  joint  research, 
planning,  development,  service 
and  support for  a  new  line  of 
products,  the  first  of  which  are 
expected  later  this  year. 

Compaq:  ( 800 )  652-6672; 
Cheyenne:  ( 800 )  243-9462. 

■  Ascent  Solutions,  Inc. 

( ASI)  in  Miamisburg,  Ohio,  has 
released  a  new  product  that  com¬ 
presses  data  stored  on  Novell, 

Inc.  NetWare  file  servers. 

The  MultiZip  NetWare 
Loadable  Module  is  server  soft¬ 
ware  that  compresses  other 
NLMs,  REXX  scripts  or  even 
C  programs.  Because  all  the 
processing  takes  place  on  the 
server,  with  no  transfer  of  data 
from  the  server  to  the  client,  the 
zipping  and  unzipping  occurs  up 
to  10  times  faster  with  no  drain 
on  network  connections. 

MultiZip  is  available  now, 
and  costs  $180 for five  users  and 
$10,000 for  a  1,000-user  license. 

ASI:  (937)  847-2374. 
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Newbridge  to  take  UB  off  Tandem’s  hands 


By  Jodi  Cohen 

Kanata,  Ontario 

After  years  of  shopping  its 
struggling  UB  Networks,  Inc. 
subsidiary  around,  Tandem 
Computers,  Inc.  has  finally 
found  a  buyer:  Newbridge  Net¬ 
works,  Inc. 

The  estimated  $250  million  to 
$350  million  deal,  which 
had  been  anticipated, 
should  give  Newbridge  a 
stronger  presence  in  the 
LAN  internetwork  mar¬ 
ket  with  UB’s  LAN  back¬ 
bone  switching  hub  as 
well  as  its  high-end  cus¬ 
tomer  base  ( NW,  Dec.  9, 

1996,  page  6). 

Most  of  Newbridge’s 
revenue  is  derived  from 
sales  of  WAN  products, 
and  less  than  5%  of  its 


revenue  comes  from  its  Vivid 
IAN  product  line,  according  to 
Rick  Tinsley,  vice  president  and 
general  manager  of  the  Vivid 
business  unit. 

UB’s  high-end  GeoLAN/500 
switching  hub  complements 
Newbridge’s  Vivid  workgroup 
switches  and  edge  devices,  ana- 


Dissecting  Newbridge’s  acquisition  of  UB 


Purchase  price  estimated  to  be  between  $250 
million  and  $350  million. 

Newbridge  gains  a  stronger  presence  in  the  LAN 
internetwork  market. 

UB's  high-end  GeoLAN/500  switching  hub  joins 
Newbridge's  Vivid  line  of  workgroup  switches 
and  edge  devices. 


8Si 

UB  -  previously  owned  by  Tandem  —  becomes 
a  wholly  owned  subsidiary  of  Newbridge. 


lysts  said.  But  one  UB 
customer  wondered  how 
the  Newbridge  products 
will  mesh  with  his  ATM 
gearfrom  UB. 

“I  don’t  know  if  the 
UB  ATM  products  will 
be  able  to  support 
Newbridge’s  [Multi- 
Protocol  over  ATM] 
approach,  which  will  be 
important  to  us  down 
the  road,”  said  Dan 
Howard,  director  of  technical 
support  at  Express  Scripts,  Inc.,  a 
health  care  management  com¬ 
pany  in  St.  Louis. 

“Also,  UB’s  ATMView  net 
management  product  looks  like 
it  will  be  really  good  for  manag¬ 
ing  ATM  networks,  but  I’m  not 
sure  if,  how  or  when  Newbridge 
plans  to  integrate  it  into  their 
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HP  server  takes  aim  at  small  workgroups 


By  John  Robinson 

Palo  Alto,  Calif. 

Hewlett-Packard  Co.  this 
week  will  introduce  a  low-end 
server  that  can  grow  to  include 
features  normally  found  in  the 
bigger  brothers  of  the  compa¬ 
ny’s  server  family. 

The  HP  NetServer  LD  Pro, 
which  costs  as  little  as  some  PCs, 
features  Pentium  Pro  processing 
power  for  small  to  midsize  work¬ 
groups,  replacing  the  company’s 

Pentium-based  Net-  _ 

Server  LC  series. 

With  prices  starting  at 
around  $3,400,  the  LD 
Pro  includes  three  PCI 
slots  and  two  EISA 
expansion  slots  with  an 
internal  storage  capacity 
of  up  to  35G  bytes  and 
memory  capacity  of  up  to 
512G  bytes.  A  second 
processor  can  be  added, 
matching  the  processing  power 
of  other  servers  in  HP’s  L  series. 
Up  to  512M  bytes  of  ECC  mem¬ 
ory  and  up  to  27G  bytes  of  total 
storage  are  available. 

The  server  also  comes 
equipped  with  HP’s  DeskDirect 
10/100  TX  PCI  LAN  adapter. 
Like  all  HP  NetServer  L  series 
systems,  the  server  supports  Win¬ 
dows  NT,  NetWare,  SCO  Unix, 
VINES  and  OS/2  LAN  Server. 


For  management  of  the 
server  and  the  network,  the  LD 
Pro  includes  HP  Order  Assistant 
and  HP  NetServer  Navigator.  It 
also  includes  HP  OpenView 
Workgroup  Manager,  which 
monitors  network  and  server 
health,  and  sends  alerts  when  the 
device  encounters  problems. 
For  more  complete  manage¬ 
ment  services,  OpenView  Profes¬ 
sional  Suite  is  available. 

The  LD  Pro  will  face  some  stiff 


180-MHz  Pentium  Pro  processor 
and  32M  bytes  of  ECC  memory  is 
available  nowstarting  at  $3,399. 
©HP:  (800)  752-0900. 


product  line,”  he  said. 

Still,  Newbridge  said  the  deal 
will  let  the  company  focus  more 
on  corporate  customers. 

“Roughly  two-thirds  of  [New¬ 
bridge’s]  revenues  in  recent 
years  have  come  from  carriers 
and  about  one-third  from  end 
users,”  Tinsley  said. 

“With  the  addition  of  UB, 
we’re  moving  that  balance 
more  toward  50-50,  which  has 
always  been  our  intent,”  Tinsley 
added. 

Under  the  agreement,  UB 
will  become  a  wholly  owned  New¬ 
bridge  subsidiary.  The  deal  is 
expected  to  be  finalized  this 
month.  ■ 


NetServer  LD  Pro 


•  Available  with  single  or 
dual  180-MHz  to  200-MHz 
Pentium  Pro  processors 

®  Four  PCI  slots,  two  EISA  slots 

•  Up  to  512M  bytes  of  memory 

•  Ultra-SCSI  controller 

•  Priced  starting  at  $3,399 


competition,  as  HP’s  announce¬ 
ment  rounds  out  a  year  in  which 
server  vendors  recognized  the 
needs  of  smaller  businesses  with 
competitively  priced  entry-level 
servers.  Dell  Computer  Corp., 
NCR  Corp.  and  IBM,  among  oth¬ 
ers,  challenged  price/perfor- 
mance  figures  with  low-cost 
offerings  in  the  latter  half  of 
1996. 

The  NetServer  LD  Pro,  with  a 


Microsoft  squashes  NT  bugs 


By  Christine  Burns 

Redmond,  Wash. 

Microsoft  Corp.  has  released 
a  second  service  pack  for  Win¬ 
dows  NT  4.0  that  fixes  more  than 
100  bugs  and  adds  several  con¬ 
nectivity  features. 

Most  of  the  bugs  addressed 
arise  only  in  specific  net  situa¬ 
tions  and  do  not  reflect  any 
major  holes  in  NT  4.0,  said  Jeff 
Price,  a  Windows  NT  Server 
product  manager.  More  com¬ 
mon  bugs  remedied  include: 

•  The  Dynamic  Host  Configura¬ 
tion  Protocol  (DHCP)  server  giv¬ 
ing  out  the  same  IP  address  to 
multiple  clients. 

•  Failure  of  the  directory  to  repli¬ 
cate  data  to  all  servers. 

•  The  NT  Remote  Access  Service 
(RAS)  not  returning  expired  IP 
addresses  to  the  static  address 
pool. 

•  Internet  Information  Server 
(IIS)  running  out  of  memory. 

New  connectivity  features  in 
the  service  pack  include  DHCP 


Server  support  for  legacy 
BOOTP  clients  and  the  ability  for 
PPP  clients  to  authenticate  to  NT 
4.0  RAS.  The  service  pack  also 
includes  support  for  128-bit 
encryption  for  more  secure  con¬ 
nections  overwide-area  links. 

Additionally,  NT  4.0  Service 
Pack  2  ships  with  Internet 
Explorer  3.01  and  IIS  3.0,  which 
includes  support  for  Active 
Server  pages,  Microsoft’s  Index 
Server  1.0,  NetShow  audio  and 
video  services,  and  Front  Page  97 
server  extensions. 

NT  4.0  Service  Pack  1  shipped 
early  last  fall,  and  Price  said 
Microsoft  will  continue  to  release 
them  on  a  quarterly  basis.  NT  4.0 
Service  Pack  2  is  the  first  to 
include  a  graphical  uninstall  pro¬ 
gram  that  lets  users  roll  back  any 
bug  fix.  Users  can  download  NT 
4.0  Service  Pack  2  via  ftp:// 
ftp.microsoft.com/bussys/winnt/ 
winnt-public/fixes/usa/nt40/ 
ussp2/. 

©Microsoft:  (800)  370-8758. 
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Local  Networks 


Time  for  an  NT  security  checkup 


Oow  often  do  you  test  your  Internet, 
intranet  or  network  security?  Dan 
Farmer,  coauthor  of  the  Security  Adminis¬ 


trator  Tool  for  Analyzing  Networks 
(SATAN),  recently  tested  more  than 
1,700  Internet  sites  and  found  that  more 


than  60%  of  them  —  including  banks, 
newspapers,  credit  unions  and  govern¬ 
ment  sites  —  could  be  broken  into  or 
destroyed  relatively  easily. 

Some  of  these  firms  failed  to  take  the 
most  elementary  steps  to  protect  access  to 
their  servers  and  files.  And  most  of  them 
probably  used  Unix,  which  is  notorious 
for  security  holes  that  have  to  be  plugged 
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to  provide  even  minimal  security. 

But  if  you’re  running  Windows  NT  for 
file,  print,  intranet  and  Internet  services, 
you’re  relatively  safe,  right?  Maybe  not. 

Farmer’s  first  rule  of  computer  secu¬ 
rity:  No  one  is  more  vulnerable  than  the 
company  that  thinks  itis  secure.  While  itis 
true  that  most  methods  for  bypassing  net¬ 
work  security  are  well  known,  each  day 
brings  new  methods  or  twists  on  old 
means  used  to  compromise  your  network. 
Each  new  version  of  an  operating  system 
plugs  some  of  the  old  holes,  while  intro¬ 
ducing  new  ones.  Whether  your  NT 
Server  is  Version  3.5,  3.51  or  4.0,  you 
should  regularly  be  checking  the  Web’s 
Windows  NT  Security  Issues  page  (www. 
somar.com/security.htm)  to  learn  about 
the  latest  information. 

Beth  Schultz,  executive  editor  of  Net¬ 
work  World's  Intranet  magazine  supple¬ 
ment,  recently  reminded  us  in  an  article 
on  AW’s  Web  site  (“Safe  and  Sound”  in 
the  Intranet  magazine  section  of 
www.nwfusion.com) 
other  security  de¬ 
vices  are  only  valu¬ 
able  if  they  are  used 
correctly.  While 
you’re  checking  out 
the  article,  also  look 
at  the  Firewall  Buy¬ 
er’s  Guide  linked  to 
it. 

One  more  site  — 
which,  in  turn,  links 
to  other  security 
information  —  is  www.netsurf.com/nsf/ 
latest.focus.html.  This  focuses  less  on  the 
dangers  of  an  outsider  compromising 
your  net  and  more  on  end  users  compro¬ 
mising  their  own  systems  through  poor 
Internet-use  practices. 

Remember,  not  every  security  problem 
involves  an  attempt  to  break  into  your 
system. 

In  fact,  most  network  security  breaches 
are  caused  or  initiated  by  a  company’s 
own  workers.  Lax  or  nonexistent  security 
gives  employees  access  to  areas  of  the  net¬ 
work  they  shouldn’t  be  allowed  to  see.  If 
you  have  access  to  Usenet,  the  group 
comp. os. ms-windows. nt.admin. network¬ 
ing  is  a  good  starting  point  for  security 
issues. 

If  you  know  of  any  other  good  security 
information  sources,  message  me,  and  I’ll 
pass  them  along  in  a  future  column.  More 
information  about  SATAN  is  available  at 
www.fish.com/ satan/. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  dkeams @ 
msn.com. 


that  firewalls  and 


Dave  Kearns 


Tip  of  the  week 

Alpha  Software  Carp. ,  which  makes  the 
Alpha  Five  database  management  system, 
has  released  WebFiler,  a  browser-based  end- 
user  database  that  requires  no  program¬ 
ming.  It  supports  both  Netscape  and 
Microsoft  browsers.  To  take  a  test  drive, 
check  out  wiuw.  webfiler.  com/. 
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Briefs 


■  The  Cheyenne  division  of 

Computer  Associates  Inter- 
national,  Inc.  this  week  will  an¬ 
nounce  shipment  of  FAXser  ve  5 
for  NetWare  and  Group- 
Wise,  software  that  allows  users 
to  send  and  receive  faxes  in  the 
form  of  E-mail.  FAXserve  5  com¬ 
bines  Group  Wise  and  desktop  fax¬ 
ing  with  support  for  leading 
Windows  appli-  cations,  includ¬ 
ing  WordPerfect,  Microsoft  Word 
and  Excel,  and  AmiPro.  Addi¬ 
tional  new  features  include  sup¬ 
port  for  ISDN  and  Digital  T-l. 
Pricing  starts  at  $595 for five 
seats. 

Cheyenne:  (516)  465-5000. 

■  NetRight  Technologies, 
Inc.  of  Sunnyvale,  Calif,  has 
launched  the  beta  test  ofiManage 
Internet,  a  three-tiered  Java- 
based  document  manage¬ 
ment  system.  With  a  Java- 
compatible  browser,  users  down¬ 
load  a  Java  client  applet  that  lets 
them  search,  view  and  work  with 
documents  stored  in  native  for¬ 
mats  on  file  servers.  A  separate  NT 
Server  process  controls  access, 
security  and  other  management 
functions.  To  access  the  beta  soft¬ 
ware,  call  ( 312)  977-0664 for  a 
logon  ID  and  password.  The  prod¬ 
uct  will  ship  in  February  Pricing 
starts  at  $15,000 for  the  server  and 
100  concurrent  users. 

■  IBM  has  announced  it  will 
begin  distributing  with  its 
MQSeries  message-ori¬ 
ented  middleware  product  a 
copy  of  New  Paradigm  Software 
Corp.  ’s  Copernicus  software. 
MQSeries  uses  a  system  of  mes¬ 
sage  queues  to  let  network  appli¬ 
cations  exchange  information. 
Copernicus  is  a  tool  that  auto¬ 
mates  much  of  the  work  of  trans¬ 
lating  among  the  differing  data 
formats  used  by  the  applications. 

Separately,  IBM/ias  an¬ 
nounced  several  data  mining  ini¬ 
tiatives.  One  is  Surf -Aid,  a  set  of 
products  and  services  for  captur¬ 
ing  information  about  Web  site 
usage. 


lotus  Notes  replaces  lecture  notes 

Drexel  University  puts  groupware  to  the  test  as  the  basis  of  new  online  degree  program. 


By  Paul  McNamara 

Philadelphia 

You  would  love  to  see  your 
shop’s  fledgling  IS  professionals 
get  their  master’s  degrees,  but 
neither  you  nor  they  can  imag¬ 
ine  them  juggling  night  classes 
with  already  jam-packed  work 
schedules  and  home  lives. 

Drexel  University  believes  it 
has  a  solution  —  the  Asynchro¬ 
nous  Learning  Network  —  that 
could  eventually  revolutionize 
post-secondary  education  and 
be  a  boon  for  the  increasingly 
Web-conscious  groupware 

industry. 

In  September,  the  Philadel¬ 
phia  school  began  offering  a 
master  of  science  in  information 
systems  using  Lotus  Develop¬ 
ment  Corp.’s  Notes/Domino 
software  and  US  WEST,  Inc.’s 
Interact  for  Lotus  Notes  public 
network  service,  instead  of  text¬ 
books  and  lecture  halls.  In  other 


words,  there  is  no  frantic  com¬ 
muting  or  bleary-eyed  class  time 
because  students  access  course 
materials,  consult  faculty  and 
interact  with  classmates  online  at 


their  convenience. 

“There  is  going  to  be  a  lot  of 
asynchronous  collaborative 
work  happening  over  the  Inter¬ 
net  or  happening  over  intranets, 


LONG-DISTANCE  LEARNING . . .  WITHOUT  STAMPS 

Drexel  University’s  Asynchronous  Learning  Network  offers  IS  professionals  an  “any 
time,  any  place”  master’s  curriculum  using  Lotus  Notes  and  a  US  WEST  Notes 
database  host. 
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Internet  development 


Segue  delivers  beta  version  of  software  for 
automated  testing  of  Web  applications 


By  John  Cox 

Newton  Centre,  Mass. 

Segue  Software,  Inc.  last  week 
began  beta-testing  a  product 
code-named  Silk  that  lets  devel¬ 
opers  run  automated  tests  of 
Web  applications. 

Developers  can  use  Silk  to  put 
each  element  of  a  Web  applica¬ 
tion,  including  HTML  format¬ 
ting,  embedded  Java  applets  and 
ActiveX  controls,  through  its 
paces  on  a  variety  of  browsers 
and  operating  systems. 

“There  are  thousands  of  vari¬ 
ations  on  how  to  create  Web 
pages,”  said  Paul  Pietryka,  qual¬ 
ity  assurance  engineer  with  Soft¬ 
ware  Quality  Solutions,  Inc.,  a 
North  Brunswick,  N.J.,  consult¬ 
ing  company  that  has  been  using 
an  early  version  of  Silk. 

“Silk  can  take  all  this  infor¬ 
mation  and  treat  each  object  on 
the  Web  page  [distinctively]  so 
you  can  manipulate  and  test  it  in 


any  way,  shape  or  form,”  Pie¬ 
tryka  said. 

As  application  developers 
struggle  to  create  more  complex 
Web  applications,  they  are 
caught  in  a  bind:  They  need  to 
test  new  applications,  but  they 
lack  the  tools  to  do  so. 


Go  online  for  a  look  ,,  ir 

.....  .  A”  ‘ '  D 

at  link  checkers,  J-p 

which  help  ensure  n  i  y 
Web  hyperlinks 
work. 

Enter  the  number  to  the  right  in 
the  DocFinder  box  on  the  home 


“They  have  to  do  time-con¬ 
suming  manual  testing  for  every 
browser  and  platform,”  said 
Brian  Lesuer,  Segue’s  executive 


vice  president  of  research  and 
development. 

The  Silk  technology,  for 
which  Segue  is  filing  a  pat¬ 
ent,  works  with  Segue’s  QA  Part¬ 
ner,  which  is  used  to  create  auto¬ 
mated  tests  for  Windows 
graphical  user  interface  applica¬ 
tions. 

Pietryka  said  he  uses  Silk  to 
identify  the  elements  on  the  Web 
page  and  create  a  hierarchy  of 
relationships  among  them. 

He  then  programs  or  records 
a  series  of  Web  interactions  — 
accessing  the  Web  server,  click¬ 
ing  on  a  checkbox,  filling  in  text 
fields  and  so  on.  These  interac¬ 
tions  are  generated  as  scripts 
that  can  be  run  unchanged  in 
any  browser  to  test  the  applica¬ 
tion. 

Silk  is  scheduled  for  general 
release  by  June.  Pricing  has  not 
been  determined. 

©Segue:  (617)  796-1000. 


and  we  think  this  is  one  way  of 
introducing  people  to  that 
kind  of  environment,”  said 
Charlton  Monsanto,  technology 
director  at  Drexel’s  College  of 
Information,  Science  and  Tech¬ 
nology. 

Students  and  faculty  use  the 
Internet  to  access  the  Notes 
server,  located  at  US  WEST’S 
Minneapolis  facility,  to  send 
and  receive  homework  and 
discussion  points  (see  graphic) . 

Students  also  have  course 
materials  and  applications  on 
their  Notes  clients. 

Notes’  well-known  replica¬ 
tion  technology  is  vital  to  the 
program  because  it  allows  stu¬ 
dents  to  download  material  from 
a  remote  location  and  work  on  it 
offline. 

All  18  members  of  the  pro¬ 
gram’s  initial  class,  who  live 
throughout  the  Northeast,  are  IS 
employees  for  insurance  giant 
CIGNA  Corp.,  headquartered 
here.  Four  of  the  program’s  12 
courses  are  geared  specifically  to 
CIGNA’s  needs. 

“You  probably  learn  as  much, 
if  not  more,  than  you  would 
learn  in  the  regular  classroom,” 
said  student  Deanna  Falco, 
director  of  applications  in  CIG¬ 
NA’s  Production  Applications 
Center.  “There  is  actually  more 
sharing  of  information;  every¬ 
body  participates  in  everything,’ 
she  said. 

Making  the  grade 

Although  constrictive  in  that 
it  requires  students  to  be  or 
become  Notes-proficient,  the 
program’s  technology  is  getting 
solid  grades. 

“To  my  knowledge,  we’ve 
barely  gone  down,”  said  Ste¬ 
phen  Andriole,  chief  technology 
officer  at  CIGNA.  “There  have 
been  a  couple  of  days  when 
there  has  been  a  delay  in  replica¬ 
tion,  but  it’s  been  extremely 
reliable.” 

Drexel  could  have  brought 
the  Notes  server  in-house,  Mon¬ 
santo  said,  but  with  ramp-up, 
scalability  and  contingency  con¬ 
cerns  in  mind,  the  school  opted 
for  US  WEST 

While  Drexel  is  planning  to 
launch  a  Domino-based  Web 
page  with  access  to  promotional 
materials  and  archives,  the 
actual  course  delivery  will  con¬ 
tinue  via  the  Notes  Public  Net¬ 
work  for  now,  Monsanto  said .  ■ 
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saging —  began  in  the  1970s.  This  was  the 
age  of  big  iron:  mainframe  and  depart¬ 
mental  messaging  sy  stems  such  as  PROFS 
and  AU-in-1.  Their  value  proposition  was 


die  large  company  with  basic 
i.tlily  in  .1  reliable  manner 
(k  :  low  cost  of  administration. 

I  !n  second  generation  began  in  the 
980s  with  today’s  legacy  systems:  file¬ 
sharing  FAN  E-mail  products  such  as 
cc:Mail  and  Microsoft  Mail.  These  systems 
were  designed  to  provide  basic  messaging 
with  a  friendlier  user  experience,  lower 


Soon  people  everywhere  will  THINK  FAST  as  they 
access  infotainment  and  the  internet  at  super-fast 
speeds  with  DSL  modems  and  systems  from 
Performance  --  a  DSL  pioneer  and  innovator... 

ISPs  and  phone  companies  worldwide  are  thinking  fast  with 
DSL  service.  Those  that  don't  will  suffer  a  technical  knockout! 

With  Performance,  the  oniy  8  count  you'll  hear  is  8 
megabits-per-second  with  its  rate-adaptive  Champion 
modem  -  the  world’s  first  of  its  kind.  Talk  about  THINKING 
FAST!  That’s  about  10,000%  faster  than  the  common 
modem! 

Performance  has  been  in  the  DSL  business  since  '  Round 
One."  In  fact,  Performance's  modems  were  used  in  the 
first  DSL  trial  by  an  ISP... 

Don’t  be  sucker-punched  by  DSL  companies  that  sell 
vaporware... Performance  is  delivering  solutions  TODAY! 


Think  Fast! 

Call  Performance: 
1-716-654-6603 
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end  server  platforms  and  workgroup-led 
administration.  But  LAN  E-mail  technl- 
ogy  based  on  file-sharing  models  has  nt 
scaled  well  in  large  companies. 

In  the  early  1990s  messaging  ecos- 
tem,  the  dinosaurs  never  completely  did 
out.  It  was  a  time  of  coexistence;  it  waa 
time  that  couldn’t  last. 

The  third  generation  of  messagig 
began  as  the  Big  Three  —  Lotus  Dev 
ment  Corp.,  Microsoft  Corp.  and  Nu 
Inc.  —  tried  to  replace  proprietary  IJS| 
E-mail  systems  with  proprietary 
ent/ server  messaging  and  groupwre 
offerings.  Their  selling  point  was  to  c< 
bine  mainframe-like  reliability  and  st 
bility  with  the  user-friendly  LAN  E-i  1 
experience. 

But  another 
megatrend  was 
building:  intra¬ 
nets.  In  words 
that  now  seem 
prescient,  we 
wrote  in  a  1995 
issue  of  the  Rap¬ 
port  Messaging 
Review  that  new 
messaging  offerings  supporting  M  i- 
p  urpo.se  Internet  Mail  Extensions  id 
HTML  “could  blowr  everything  else  oiof 
the  water.”  And  what  a  scramble  as 
ensued  since. 

Howling  winds  of  Intemet/inti  :iet 
technological  discontinuity  swept  thelig 
Three’s  product  plans  aside  like  so  mny 
dry  leaves  last  year.  Client/server  me  ag¬ 
ing  morphed  into  Internet  client/ se  er 
messaging.  Companies  such  as  Cooli- 
nate.com,  Isocor,  Netscape  Communa- 
tions  Corp.  and  Software.com,  tc. 
emerged  as  risingstars. 

Yes,  the  Big  Three  got  standards  ii- 
gion.  .After  ages  of  lip  service  and  te- 
wavs,  they  commenced  a  despnte 
struggle  to  blend  HTML,  Post  OIFice  ro- 
tocol  3,  Lightweight  Directory  Access  ro- 
tocol  and  more  into  their  rich  colle  on 
of  features. 

In  1997,  the  buzzwords  and  acroi  ms 
will  filter  into  products.  The  Big  Thi  as 
well  as  Netscape,  Hewlett-PackardCo. 
and  others  will  meet  again  on  more  vel 
ground.  .And  thev  will  be  challenge  by 
hoards  of  agile  start-ups  talking  aout 
Java.  distributed  objects,  network  >m- 
puters  and  more. 

There  will  be  lots  of  newr  produce  his 
\  ear.  mans  of  which  are  add-ons  to  our 
existing  products.  To  avoid  products  lit¬ 
tle  value  chasing  problems  of  small  cose¬ 
quence.  make  sure  whatever  you  depy  is 
guided  bv  a  clear  \ision,  somethin  ike 
this:  Internet  client  server  messing 
products  will  blend  seamlessly  into  net¬ 
worked  desktop  of  pei  feedy  linked,  iter- 
operable  objects  and  programs  t  a 
reliable .  secure  and  scalable  manner 

Nice  dreams  make  good  New  'at  s 
resolutions,  don't  thev? 

i\: v  rr.  is  a  principal  at  Rapport  '0i»- 
naxiiatjcm,  a  consultancy  that  focus  on 
■McssHjnK;  and  electronic  com 
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M /Lotus  Development 
Co>.,  Netscape  Communi- 
ca  ons  Corp.,  Novell,  Inc. 

,  i  Sun  Microsystems,  Inc. 

tly  announced  plans  to 
for  i  a  world- 

wi  inter¬ 
net 

trating 

andertifica- 
tiononsor- 

t  iin  for 

i  ustmers  and  technical  support 
pronsionals.  Consortium  mem- 
bt  / Ian  to  invite  other  industry 
plays  to  participate  and 
appnt  a  third-party  company 
to  i minister  the  training  and 
cert i cation  program,  which 
trill  mmenee  this  year. 

Bie  Sky  Software  Corp. 

of  L  Jolla,  Cal  f.,  recently 
anti  need  availability  of  the 
first  ersion  of  its  Web  Doctor 
diagostic  tool  for  checking  the 
linkof  an  Intemet/intranet  site 
(iim  ilculating  HTML  page 
doviload  time.  Web  Doctor 
detes  and  reports  errors  and 
pro i:  ms  such  as  broken  links, 
missig  images  and  unused 
page 

Aree  version  of  the  software, 
whit  is  optimized  for  Windows 
95  ai  NT,  can  be  downloaded  at 
wwiulue-sky  com/products  for  a 
limid  time.  After  that,  Web  Doc¬ 
tor  id  be  available  for  a  special 
promtional  price  of  $99,  a 
reduion  of  $50  off  the  list  price. 

hie  Sky:  (800)  571-9764. 

Tennologic,  Inc.  will 
liceni  DynaLab,  Inc.  ’s  multi- 
Ur  gul  and  font  technology  for 
i  is  In  rceptor  Internet/intra¬ 
net  icurity  product.  DynaLab, 
in  tun,  gains  exclusive  market¬ 
ing  nhts for  Interceptor  sales  in 
the  hemet  Appliance  Initiative. 

is  R..  Donnelley ,  headquar¬ 
ter/ )  Murray  Hill,  N.J.,  last 
mom  introduced  a  new  bu  si¬ 
nes  i  ard  tostong  package  that 
will  i  companies  include  their 
B- mu  or  Internet  address  in  the 
Baltimore  One  Book  directory’s 
yello  and  white  pages,  along 
with  ieir  name,  street  address 
and  tephone  number. 


Covering:  Internet  Technologies  and  Services 
for  Collaboration  and  Electronic  Commerce 


One  million  free  E-mail 
subscribers  can’t  be  wrong 


By  Chris  Nerney 

As  the  sole  remaining  pro¬ 
vider  of  truly  free,  advertiser-sup¬ 
ported  E-mail,  Juno  Online 
Services  seems  well  positioned 
to  dominate  a  potentially  vast 
market. 


most  popular  online-related 
application. 

Unlike  E-mail  programs  that 
require  an  Internet  connection, 
Juno’s  free  software  allows  users 
with  a  PC  and  modem  to  retrieve 
their  E-mail  by  dialing  an  800  or 
local  phone  number. 
Advertisements  appear 
on-screen  along  with  E- 
mail  messages. 

Freemark,  which 
launched  its  service 
shortly  after  Juno’s, 
employed  an  identical 
technological  model. 
While  Freemark  was  able 
to  attract  50  national 
advertisers,  its  subscriber 
base  only  reached 


50,000. 

Vin  Crosbie,  former 
director  of  content  development 
for  Freemark,  said  the  company 
did  not  have  the  financial 
resources  to  match  Juno’s 
aggressive  pursuit  of  “eyeballs,” 
despite  having  raised  $8.5  mil¬ 
lion  in  venture  capital  since 
forming  in  1994. 

Juno,  a  wholly  owned  subsid¬ 
iary  of  Wall  Street  investment 
bank  D.E.  Shaw  &  Co.,  has  spent 
about  twice  as  much  in  operating 
costs  and  advertising,  including 
full-page  ads  in  major  publica¬ 
tions  and  direct  mail. 

Despite  Freemark’s  demise, 
Juno  is  not  bereft  of  compet¬ 
itors.  HotMail  Corp.  of  Sunny¬ 


vale,  Calif.,  last  July  unveiled  a 
Web-based  free  E-mail  service, 
which  is  also  supported  by 
advertising. 

And  USA.NET,  a  Colorado- 
based  start-up,  last  month 
released  NetAddress,  another 
advertiser-supported,  Web- 
based  free  service  that  offers 
users  a  permanent  E-mail 
address. 

But  Ardei  says  there’s  nothing 
“free”  about  HotMail  and 
NetAddress. 

“You  cannot  use  HotMail 
and  NetAddress  without  first 
having  Internet  access,”  he 
said.  ■ 


Fvlfr.  |  Into.  V]  WuqtiiTi  lnui|ia«nt 


Advertisements  are  placed  at  the  top  of  each  E-mail 
message  sent  and  received  through Juno  Online  Services. 


Netscape  tests  new  tools 


The  New  York-based  start-up 
today  announced  that  it  has 
more  than  one  million  subscrib¬ 
ers.  Fast  work,  considering  the 
service  has  been  available  only 
since  late  April.  But  that’s  what 
aggressive  marketing  and  deep 
pockets  can  do  for  you. 

Juno’s  strategy  —  spend 
heavily  up  front  to  build  a  large 
subscriber  base  that  will  attract 
advertisers  —  was  enough  to 
force  its  lone  competitor  in  the 
direct-dial  free  E-mail  market, 
Freemark  Communications,  Inc. 
of  Cambridge,  Mass.,  out  of  busi¬ 
ness  last  month. 

Whether  it’s  enough  to  even¬ 
tually  get  into  the  black,  how¬ 
ever,  may  be  another  matter. 

“Profitability  is  a  question,” 
said  analyst  Peter  Krasilovsky, 
vice  president  of  Arlen  Commu¬ 
nications  in  Bethesda,  Md. 

“Juno  has  one  revenue 
stream,  which  is  advertising.  And 
though  advertising  is  an  area  that 
is  beginning  to  emerge,  it  hasn’t 
yettakenoff,”  he  said. 

Juno  Chief  Executive  Officer 
Charles  Ardei  acknowledged 
that  the  company  “certainly  is 
not  making  money  yet,”  though 
he  added  that  the  goal  is  to  break 
even  sometime  this  year. 

The  potential  market  for 
Juno  and  other  E-mail  vendors  is 
huge.  With  a  current  estimated 
60  million  users,  E-mail  is  the 


By  Carol  Sliwa 

Mountain  View,  Calif. 

Playing  Santa  to  software 
addicts,  Netscape  Communica¬ 
tions  Corp.  on  Dec.  23  launched 
a  “preview  release”  of  its  new 
Communicator  Internet  stan- 
dards-based  groupware  client 
and  a  public  beta  of  its  Certifi¬ 
cate  Server  software. 

The  early  Communicator 
includes:  the  new  Navigator  4.0 
browser,  featuring  more  intu¬ 
itive  icons  and  a  task  bar  for 
switching  to  other  client  compo¬ 
nents;  Messenger  HTML-based 
E-mail,  with  filtering  and  search 
capabilities  and  support  for  die 
Internet  Message  Access  Proto¬ 
col  4  and  Lightweight  Directory 
Access  Protocol;  Composer  Web 
authoring  tool,  Collabra  group 
discussion  software  and  Confer¬ 
ence  component. 

But  like  many  test  software 
packages,  the  Communicator 
preview  release  is  not  feature- 
complete.  Still  being  worked  on 
are  the  help  menu,  customiza¬ 
tion  features,  spell  checker,  mail 
encryption,  calendaring,  voice 
mail,  3270  host  access  and  an 
auto-administration  kit,  a  Net¬ 
scape  spokeswoman  said. 

Also,  the  Communicator  pre¬ 


view  release  is  not  yet  available 
on  all  platforms.  The  test  version 
can  be  downloaded  only  for  Win¬ 
dows  95  and  NT. 

Daniel  Klaussen,  group  prod¬ 
uct  manager,  said  he  expects 
other  platforms  will  follow  by 


SOURCE:  NETSCAPE,  MOUNTAIN  VIEW,  CAUF. 

the  end  of  February.  Klaussen 
noted  that  the  company  wants 
more  feedback  on  the  user  inter¬ 
faces©  adjustments  can  be  made. 
The  final  shipping  version  is  due 
at  the  end  of  the  first  quarter. 

Meanwhile,  Netscape  re¬ 
leased  more  pieces  of  its  Suite- 


Spot  3.0  server  line,  including 
the  beta  version  of  its  software 
for  issuing  digital  certificates. 
With  the  Certificate  Server,  net¬ 
work  managers  can  generate, 
revoke,  renew  and  manage 
X.509v3  public-key  certificates 
to  enable  mutually  authenti¬ 
cated  communication  between 
Secure  Sockets  Layer  software. 

Netscape  last  month 
shipped  final  versions  of 
its  directory'  server  for 
Windows  NT  and  its 
media  and  calendar 
servers  on  all  major  plat¬ 
forms.  The  calendar 
server’s  release  came 
thanks  to  the  licensing 
of  technology  from 
Corporate  Software  & 
Technologies  of  Mon¬ 
treal. 

In  other  recent  news, 
Netscape  and  Sun 
Microsystems,  Inc., 
announced  they  will 
work  together  to  ensure: 
•  Sun’s  Joe  object 
request  broker  interop- 
with  Netscape’s  Open 
Network  Environment. 

•  Netscape  client  software  sup¬ 
ports  Sun’s  WebNFS  file  svstem. 
The  companies  will  jointb  pro 
mote,  license  and  market 
WcbNES,  the  Internet  vetsion  ol 
Sun’s  Network  File  S\  stem.  ■ 


Netscape’s  SuiteSpot  3.0  server  software 


Public  beta 

Ship  date 

Calendar  1.0 

None* 

Dec.  ’96 

Catalog  1.0 

July  ’96 

Sept.  ’96 

Certificate  1.0 

Dec.  ’96 

Q1’97 

Collabra  3.0 

Q1’97 

1st  half  ’97 

Directory  1.0 

Unix:  Not  available 
WinNT:  Nov.  ’96 

Oct.  ’96 

Dec.  ’96 

Enterprise  3.0 

Q1’97 

Q1’97 

Media  1.0 

Nov.  ’96 

Dec.  ’96 

Messaging  3.0 

Q1’97 

1st  half  ’97 

Proxy  2.5 

Oct.  ’96 

Unix:  Nov.  ’96 
WinNT:  Q1 ’97 

*  Note:  Netscape  licensed  technology  from  Corporate 
Software  &  Technologies  of  Montreal. 
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Intranets  &  the 'Net 


"MET  INSsSER 

Who  says  who  makes  the  rules? 


he  International  Ad  Hoc  Commit¬ 
tee  (IAHC)  looking  into  the  idea  of 
creating  additional  top-level  domain 
names  has  now  published  a  draft  proposal 


(wrvw.iahc.org).  As  one  might  expect 
about  anything  Internet-related,  opinion 
about  the  draft  is  mixed. 

The  idea  of  forming  such  an  ad  hoc 


committee  was  first  broached  in  a  pro¬ 
posal  from  Larry  Landweber,  chair  of  the 
Internet  Society  (ISOC)  board  of  direc¬ 
tors;  Brian  Carpenter,  chair  of  the  Inter¬ 
net  Architecture  Board  (IAB); Jon  Postel, 
director  of  the  Internet  Assigned  Num¬ 
bers  Authority  (LANA);  and  Nick  Trio, 
ISOC  Advisory  Council  officer. 

The  concept  was  later  expanded  byjon 


Where  the  Internet 
means  business” 
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Postel  and  published  as  ftp:/ /ds.interr- 
nic.net/intemet-drafts/ draft-postel-iana- 
itld-admin-02.txt. 

The  IAHC  was  formed  after  the  ISOC 
board  of  trustees  voted  to  support  the  plan 
in  the  Postel  draft.  The  LAHC  consists  of 
representatives  selected  by  a  number  of 
international  organizations  historically 
involved  in  the  general  types  of  issues 
dealt  with  in  the  Internet  Domain  Name 
System,  along  with  representatives 
selected  by  three  traditional  Internet 
groups. 

The  final  committee  consisted  of  peo¬ 
ple  chosen  by  the  IAB,  the  ISOC,  the 
LANA,  the  U.S.  Federal  Networking  Coun¬ 
cil,  the  International  Telecommunication 
Union,  the  International  Trademark  Asso¬ 
ciation  and  the  World  Intellectual  Prop¬ 
erty  Organization. 

This  diverse  group  has  now  made  a  rec¬ 
ommendation  to  carefully  expand  the 
number  of  generic  top-level  domains 
(gTLD)  beyond  the  current  three:  .com, 
.org  and  .net.  The  proposal  calls  for 
the  addition  of  seven  new  gTLDs,  each 
of  which  is  to 
be  administered 
by  a  number  of 
registries  work¬ 
ing  together. 

The  specific  new 
gTLDs  to  be  cre¬ 
ated  will  be 
resolved  in  the 
future.  Scott  Bradner 

The  initial 

registrars  for  each  of  these  gTLDs  are  to 
be  chosen  by  lottery  with  a  fixed  number 
selected  from  each  of  seven  global  geo¬ 
graphic  areas  to  minimize  the  chance  of 
domination  by  any  one  country.  A  $20,000 
fee  is  proposed  for  those  organizations 
that  would  like  to  participate  in  the  lottery 
to  ensure  that  only  financially  viable  orga¬ 
nizations  are  considered.  The  fee  is 
refunded  if  the  organization  is  not 
selected. 

As  the  Internet  proceeds  to  expand  its 
role  in  the  day-to-day  life  on  this  globe,  we 
must  soon  answer  two  questions:  Who  says 
who  makes  the  rules?  And  who  pays  for 
what? 

We  cannot  find  a  viable  model  for 
answering  either  of  these  questions  by 
looking  at  existing  global  mechanisms 
used  by  telephone,  radio  or  television. 

Although  there  are  a  few  individuals 
expressing  considerable  disagreement 
with  the  IAHC  proposals,  and  the  recep¬ 
tion  by  the  traditional  international  and 
national  regulatory  authorities  has  not 
yet  been  made  manifest,  it  just  might  be 
that  we  are  on  the  path  toward  answering 
the  first  of  my  questions  by  successful 
example. 

Disclaimer:  Since  Harvard  was  not 
involved  in  the  IAHC,  some  might  ques¬ 
tion  the  committee’s  legitimacy,  and  yes,  I 
am  an  ISOC  board  member,  but  the  above 
expression  of  hope  is  my  own. 

Bradner  is  a  consultant  with  Harvard 
University’s  Office  of  Information  Technology. 
He  can  be  reached  via  the  Internet  at 
sob@harvard.edu. 
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NETWORK  HELP  DESK 


Technology  Update 

Keeping  Up  with  Network  Technologies  and  Standards 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNE  in  the  Lexington,  Kg.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1 108, 

Ext.  476,  or  send  your  questions  to 
mutter@world.std.com. 

I  am  havingtrouble  rebootinga  Net¬ 
Ware  3.12  server  remotely  using 
RCONSOLE.Torebootthe  server,  I 
use  a  file  called  Reboot.  NCF,  which 
executes  three  commands:  Remove 
DOS,  Down  and  Exit.  The  file  has 
trouble  loading  the  controller  when  it 
restarts  the  server.  Italways  prompts 
meforaservernameand  network 
number  and  makes  me  mount  SYS: 
manually.  Do  you  have  any  clues  why 
It  does  this? 

Via  the  Internet 

You  may  have  a  timing  problem 
since  the  server  asks  for  the  server 
name  and  internal  IPX  network  num¬ 
ber  before  you  get  to  the  command 
prompt.  This  could  mean  that  the 
drive  is  not  responding  in  time  for  it 
to  be  recognized  by  the  controller  or 
that  the  controller  itself  has  a  timing 
problem. 

Make  sure  you  have  the  latest  ver¬ 
sion  of  the  hard  disk  controller 
driver.  Then  issue  the  Reboot  com¬ 
mand  at  the  server  and  watch  for  an 
error  report  when  the  driver  for  the 
controller  loads.  Verify  that  you  have 
the  latest  version  of  Vrepair,  and  run 
it  on  the  SYS:  volume.  If  any  errors 
occur,  run  Vrepair  again  until  no 
errors  are  reported. 

You  should  ask  the  controller  ven¬ 
dor’s  technical  support  staff  if  it  is 
aware  of  any  timing  issuesbetween 
the  controller  and  the  file  server  you 
use.  At  one  time,  for  instance,  the  bus 
clock  settings  in  Adaptec,  Inc.’s  EISA 
controller  configuration  needed  to 
be  reduced  to  synch  up  with  Hewlett- 
Packard  Co.  NetServers. 

Ask  your  file  server  vendor  if  it  has 
a  BIOS  update  to  apply. 

To  determine  if  your  problem  is 
related  to  the  motherboard,  try  put¬ 
ting  the  controller  in  a  different  slot. 
Watch  if  the  problem  manifests  itself 
when  you  down  the  server,  exit  to 
DOS,  then  turn  the  server  off  and 
back  on.  If  the  problem  doesn’t  reap¬ 
pear,  then  you  probably  have  some 
type  of  timing  problem  between  the 
file  server  motherboard  and  the  hard 
drive  controller. 


Remote  access  routers  get  more  secure 


By  Robert  Koch 

The  value  of  providing  remote 
users  or  business  partners  access 
to  corporate  information  cannot 
be  measured,  but  in  this  con¬ 
nected  world,  network  intrusion 
has  undeniably  become  a  mon¬ 
key  on  many  companies’  backs. 

Firms  need  to  defend  their 
internal  nets,  Web  sites  and  grow¬ 
ing  mobile  workforces,  but  many 
cannot  justify  spending  $20,000 
or  more  for  a  stand-alone  applica¬ 
tion  firewall.  Instead,  firms  rely 
on  vendors  to  enhance  remote 
access  or  edge  routers  with  stron¬ 
ger  security  mechanisms. 

By  adding  more  advanced 
security  techniques,  low-cost 
edge  solutions  can  create  an 
effective  network  defense  perim¬ 
eter  while  allowing  all  authorized 
users  to  access  corporate 
resources.  Extensive  filtering 
capabilities  allow  network  man¬ 
agers  to  customize  and  limit  the 
type  and  direction  of  traffic  that 
passes  through  a  network. 

Many  routers  enable  packet 
screening  based  on  criteria  such 
as  the  type  of  protocol,  and  the 
source  and  destination  address 
fields  for  a  particular  type  of  pro¬ 
tocol.  These  routers  can  provide 
a  mechanism  for  controlling  the 
type  of  network  traffic  that  exists 
within  an  enterprise,  and  the  ser¬ 
vice  granted  to  a  user  or  a  work¬ 
group.  Services  or  unauthorized 
access  that  may  compromise 
security  can  be  restricted. 

This  protocol  (or  service)  fil¬ 
tering  can  be  complex,  particu¬ 
larly  for  remote  offices  that  do 
not  have  full-time  network  ad¬ 
ministrators.  As  such,  suppliers  of 
network  security  products  are 
beginning  to  deliver  features 
such  as  graphical  user  interface 
(GUI)-based  configuration  soft¬ 
ware  and  predefined  filter  tool 
kits  that  can  be  customized  with  a 
few  simple  tweaks. 

Line-by-line  input 

Historically,  rules  for  filtering 
out  potentially  high-risk  forms  of 
traffic  required  a  network  ad¬ 
ministrator  to  enter,  line  by  line, 
each  source  and  destination 
address  and  every  protocol  port 
number  along  with  a  series  of 
potential  actions.  This  can  be 
time-consuming  and  nerve-rack¬ 


ing  because  a  simple  misstep 
during  the  firewall  configura¬ 
tion  could  leave  the  network 
open  to  attack.  Furthermore,  the 
pace  of  remote  access  deploy¬ 
ment  and  new  service  develop¬ 
ment  routinely  violate  a  fire¬ 
wall’s  original  configuration. 

Next-generation  firewalls 
take  aim  at  these  issues.  Rather 
than  entering  complex  filtering 
schemes  on  a  rule-by-rule  and 
line-by-line  basis,  administrators 
can  establish  associations  by 
pointing  and  clicking  through 
the  GUI.  Configuration-check¬ 
ing  software  and  other  net  topol¬ 
ogy  tools  can  warn  of  a  potential 


cation  enables  network  adminis¬ 
trators  to  grant  a  specific  user 
access  to  the  exact  set  of  applica¬ 
tions  he  or  she  needs  or  is  autho¬ 
rized  to  use.  This  is  particularly 
useful  if  a  user  is  temporarily 
away  from  the  office  and  re¬ 
quires  access  to  enterprise-based 
resources,  or  for  the  growing 
mobile  workforce. 

Secure  RADIUS 

One  of  the  most  popular  pub¬ 
lic  net  authentication  services  is 
Remote  Authentication  Dial-in 
User  Service  (RADIUS).  Based 
on  industry  standards,  RADIUS 
primarily  offers  centralized  veri- 


tween  the  remote  user  and  the 
RADIUS  server,  a  series  of  secu¬ 
rity  packets  will  be  exchanged; 
data  such  as  encrypted  password, 
security  code  and  access  privi¬ 
leges  indicating  what  application 
the  user  may  invoke  will  be 
passed.  Also,  the  RADIUS  server 
may  pass  to  the  router  informa¬ 
tion  such  as  duration  of  connec¬ 
tion,  bandwidth  allocation,  ap¬ 
plication  access  and  instructions 
on  when  to  execute  these  options 
for  the  remote  user.  Using  these 
features,  a  series  of  user  profiles 
and  access  filters  can  be  estab¬ 
lished  for  individual  users,  work¬ 
groups,  departments,  branch 


HOW  IT  WORKS 


Secure  dial-in 


Edge  routers  that 
support  the  RADIUS 
standard  for  secure 
remote  access  force 
users  to  authenticate 
themselves  before 
allowing  them  to  access 
corporate  network 
resources. 


O  A  telecommuter  opens  a  telnet 
session  with  the  remote  access  router 
and  supplies  it  with  a  logon  name. 


L 


— — — — 

Remote 
access  router 


Telecommuter  with 
laptop  and  token  card 


©The  user 
enters  the 
challenge  string 
into  a  credit 
card-size  token 
card,  which 
produces  the 
appropriate 
response  string. 


0  The  routertransfers  the  user 
response  to  the  RADIUS  server  and 
awaits  a  decision.  If  the  authentication 
is  successful,  the  router  installs  a  filter 
profile  that  determines  the  user’s  level 
of  access  for  this  particular  session. 


O  The  server  looks  up  the  user’s 
access  policy  and  produces  a 
challege-response  -  such  as  an 
eight-digit  security  code  -  forthe 
router  to  send  to  the  user. 


©The  router 
connects  to  the 
RADIUS 
authentication 
server,  which 
stores  user 
account 
information, 
over  an 

encrypted  link. 


risky  setup,  a  missing  service  or  a 
service  that  is  present  yet  unse¬ 
cure. 

Network  monitoring  and  con¬ 
trol  tools  that  investigate  and 
interrogate  suspicious  activity 
and  stop  malicious  users  before 
they  do  any  damage  will  become 
popular  security  features.  Next- 
generation  firewalls  that  incor¬ 
porate  a  dynamic  or  stateful 
operating  environment  will  be 
the  first  to  integrate  and  benefit 
from  these  new  facilities. 

Other  security  measures, 
such  as  authentication  and  pri¬ 
vacy  enhancements,  will  strengt¬ 
hen  and  complement  security 
routers.  For  example,  authenti¬ 


fication  and  access  control  for 
remote  dial-in.  It  simplifies  the 
administration  of  remote  user 
profiles,  passwords,  accounting 
and  other  security-related 
requirements  by  deploying  them 
on  a  centrally  managed  authenti¬ 
cation  server  (see  graphic) . 

In  a  RADIUS-protected  envi¬ 
ronment,  the  router  acts  as  a 
screening  device  by  examining 
the  incoming  packets  and  filter¬ 
ing  or  forwarding  them  to  the 
authentication  server.  The 
RADIUS  server  initiates  a  series 
of  challenges  to  the  incoming 
connection  request  to  validate 
and  identify  the  user. 

During  the  conversation  be¬ 


offices  and  other  locations. 

As  remote  access  usage  con¬ 
tinues  to  flood  the  Internet,  and 
corporations  begin  to  exploit 
public  ’Net  bandwidth  to  aug¬ 
ment  their  existing  enterprise 
networks,  the  concern  over  secu- 
rityjustifiably  grows.  The  combi¬ 
nation  of  a  screening  router  with 
authentication  services  on  the 
same  remote  access  solution 
allows  user  mobility  while  main¬ 
taining  access  profiles,  passwords 
and  application  privileges. 

Koch  is  product  marketing  direc¬ 
tor  at  Protean,  Inc.,  a  remote  access 
router  provider  in  Weslborough, 
Mass. 
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USWeb’s  influence  grows  partner  by  partner 


Having  just  wrapped  up  our  year-end  Power  Players  issue, 
the  power  theme  still  weighs  on  my  mind,  reminding  me 
that  I  am  remiss  in  not  yet  writing  about  USWeb,  a  com¬ 
pany  that  will  have  increasing  influence  over  Internet 
technologies  in  the  future. 

USWeb  bears  watchingforacouple  reasons:  The  first 
is  that  its  business  model  is  innovative  and  sound.  Busi¬ 
nesses  are  trying  to  figure  out  how  to  embrace  the  Inter¬ 
net  and  intranets,  and  most  don’ t  have  the  expertise  to 
handle  the  projects  or  the  wherewithal  to  hire  a  big  out¬ 
sourcer  like  EDS.  To  help  this  vast  chunk  of  corporate 
America  deal  with  'Net  projects  in  the  $20,000  to  $1  million  range, 
USWeb  is  buildinga  network  of  affiliates  that  will  provide  local  Web 
consulting,  developmentand  hostingservices. 

Since  its  March  launch,  USWeb  has  signed  on  32  U.S.  affiliates  — 
pretty  good  progress  toward  the  ultimate  goal  of  between  200  and  300 
affiliates  around  the  world. 

While  the  company  is  building  a  network  of  franchisees,  USWeb 
officials  don’tlike  the  negative  connotations  of  thatword.  Ifyouwant 
to  geta  rise  out  of  CEOJoe  Firmage,  formerly  VP  of  strategic  planning 
for  Novell’s  systems  group,  or  CTO  Sheldon  Laube,  who  held  the  same 
tide  at  Novell,  ask  them  if  they  are  trying  to  build  the  McDonald’s  of 


the  Internet.  In  the  company’s  own  words,  USWeb  is  aiming  to  build 
‘  ‘serious,  leading-edge  Web  sites’  ’  and  won’ t  be  creating  ‘  ‘cookie-cut¬ 
ter”  Web  businesses.  (Check  this  outin  the  “Becoming  an  Affiliate” 
areaofwww.usweb.com.) 

USWeb  promises  customers  a  consistent  level  of  exper¬ 
tise,  service  and  support.  One  of  the  key  ways  itwill  help  its 
affiliates  achieve  that  promise  is  by  providing  technology 
assessment  services  thatwill  help  them  sort  through  the 
bewildering  array  of  new  Internet  products. 

That’s  the  second  interesting  aspect  of  USWeb.  By  defin¬ 
ing  which  Internet  products  and  services  its  affiliates  should 
employ,  it  will  come  to  have  more  and  more  power  over  which  technol¬ 
ogies  succeed  in  the  market.  As  the  USWeb  network  grows,  so  too  will  its 
influence. 

Last  month,  USWeb  provided  a  boost  to  Microsoft’s  Internet 
strategy  when  it  tabbed  ActiveX,  Active  Server  and  Desktop,  and  Inter¬ 
ne  t  Explorer  as  “strategic  technology  platforms.”  USWeb  also  has  part¬ 
nerships  with  Compaq  for  servers  and  BBN  Planet  for  hosting. 

So  ifyou  need  help  bringingyour  business  online  oryou  wantsome 
insights  on  where  to  place  your  technology  bets,  keep  an  eye  on  USWeb. 
Itwill  succeed  based  on  how  well  it  picks  Internet  winners. 

John  Gallant,  editor  in  chief  jgallant@nww.com 


Venture  over  the  horizon  •  Kevin  Fong 

Go  corporate:  Assemble 
your  own  board  of  directors 

Os  a  major  shareholder  in  many  public  and  private  compa¬ 
nies,  I’ve  served  on  the  boards  of  directors  of  more  than  20 
organizations.  A  board  of  directors,  however,  does  not  have 
to  be  restricted  to  a  corporation.  Establishing  a  board  of  directors 
for  your  network  operation  can  yield  a  number  of  benefits. 

A  company’s  board  of  directors  provides  several  valuable  services. 
First,  it  supplies  an  objective  opinion  that  takes  into  account  the 
interests  of  a  company’s  various  constituencies.  Second,  a  board  pro¬ 
vides  a  perspective  that  management,  focusing  on  day-to-day  opera¬ 
tions,  may  lack.  Finally,  a  board  can  help  with  external  relationships 
with  customers,  vendors  and  financial  entities. 

Like  a  corporation,  your  network  opera¬ 
tion  has  a  number  of  constituencies  — 
users,  various  departments,  upper  man- 
agementand  customers.  Your  board, 
which  should  comprise  four  to  eight  peo¬ 
ple,  should  represent  these  constituencies. 

The  board  members  should  feel  they 
can  give  open,  honest  and  constructive 
feedback.  Pick  people  with  whom  you 
already  have  good  relationships  or  want  to 
form  such  relationships.  Although  it’s  nice  to  have  good  chemistry 
among  the  board  members,  it  is  also  good  to  have  a  few  opinionated 
individuals. 

Good  boards  make  their  members  work.  Therefore,  it’s  impor¬ 
tant  to  select  people  who  have  the  time  and  are  committed  to  carry¬ 
ing  out  specific  tasks,  such  as  talking  to  other  departments  or 
company  contacts  to  gain  insight  into  a  particular  problem  your 
department  may  be  facing. 

Young  companies  for  which  I  serve  as  a  board  member  meet  once 
a  month.  This  may  be  too  frequent  for  your  situation.  Holding  meet¬ 
ings  less  than  once  a  quarter,  however,  makes  it  difficultfor  the  board 
to  take  a  very  active  role.  Meet  at  least  once  every  other  month,  and 
have  members  work  on  requisite  homework  between  meetings. 

Once  the  board  is  created,  what  kind  of  work  should  it  tackle?  If 
your  board  is  a  cross-section  of  your  user  community,  it  could  seek 
out  feedback  on  the  quality  and  level  of  service  you’re  providing.  Put¬ 
ting  together  strategic  advice,  working  on  team  building  and  per¬ 


forming  market  analyses  are  also  good  uses  of  a  board’s  time. 

Two  types  of  boards  I  frequendy  use  with  the  companies  I  work  with 
are  technical  advisory  boards  and  customer  advisory  boards.  The  pri¬ 
mary  distinction  between  these  groups  and  a  board  of  directors  is  they 
do  not  participate  as  much  in  business  and  operational  issues.  As  such, 
these  advisory  boards  can  meetjust  three  or  four  times  a  year  and  still 
be  productive. 

If  you  are  most  interested  in  feedback  on  your  service,  a  customer 
advisory  board  would  be  best.  The  start-ups  I’m  involved  with  are 
always  interested  in  the  marketingfeedbackwe  receive  from  our  cus¬ 
tomer  advisory  boards  —  it  helps  us  define  our  products  or  services. 

The  purpose  of  a  technical  advisory  board  is  to  determine  which 
technologies  and  trends  are  on 
the  horizon.  A  technical  advisory 
board  may  include  people  from 
outside  your  company  or  repre¬ 
sentatives,  preferably  technical 
experts,  from  your  favorite  ven¬ 
dors.  Most  vendors  would  appre¬ 
ciate  being  asked  to  participate  in 
these  meetings. 

Like  any  meeting,  board  meet¬ 
ings  are  most  useful  when  prop- 
erlyorganizedandmanaged.  Be 
respectful  of  the  members’  time, 
and  keep  the  agenda  moving 
along.  Only  spend  time  on  discus¬ 
sions  that  uniquely  leverage  your 
members’  background.  I’ve 
found  that  meetings  lasting  any 
longer  than  two  to  three  hours 
strain  everyone’s  attention  span. 

So  get  started.  Begin  by  defin¬ 
ing  the  board’s  charter  and  crite¬ 
ria  for  membership.  Then  recruit 
the  members,  develop  an  agenda 
and  schedule  your  first  meeting. 

Fong  is  a  general  partner  of 
Mayfield  Fund,  a  venture  capital 
firm  based  in  Menlo  Park,  Calif.  Fie 
can  be  reached  via  the  Internet  at 
kfong@may field,  com. 

- i| 


Send  letters  to  nvmews@nuno.com  or  John  Gallant, 
editor  in  chief,  Network  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone  num¬ 
ber  and  address  for  verification. 

Tool  time 

In  his  column  “Data  collection  is  key 
to  making  SLAs  work  for  you”  (Nov.  11, 
page  40) ,  J  effrey  Kaplan  lamen  ts  the 
dearth  of  adequate  network  reporting 
tools,  claiming  “net  managers  are 
unable  to  generate  the  solid  baseline 
data  necessary.”  He  is  obviously  unaware 
of  Network  Health,  a  Web-based  network 
reporting  and  analysis  software  package 
from  Concord  Communications,  Inc. 

I  use  Network  Health  every  day  to 
solve  service-level  agreement  (SLA) 
issues  for  NYNEX  Corp.’s  large  IP  net¬ 
work.  The  software  automatically  com¬ 
putes  network  baselines,  enabling  me  to 
understand  where  the  network  is  today 
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Reality  Check 


Thomas  Nolle 


Bet  on  Cisco  to  win  the  WAN  switching  war 


Ot’s  clear  that  1 996  will  be  remembered  as  the  year  the  switching  wars  started. 
You’ve  been  building  router-based  internetworks  for  a  decade,  but  expan¬ 
sion  in  traffic  levels  and  number  of  users  has  you  looking  for  faster  ways  to 
move  traffic  between  sites.  Switching  seems  like  such  a  strategy,  and  vendors  from 
Cisco  Systems,  Inc.  to  Ipsilon  Networks,  Inc.  have  announced  their  own  specific 
architectures.  Butwhichisbest? 

One  problem  buyers  have  in  assessing  switch  vendors  is  a  lack  of  objective 
requirements.  What  is  it  that  switches  do  that  routers  don’t  (besides,  well,  switch)  ? 

When  you  move  information  around  in  a  network,  you  need  some  sort  of  gadget 
at  the  places  where  trunks  fan  out  to  steer  data  in  the  right 
direction.  To  maintain  network  performance,  the  gadget 
has  to  operate  fast  enough  to  keep  up  with  the  input-to- 
output  movement.  Ifyou  assume  500-character  datagrams 
(packets),  feeding  a  T-l  trunk  would  require  moving  384 
packets  per  second.  A  T-3  trunk  would  need  almost  1 1 ,000 
packets  per  second  and  an  OC-3  about  35,000.  If  you  want 
fast  trunks,  you  need  fastgadgets. 

What  determines  the  gadget’s  packet-per-second  rat¬ 
ing?  Basically,  it’s  one  divided  by  the  time  it  takes  to  move 
one  packet  through.  So  it  follows  that  if  we  reduce  the  time 
required  to  read  in,  process  and  dispatch  a  packet,  we’ve 
increased  the  speed  rating  of  the  gadget.  Routers  make  a 
steering  decision  at  every  point  where  trunksjoin,  looking 
the  address  up  on  a  table  to  find  out  where  a  given  data 
packet  goes.  Switches  make  a  steering  decision  once,  when  the  data  is  first  handled. 
After  that,  switched  information  moves  on  virtual  connections  without  address 
lookup,  thus  allowing  faster  network  trunks. 

What  does  this  have  to  do  with  who  wins  the  switching  wars?  Well,  if  the  objective 
of  switching  is  to  make  network  information  steering  fast  enough  to  support  high¬ 
speed  trunks,  then  your  need  for  it  is  proportional  to  the  speed  of  your  connections. 
Superswitch  performance  levels  simply  aren’t  needed  inside  most  corporate  net¬ 
works  because  routers  have  packet-per-second  ratings  high  enough  to  maintain  full- 
link  utilization  at  the  trunk  speeds  users  really  buy. 

This  is  the  beauty  of  Cisco ’s  tag  switching.  With  the  Cisco  concept,  you  make  a 
router  behave  like  a  virtual  circuit  switch  without  making  any  significant  hardware 
changes  that  would  increase  its  cost.  That  gives  you  a  measure  of  performance 
improvement — probablyfrom  15%  to25%  inmostcore  network  applications. 
That’s  probably  enough  for  you  to  keep  up  with  the  wide-area  trunks  you  buy.  In 
other  words,  the  average  corporate  wide-area  network  doesn  ’t  need  superswitches; 


it  needs  only  modestly  enhanced  routers. 

Ah,  but  the  qualifier  ‘  ‘wide-area”  raises  an 
interesting  point.  On  the  premises,  the  only  limit  in  the  speed  of  the  trunk  is  the  cap¬ 
ital  cost  difference  for  the  interfaces.  That’s  where  corporate  America  could  expect 
to  use  switching.  OC-3,  rare  as  a  panda  in  the  wide  area,  is  as  common  as  dirt  on  the 
premises.  There’s  even  some  OC-1 2  in  corporate  premises  and  campus  use.  Multi¬ 
ple  trunks  at  this  level  would  quickly  outperform  even  fast  routers. 

What  this  means  in  the  competitive  market  is  simple.  Cisco  alone  can  win  in  the 
wide-area  switching  war,  because  Cisco  alone  can  provide  the  average  corporate 

buyer  with  the  capacity  improvement  needed  at  a  low 
upgrade  price. 

The  other  approaches,  however  clever  and  high  per¬ 
formance  they  may  be,  just  can’t  be  deployed  in  enough 
WANs  because  the  cost  of  transmission  will  keep  trunk 
speeds  constrained.  That  makes  the  rest  of  the  architec¬ 
tures  campus- and  premises-focused. 

But  how  much  switching —  in  the  sense  of  these  new 
router/ switch  architectures  —  does  the  buyer  need  on  a 
premises  or  in  a  campus?  Can’t  theyjust  have  really  fast 
workgroups  and  collapsed  backbones  to  build  almost  flat 
networks? 

That’s  a  good  question.  We’ve  focused  too  much  on  the 
wide-area  impact  of  these  new  switching  architectures  — 
outside  of  Cisco’s  tag  switching,  their  fit  in  corporate  net¬ 
works  depends  on  how  effectively  they  return  on  the  buyer’s  investment  for  on¬ 
premises  switching  applications  with  no  WAN  involved. 

To  say  that  this  isn  ’  t  the  message  the  Ipsilons  or  Cascades  of  the  world  are 
pushing  is  an  understatement.  Cascade  Communications  Corp.  doesn’t  even  sell 
much  to  end  users;  IBM  handles  that  end  of  the  market.  That  puts  Cascade’s  IP 
Navigator  solidly  into  the  Internet  service  provider  space.  Ipsilon  sells  through 
OEMs,  and  its  success  will  probably  depend  on  whether  any  of  its  partners  can  tear 
their  eyes  off  the  distant  wide-area  mountains  and  look  at  their  own  feet  rooted  on 
the  premises. 

Will  Ipsilon’s  IP  switching  or  Cascade’s  IP  Navigator  end  up  connecting  premises 
virtual  LANs?  Keep  that  question  in  mind  when  you  review  their  features,  because  it 
might  well  be  where  they  end  up  in  your  own  network. 

Nolle  is  president  of  CIMI  Corp.,  a  technology  assessment firm  located  in  Voorhees,  N.J. 
He  can  be  reached  at  (609)  753-0004  or  via  the  Internet  at  tnolle@cimicorp.  com. 


and  quantify  historical  enter¬ 
prise  network  performance . 
This  allows  me  to  set  realistic 
SLA  goals  and  objectives  with 
our  users,  and  documen  t  ser¬ 
vice  levels  on  an  ongoing  basis. 
It  also  allows  me  to  proactively 
monitor  the  network  and  adjust 
resources  as  needed. 

Today,  we  have  18  months  of 
data  for  our  network  and  use  a 
four-week  baseline  to  compare 
against  our  thresholds.  Not  only 
can  we  see  the  performance  of 
our  network  today,  but  we  can 
also  compare  it  to  our  network’s 
performance  a  year  ago. 

Recently,  BayNetworks,  Inc. 
and  Concord  Communications 
presented  a  seminar  on  SLAs 
that  addressed  many  of  these 
concerns.  For  more  informa¬ 
tion,  check  out  www. baynet- 
works.com  or  www.con- 
cord.com. 

Babak  Roushanaee 
Managing  principal 
Enterprise  Techn  ology  Solu¬ 


tions,  Inc. 

Needham,  Mass. 

Bright  future  for  Banyan 

Linda  Mus thaler’s  column 
‘ ‘Banyan ’s  long-range  forecast: 
Cloudy”  (Dec.  9,  page  41)  con¬ 
tained  numerous  inaccuracies. 

Mus  thaler  suggests  Banyan 
Systems,  Inc.  is  having  difficulty 
obtaining  business.  Actually,  we 
have  announced  several  big 
wins,  including  the  U.S.  Food 
and  Drug  Administration  and 
Air  National  Guard;  TV  Azteca, 
the  second-largest  television 
broadcast  network  in  Mexico 
City;  and  Canada’s  Department 
of  National  Defense. 

Contrary  to  Musthaler ’s  con¬ 
tention,  Banyan  customers  are 
not  abandoning  VINES  for  NT. 
Actually,  some  customers  have 
researched  and  rejected  this 
option  of  migrating  to  a  pure 
NT  NOS  environment.  For 
example,  one  customer  deter¬ 
mined  the  $14  million  price  tag 


did  notjustify  the  reduced  value 
it  would  receive  from  a  pure  NT 
environment. 

Instead,  many  customers 
are  selecting  Banyan’s  Street- 
Talk  for  Windows  NT,  which 
allows  them  to  integrate  NT 
servers  into  their  existing 
environments. 

Musthaler  contends  that 
StreetTalkis  useful  only  on  the 
NT  platform.  Actually,  Banyan 
will  provide  StreetTalk  on  a 
number  of  different  platforms. 
Offerings  include  Universal 
StreetTalk,  which  runs  on  sev¬ 
eral  open  Unix  platforms  as  well 
as  NT,  and  Switchboard,  an 
Internet  directory  based  on 
StreetTalk. 

Musthaler  asserts  that  David 
Mahoney’s  resignation  is  a  sign 
of  trouble.  In  fact,  Mahoney’s 
decision  was  based  largely  on  a 
desire  to  signal  to  the  market¬ 
place  that  Banyan  is  embarking 
on  significantchange.  This  has 
been  received  by  customers, 


analysts  and  the  press  as  a  posi¬ 
tive  move  by  Banyan. 

It  is  an  exciting  time  to 
be  a  Banyan  customer  and 
employee.  Banyan  is  pursuing 
several  new  initiatives  thatwill 


enable  us  to  meet  the  network¬ 
ing  needs  of  our  customers. 
Eugene  Lee 

Vice  president  of  marketing 
Banyan  Systems,  Inc. 
Westborough,  Mass. 


T  e  I  e  t  o  o  n  s 


vJe  offer  a  revolutionary  concept  in  the 
field  of  electronic  commerce,.  Jud  dick 
here  to  charge,  to  your  Visa.  Click  down 
here  to  buy  and  sell  junk  Bonds... . 
£nd  dick  here  to  -Pile 
for  bankruptcy. 
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30-day  money  back 
guarantee. 

Unlimited  private  calls 


DIGITAL 


CELLULAR 


MESSAG I NG 
AND 
NSTANT 
CONFERENCING 
N  A  SINGLE 


Nextel  introduces  more 


than  just  talk.  Our 


integrated  wireless 


network  lets  you  make 


a  call,  receive  a  page, 


check  your  voice  mail  or 


hold  an  instant  meeting 


with  one  or  a  hundred 


people  at  the  push 


of  a  button.  (It's  called 


Instant  Conferencing.) 


For  more  information 


call  us  or  your 


Nextel  authorized 


PHONE. 


representative  or  agent. 


800  NEXTEL9 


lot  otfffj 
with  sTO 

says 

CanactW 
Practiefl 
handcil 
jkeep  eti 


Feature 


training  and  provides  time  for  employees 
to  practice  the  new  skills  they  are  learn¬ 
ing.  “Once  they  become  experts  in  the 
technology,  we’ll  pay  the  bonus  the  mar¬ 
ket  demands,’’  he  says. 

The  incentive  bonus  is  paid  in  two 
installments,  six  months  apart,  ensuring 
that  the  person  hangs  around  at  least  that 
long. “This  is  outside  of  the  salary  struc¬ 
ture.  We  don’t  adjust  the  base  salary,” 
notes  Joann  Verclerese,  Prudential’s 
director  of  compensation. 

In  1995,  the  first  year  of  the  program, 
Prudential  paid  Emerging  Technology 
bonuses  to  about  330  employees.  As  of 
press  time,  Steinberg  was  expecting  even 
more  to  qualify  for  1996  bonuses. 

Prudential  won’t  disclose  the  size  of  its 
bonuses,  other  than  to  say  they  generally 
amount  to  several  thousand  dollars.  But 
consultants  suggest  a  meaningful  incen¬ 
tive  needs  to  be  $5,000  to  $10,000,  or 


Other  types  of  creative  incentives 

Competitive  salaries  and  extensive  training  programs  are  only  two  ways  to 
attract  and  retain  good  people. 

Another  is  a  cash  signing  bonus.  Typically  running  between  $2,000  and 
$5,000,  this  onetime  sweetener  may  help  you  land  an  employee,  but  it  won’t 
do  much  for  helping  you  keep  them. 

But  incentive-based  compensation  can,  according  to  Michael  Babin,  general 
manager  at  Austin,  Texas-based  CSW  Communications,  a  subsidiary  of  the  electric 
utility  holding  company  Central  and  Southwest  Services,  Inc.  At  his  company, 
employees  can  earn  a  maximum  of  about  10%  of  salary  in  incendve  compensation, 
based  on  a  series  of  quantitative  and  subjective  performance  measurements. 

Flexible  hours  is  another  widely  used  incentive.  “Give  me  a  good  40-hour  week, 
and  I  don’t  care  howyou  put  it  in,”  says  Bard  White,  chief  information  officer  and 
worldwide  director  atSpalding  Sports  Worldwide  in  Chicopee,  Mass. 

The  opportunity  to  moonlight  is  especially  popular  with  network  administra¬ 
tors  and  Internet/intranet  people.  “A  good  network  person  can  pick  up  some  seri¬ 
ous  money  doing  a  few  projects  on  the  side,”  says  Ron  May,  president  of  Specific 
Recruiting,  Inc.,  a  technical  skills  recruiting  firm  in  Chicago.  And  they  appreciate 
it  if  they  don '  t  have  to  sneak  around  behind  the  company’s  back  to  do  it. 

Stock  options  are  a  potentially  valuable  incentive  at  young,  fast-growingfirms. 
Once  reserved  for  managers  of  fast-track  start-ups,  top-notch  technical  people  are 
now  increasingly  offered  options.  The  idea  is  you  work  for  a  lower  weekly  paycheck 
in  return  for  a  stake  in  the  future  payout  when  the  company  goes  public  or  gets 
acquired. 

— Alan  Radding 


Training  incentive  programs  take  one 
I  of  two  forms  —  carrot  or  stick  —  explains 
!  Glenn  James,  paruier  at  Deloitte  &  Tou- 
j  che  Consulting  Group  in  Atlanta. 
“Where  demand  for  a  skill  is  high,  the 
company  will  train  people  if  they  make  a 
commitment  to  stay  for  a  certain  period  of 
time,”  he  explains.  If  they  don’t  stay,  they 
have  to  pay  back  part  of  the  agreed-upon 
value  of  the  training  —  that’s  the  stick 
approach.  The  carrot  approach  pushes 
payment  of  the  incentive  into  the  future, 

i  1 

requiring  that  the  employee  who  received 
advanced  training  wall  still  be  there  to 
receive  the  reward. 

Prudential’s  Technology  Market  Sup¬ 
plement  Program  follows  the  carrot 
approach.  Under  the  program,  individ¬ 
uals  who  achieve  a  specified  level  of 
competency  in  one  of  the  targeted  tech¬ 
nologies  are  awarded  a  bonus,  Steinberg 
explains.  The  firm  also  foots  the  bill  for 


about  1 0%  of  an  employee’s  salary. 

The  potential  gotcha  in  programs  like 
this,  according  to  Harts,  is  determining 
when  someone  achieves  the  necessary 
level  of  competency.  Unlike  programs  in 
which  a  company  pays  an  employee  for 
earning  certification  from  a  third  party  as 
proof  of  skill  level  —  such  as  Certified 
Novell  Engineer  status  —  the  Prudential 
program  is  much  more  vague  about  when 
someone  has  demonstrated  expertise. 

“These  kinds  of  programs  are  always 
subjective,  which  is  a  problem,”  Harts 
says.  “But  they  work  best  if  half  or  more  of 
the  criteria  are  quantitative.”  Where  the 
criteria  are  soft,  and  therefore  open  to 
interpretation,  they  should  be  fully 
explained. 

Subjectivity  doesn’t  appear  to  be  a  con¬ 
cern  for  Prudential  management.  “We  try 
to  avoid  setting  up  too  much  criteria,” 
Steinberg  asserts.  Each  business  group 
submits  to  IS  the  names  of  people  it  deter¬ 
mines  are  making  significant  contribu¬ 
tions  using  various  technologies.  “The 
business  groups  know  if  the  person  is  criti¬ 
cal,”  he  says.  A  centralized  IS  department 
has  to  concur. 

Business  group  managers  also  work 
with  IS  to  decide  which  skills  will  be 
rewarded  under  the  bonus  plan  in  the 
coming  year.  “We  work  with  the  business 
groups  to  identify  their  strategic  needs,” 
Steinberg  explains. 

This  kind  of  constant  evolution  keeps 
the  incentives  from  evolving  into 
expected  entitlements,  Harts  says.  “By 
reviewing  the  plan  each  year  and  keeping 
it  tied  to  business  goals  that  may  change, 
you  communicate  that  you  will  reward  dif¬ 
ferent  skills  and  behaviors, 
and  the  incentives  may 
change.” 

Employees,  however, 
would  like  more  specifics. 

“In  my  case,  I  knew  what 
management  was  plan¬ 
ning,  but  in  general  there 
need  to  be  more  proce¬ 
dures  in  place  so  people 
know  who  is  eligible  and 
what  the  specific  bonus  will 
be,”  says  a  Windows  NT 
expert  who  received  the 
bonus  in  the  first  year  of 
the  program. 

That  said,  the  seven- 
year  Prudential  IS  veteran 
agrees  the  program  is  a  step  in  the  right 
direction.  “The  program  has  been  satisfy¬ 
ing  from  my  standpoint  because  it  shows 
that  Prudential  is  starting  to  address  the 
problem  of  compensating  employees  who 
have  highly  marketable  skills,”  the  NT 
expert  says.  The  program  proved  to  be  a 
boon  for  her,  adding  a  sizable  kick  to  her 
1996  income.  But  there  is  no  guarantee 
she  will  get  a  similar  incentive  again, 
although  nothing  in  the  rules  precludes 
that  possibility. 

Although  she  has  not  been 
approached  by  headhunters  —  and  Pru¬ 
dential  insisted  she  remain  anonymous 
for  this  article  in  hopes  that  remains  the 
case  —  she  knows  others  at  Prudendal 
who  have.  “I  am  well  aware  that  Windows 


HOT  SKILLS 

Which  skills  are  in  high  demand?  We  checked  the 
number  of  job  openings  requiring  skills  Prudential 
Insurance  deemed  most  important  that  were  posted 
in  Usenet  forums,  just  one  of  many  places  on  the 
Internet  where  IS  jobs  are  posted. 


Skill 

Postings 

(as  of  11/26/96) 

Internet/intranet 

88,015 

Unix 

86,948 

C++ 

16,381 

Windows  NT 

9,693 _ 

Lotus  Notes 

2,726 

Smalltalk 

992 

Data  warehousing* 

652 

Computer-telephone  integration 

161 

*There  were  many  more  postings  for  various  specific 
DBMS  skills. 

NT  is  a  hot  technology,”  she  says. 

Ultimately,  she  hopes  the  incentive 
program  represents  an  interim  step  until 
the  company  permanendy  revises  its  sal¬ 
ary  structure  to  match  industry  compen¬ 
sation  for  individuals  trained  in 
high-demand  technologies.  That,  how¬ 
ever,  is  not  likely  to  happen  given  that 
avoiding  salary  restructuring  is  one  of  the 
program’s  goals. 


A  rare  bird 

In  an  informal  survey  of  compensation 
consultants,  IS  recruiters  and  IS  hiring 
managers  around  the  country,  Network 
World  found  the  Prudential  program  rare 
and,  to  some,  controversial.  “I  have  heard 
of  similar  programs  designed  to  raise  skill 
levels  of  employees,  but  they  certainly  are 
not  commonplace,”  says  Frank  Schoff, 
president  of  Management 
Recruiters  in  Cedar  Moun¬ 
tain,  N.C. 

While  advanced  skills 
training  represents  a  pow¬ 
erful  employment  incen¬ 
tive,  analysts  say  programs 
such  as  Prudential’s 
address  two  weaknesses  in 

CO 

conventional  training  ini- 
|  datives. 

First,  when  employees 
UPS  likes  to  promote  from  within,  says  come  back  from  training, 

Philip  Frey  er,  which  translates  into  they  often  don’t  apply 
lots  of  training.  Although  there  are  no  what  diey’ve  learned.  As  a 
formal  incentives,  ‘  ‘training  is  part  of  result,  they  soon  lose  the 
the  review  process.  ”  new  skills,  squandering  the 

value  of  the  training. 
“Here  you  have  a  real  inducement  to  add 
to  your  skill  base,”  Schoff  says. 

The  second  problem  is  having  newly 
trained  people  wooed  away  by  other  com¬ 
panies.  “Now  you’ve  got  people  who  may 
be  worth  thousands  of  dollars  more  on 
the  open  market  than  they  are  being  paid. 
This  closes  the  gap,”  Specific  Recruiting’s 
May  says. 

Some  managers,  however,  are 
incensed  at  the  prospect  that  their  com¬ 
panies  wovdd  have  to  provide  extra  incen¬ 
tives,  even  in  a  highly  competidve  job 
market,  when  they  are  already  helping 
employees  enhance  their  skills.  “I 
wouldn’t  hire  people  who  didn’t  want  to 
learn  and  stay  with  us,”  insists  Bard  White, 
chief  information  officer  and  worldwide 
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director  at  Spalding  Sports  Worldwide,  a 
Chicopee,  Mass.-based  sporting  goods 
manufacturer. 

White  guarantees  every  IS  employee  as 
many  as  three  weeks  of  technical  training 
each  year.  Currendy,  Spalding  is  building 
up  its  Internet  know-how  through  train¬ 
ing  and  skills  transfer  programs  that  take 
advantage  of  outside  experts  brought  in 
for  short-term  assignments.  As  a  result,  he 
boasts  of  virtually  no  turnover. 

OUTSOURCING  IS  NO  FACTOR 

In  September,  Prudential  Insurance 
signed  a  five-year,  $340  million  out¬ 
sourcing  deal  to  have  IBM’s  Integrated 
Systems  Solutions  Corp.  run  mainframe 
data  centers.  The  agreement,  which 
covers  legacy  systems,  will  have  little 
effect  on  Prudential’s  Emerging 
Technology  Market  Supplement 
Program.  “We  don’t  intend  to  make  any 
significant  changes,”  says  Steven 
Steinberg,  vice  president  of  distributed 
computing  networks  for  the  company. 


“Salary  is  not  always  the  highest  rated 
factor  when  people  change  jobs,”  notes 
Deloitte  &  Touche’s  James.  While  salary 
never  drops  below  third,  factors  such  as 
job  security  and  opportunity  for  training 
and  promotion  also  rank  high.  “Ten 
thousand  dollars  one  way  or  another 
won’t  mean  much  if  you  are  likely  to  lose 
yourjob,”  he  suggests. 

The  availability  of  training,  as  opposed 
to  financial  incentives  linked  to  training, 
can  be  a  powerful  factor  in  attracting  and 
retaining  technical  people,  insists  May. 
Because  technologies  constantly  change, 
the  opportunity  to  be  continuously  ex¬ 
posed  to  and  trained  in  new  technologies 
is  a  real  source  of  long-term  career  value. 

That’s  how  Mitch  Hadley,  vice  presi¬ 
dent  of  strategic  technology  at  Nations¬ 
Bank  in  Charlotte,  N.C.,  sees  it.  “Training 
is  like  food,”  he  says.  “You  give  people 
some,  but  they  keep  needing  to  come 
backformore.” 

At  United  Parcel  Service  of  America, 
Inc.,  based  in  Atlanta,  the  prevailing  phi- 


See  how  your  company’s  salary  structure  stacks 
up  by  checking  out  salary  surveys  from: 

•  Matrix,  a  high-tech 
placement  firm. 

•  Source  EDP,  another 
high-tech  recruiter.  This 
firm’s  site  also  Includes 
info  on  career  planning, 
development  and  case 
studies. 

•  The  1996  Network  World/  Deloitte  &  Touche 
Salary  Survey. 

If  you  want  to  risk  serious  depression,  take  a  look 
at  the  San  Jose  Mercury  News  annual  survey  of 
Silicon  Valley  executive  compensation.  Do  your 
vendors  deserve  to  make  this  much?  Enter  the 
number  above  in  the  DocFinder  box  on  the 
home  page. 

http://www.nwfus.ion. com 


losophy  is  to  promote  from  within  when¬ 
ever  possible,  according  to  Philip  Freyer, 
manager  of  domestic  architecture  and 
design.  This  translates  into  extensive 
training  —  although  no  formal  financial 
incentives  are  tied  to  training. 

‘  ‘Training  is  part  of  the  review  process, 
and  different  managers  weigh  it  differ¬ 
ently  in  the  overall  review  decision,” 


Freyer  says.  Progress  along  a  training  plan 
can  result  in  a  more  positive  review  and, 
ultimately,  promotion  and  increased  pay. 

Although  rare  now,  initiatives  such  as 
Prudential’s  Emerging  Technology  Mar¬ 
ket  Supplement  Program  are  likely  to 
become  more  common.  “There  is  a 
dearth  of  people  with  good  technical 
skills,  so  companies  have  to  enhance  the 


skills  of  the  people  they  already  have  and 
then  keep  them,”  Schoff  says.  For  techni¬ 
cal  people,  this  holds  the  promise  of  more 
training  and  more  money.  That’s  like  hav¬ 
ing  your  cake  and  eating  it,  too. 

Radding  is  a  freelance  writer  in  Newton, 
Mass.,  who  specializes  in  technology.  He  can 
be  reached  at  aradding@ioorld.std.  com. 
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Briefs 


#*  Monarch  Bay  Software, 
Inc.  is  shipping  a  new  version  of 

its  Help  Desk  Handbook.  The 

book  is  written  for  those  new  to 
operating  a  help  desk,  but  even 
veterans  can  benefit  from  infor¬ 
mation  about  downsizing,  out¬ 
sourcing  options,  knowledge 
bases  and  query  languages. 

The  book  can  be  downloaded 
free  (helpbook.zip ) from  Mon¬ 
arch’s  Web  site  ( wumhelptrac. 
com ).  It  is  also  bundled  at  no 
charge  with  the  free  demo  of  Mon¬ 
arch’s  HelpTrac for  Windows  5. 0 
help  desk  software. 

Monarch:  (713)  450-2800. 

■  Gartner  Group,  Inc.  has 

purchased  40%  of  Fox  Indus¬ 
tries,  Inc.,  an  Internet  content 
provider  of  business  and  interac¬ 
tive  training  systems.  Gartner 
said  the  move  affirms  its  com¬ 
mitment  to  further  develop  its 
interactive  capabilities. 

Gartner:  ( 203)  964-0096. 

■  DKSystems,  Inc.  this 
month  will  release  OnT rack- 
ATM.Net  software  that  training 
managers  can  use  to  create 
online  training  information.  It 
is  an  add-on  module  for  DKSys¬ 
tems  OnTrack for  Training  4. 1 
software.  Pricing  is  tentatively 
set  at  $8,995 for five  concurrent 
connections. 

DKSystems:  ( 800)  892-5332. 


Score  one  for  the  taxpayer:  IRS  assumes 
burden  of  proof  in  contractor  disputes 

New  law  makes  it  easier for  you  to  defend  hiring  of  independent  contractors  vs.  employees. 


By  Loretta  Prencipe 

The  Internal  Revenue  Service 
is  giving  a  break  to  anyone  taken 
to  task  for  classifying  workers 
as  independent  contractors  in¬ 
stead  of  employees.  Under  a  rule 
that  went  into  effect 
Jan.  1,  the  IRS  must 
prove  you  improp¬ 
erly  classified  some¬ 
one  as  an  indepen¬ 
dent  contractor  to 
avoid  payroll  taxes. 

Previously,  you 
were  responsible  for 
showing  an  inde¬ 
pendent  contractor 
passed  a  20-point  test 
and  could  legiti¬ 
mately  be  classified 
as  such.  The  IRS 
merely  had  to  chal¬ 
lenge  your  decision, 
and  you  had  to  jump 
through  complicat¬ 
ed  legal  hoops  to 
make  your  case  — 
often  without  know¬ 
ing  why  the  IRS  believed  you 
were  off  base.  More  often  than 
not,  the  IRS  prevailed. 

Now  the  IRS  must  lay  out  its 
case  first.  This  can  save  you 
untold  time  and  money  because 
you  know  up  front  exactly  what 
points  you’re  being  challenged 


on.  You  can  then  build  your 
defense  more  quickly.  Sure,  the 
IRS  auditor  may  not  buy  your 
case  and  require  you  to  pay  back 
taxes,  penalties  and  interest.  But 
you  can  appeal  the  decision  to 
higher  IRS  authori¬ 
ties  and,  eventually, 
tax  court. 

The  rule  change 
only  affects  the 
auditing  procedures 
of  the  IRS,  not  your 
initial  classification 
of  workers  or  the 
need  to  keep  proper 
records.  Yet  the 
change  is  an  impor¬ 
tant  one  when  you 
consider  the  IRS  is 
expected  to  con¬ 
tinue  aggressively 
auditing  businesses 
on  the  employee 
classification  issue. 

The  IRS  has  seen 
a  lot  of  managers 
bend  to  mounting 
pressures  to  classify  workers  as 
independent  contractors,  free¬ 
lancers  or  consultants.  That  pres¬ 
sure  can  come  from  managers 
who  want  to  hire  more  workers 
on  a  per-project  basis  but  avoid 
the  costly  overhead  of  paying 
taxes,  benefits  and  insurance. 


Likewise,  many  potential 
employees  willing  to  work  on  a 
per-project  basis  are  pressuring 
managers  to  classify  them  as 
independent  contractors  so  they 
can  reap  their  own  set  of  tax 
benefits. 

While  the  rule  change  bene¬ 
fits  you  when  you’re  audited,  the 
trick  is  to  avoid  an  audit  in  the 
first  place. 

A  key  point  to  remember  is 
that  you  only  have  control  over 
the  end  result  of  an  independent 
contractor’s  work,  not  how  the 
workgetsdone.  “Ifyoutell some¬ 
one  not  only  what  the  end  prod¬ 
uct  should  be  but  also  how  to 
reach  that  result,  then  you  have 
hired  an  employee,”  says  David 
Oblong,  a  partner  in  Albo  and 
Oblong,  LLP,  a  law  firm  in 
Springfield,  Va. 

You  don’t  even  have  to  exer¬ 
cise  control  over  someone  to 
have  that  person  deemed  an 
employee,  according  to  the  IRS. 
Merely  having  the  right  to  con¬ 
trol  the  worker  is  enough  for 
someone  to  be  awarded  em¬ 
ployee  status. 

Keeping  that  in  mind,  here 
are  some  tips  for  making  sure 
you  don’t  run  afoul  of  IRS  rules 
when  classifying  someone  as  an 
independent  contractor. 


GET  THE  RULES 

The  IRS  can  send 
you  a  document  that 
lists  20  points  to 
help  you  determine 
whether  you  can 
classify  someone  as 
an  independent 
contractor.  Call 
(800)  829-3676  and 
ask  for  publication 
15-A,  which  also 
includes  other  rules 
to  follow. 


•  Don’t  give  an  independent 
contractor  instructions  on  when, 
where  or  how  to  work.  If  you 
must,  do  so  only  in  general  and 
keep  instructions  to  a  minimum. 

•  Don’t  pay  to  train  an  indepen¬ 
dent  contractor.  You’ve  hired 
this  person  as  an  expert.  Addi¬ 
tional  training  should  not  be 
necessary. 

•  Don’t  hire,  supervise  or  pay  a 
contractor’s  assistants. 

•  Don’t  pay  separately  for  the 
contractor’s  business  or  travel 
expenses.  Instead,  these  costs 
should  be  built  into  the  contract. 

•  Don’t  restrict  the  contractor  to 
working  only  for  you.  However, 
take  steps  to  protect  your  propri¬ 
etary  secrets. 

•  Require  the  contractor  to 
maintain  a  business  address  that 
is  separate  from  yours,  especially 
if  you  give  that  person  office 
space  atyoursite. 


Enter  the  numl 
to  the  right  In 
the  DocHnder 
box  on  the 
home  page. 


NetWfi^VIfolfj 


Download  the  IRS  guidelines  for 
classifying  workers  as  independent 
contractors.  Also  check  out  an 
article  that  details  how  the  IRS 
started  taking  action  against 
companies  that  designated  workers 
as  contractors  to  avoid  payroll  taxes. 


CONFERENCE  PLANNING 


CONFERENCE:  Second  Annual  Implementation  Conference 
WHEN:  Jan.  20-25 
WHERE:  San  Diego 

SPONSOR:  The  DataWarehousing  Institute 
CONTACT:  (719)  599-4303 

There  promises  to  be  something  for  experienced  database 
administrators  and  neophytes 
alike  at  this  show,  with  lots  of 
focus  on  case  studies.  Half-day 
sessions  will  expose  you  to  the 
challenges  faced  by  organiza¬ 
tions  such  as  MCI  Communica¬ 
tions  Corp.,  The  Chase 
Manhattan  Corp.,  the  Environ¬ 
mental  Protection  Agency  and 
the  Federal  National  Mortgage 
Association  (Fannie  Mae). 

One-  and  two-day  sessions  are 


scheduled  on  topics  such  as  data  warehouse  planning,  data  mining 
and  business  intelligence.  Data  warehousing  tools  will  be 
addressed  in  three  full-day  workshops. 

Conference  packages  range  in  price  from  $1 ,305  to  $2,235. 

CONFERENCE:  Internet  Expo 
WHEN:  Feb.  17-21 
WHERE:  San  Jose,  Calif. 

SPONSOR:  Digital  Consulting,  Inc. 

CONTACT:  (508)  470-3880 

This  expo  has  three  conferences  that  target  client/server  appli¬ 
cation  development,  intranet  development  tools  and  Internet 
migration.  Web  site  authors,  developers  and  Webmasters  who  use 
Microsoft  Corp.’s  ’Net  tools  can  also  get  training.  Pre-  and  post¬ 
conference  seminars  will  cover  Web  authoring  and  page  design, 
database  integration  and  gathering  competitive  intelligence. 

A  three-day  conference  package  costs  $  1 ,095.  You  can  add  a  sin¬ 
gle  pre-  or  post-conference  seminar  for  $345 . 


Access  more  Info 
about  these  con¬ 
ferences  on 
Network  World 
Fusion. 

Enter  the  number 
above  in  the  DocFInder  box 
on  the  home  page. 


Network  World  Fusion 


•  Have  a  separate  written  con¬ 
tract  for  each  job.  Clarify  in  the 
contract  that  the  contractor  is 
responsible  for  paying  federal 
and  state  taxes. 

•  Get  the  blessings  of  your 
human  resources  director  and 
legal  department  before  classify¬ 
ing  someone  as  an  independent 
contractor. 

With  everything  else  you  have 
to  deal  with,  you  don’t  need 
worker  classification  problems, 
even  if  the  burden  of  proof  is 
nowwith  the  IRS. 

Prencipe  is  an  attorney  in 
Springfield,  Va.,  who  prefers  the 
gentler  art  of  freelance  writing  on 
legal  and  employment  topics.  She 
can  be  reached  at  (703)  321-8939  or 
LWPrencipe@aol.  com. 
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SOFTWARE  ENGINEER— 
Will  be  responsible  for 
analysis,  design,  testing  &: 
implementation  of  telecom¬ 
munications  applications 
utilizing  communications 
protocol  mechanisms.  Appli¬ 
cations  require  high-level 
hierarchical  design  using 
object  model  design  strate¬ 
gics.  Fourth  generation  lan¬ 
guages  such  as  C  &  C++  and 
graphical  user  interfaces 
(GUI  languages)  will  be  used 
to  program  the  applications. 
Main  platforms  will  be 
UNIX  &  Oracle  database 
systems.  Query  languages 
such  as  SQLDBA  & 
SQLPLUS  will  be  used  to 
extract  and  format  results. 
Application  interfaces  will 
be  written  in  the  C  &  C++ 
languages.  Requires  B.S. 
Computer  Science  &c  3  yrs. 
exp.  in  computer  field  to 
include  UNIX  System  and 
User  Admin,  skills  or  M.S. 
Computer  Science  &  1  yr 
exp.  In  computer  field 
including  UNIX  System 
User  Admin,  skills.  Must  be 
able  to  prove  via  hands-on 
demonstration,  ability  to  uti¬ 
lize  C,  C++  and  X/Motif 
GUI  languages  as  well  as 
TCP/IP  (communications 
protocol)  abilities.  Hrs:  8 
a.m.  -  5  p.m.  M-F,  Salary: 
$45,192  per  yr.  Apply  to  the 
nearest  Job  Services  Office 
or  submit  a  resume  to  Job 
Service,  742-F  East  Chatham 
St.,  Cary,  NC  27511. 
Resumes  must  include  social 
security  number.  When 
applying,  refer  to  Job  Order 
#NC5760645  and  DOT 
code  030.062-010. 


Job  Title:  System  Analyst 
Total  hours  per  week:  40 
Work  Schedule:  9:00  am  to  5:00  pm 
Salary:  $26,000.00 

Minimum  Education/Training/Experi¬ 
ence:  Bachelor  Degree  with  major 
field  of  study  in  Computer  Science 

Duties:  Study  existing  information 
processing  systems  to  evaluate  effec¬ 
tiveness  and  develop  new  systems  to 
improve  workflow  as  required.  Direct 
Computer  Programmer  on  resolution 
of  work  problems  related  to  project 
specifications  and  programming.  Ana¬ 
lyze  current  operational  procedures, 
identify  problems,  learn  specific  input 
and  output  requirements,  such  as 
forms  of  data  input,  how  data  is  sum¬ 
marized,  and  formats  for  reports. 
Develop  and  coordinate  work  of  oth¬ 
ers  to  develop,  test,  install  and  modify 
programs.  Use  C  programs  and  algo¬ 
rithms  used  to  write  new  functions 
and  code  to  be  integrated  into  the  pre¬ 
sent  system.  Consummate  and  travel 
to  user  sites  to  ascertain  their  require¬ 
ments  and  train  others  in  its  use; 
design  new  applications  and  keep 
accurate  documentation  required  to 
provide  management  with  reports. 

Application  procedure:  Send  resumes 
with  social  security  numbers  to: 
Indiana  Department  of  Workforce 
Development,  10  N  Senate  Ave,  Indi¬ 
anapolis,  IN  46204-2277,  Attention: 
Sean  Blancaneaux.  Include  ID  # 
3450363  on  all  correspondence. 


THE  BEARDSLEY  CROUP 

SPECIALISTS  IN 
INTERNETWORKING 
RECRUITING 


We  are  your  source  for  jobs! 


*  System  Engineering 

*  Network  Consulting 

*  Contract  Positions 

*  Network  Analyst 

*  SALES  internetworking 

Set  our  complete  listing  of  lobs  at: 
http://www.beardsleygroup.com 
or  contact  us  at: 

Tel  203  944  0050/Fax  203  944  0052 
Email  jobs@beardsleygroup.com 


Director  of  Network  Services. 
Apply  knowledge  in  dbase  man¬ 
agement  system,  design  dbases, 
specify  user  access  level  for  each 
segment  and  data  items  analyze 
data  processing  requirement  to 
plan  design  and  implement  sys¬ 
tems  to  meet  required  workload 
connectivity  and  fault  tolerance. 
Implement  network  management 
system  to  monitor  and  trou¬ 
bleshoot  data  communication 
lines  and  resolve  problems  on 
physical  and  logical  level.  Con¬ 
sult  with  project  manager  to 
obtain  information  on  existing  or 
new  systems  to  be  implemented 
and  reengineer  or  propose  a  new 
network  design  to  boost  perfor¬ 
mance  and  reliability.  Recruit,  hire 
train,  and  supervise  network  spe¬ 
cialists.  Manage  customer  sup¬ 
port  and  services.  Supervise  and 
coordinate  activities  of  two 
workers,  establish  work  priorities 
and  evaluate  cost  and  time 
requirements.  Participate  in  mar¬ 
keting  and  sales  processes  and 
develop  business  plans  in  order 
to  improve  the  professional 
image  of  the  company  and 
increase  customer  awareness  to 
product  and  services  provided. 
B.S.  in  Computer  Information  Sys¬ 
tems  required;  two  years  experi¬ 
ence  in  job  offered  or  as  Network 
Specialist  required  Experience 
and/or  education  must  include 
multiple  networking  technologies 
and  systems  (design  and  imple¬ 
mentation  of  local  and  wide  area 
networks).  UNIX  and  database 
management  systems  including 
Clarion,  SQL  and  programming 
Languages  PASCAL,  C  and  Cobal. 
40  hours/week;  8:00  a.m.  to  5:00 
p.m.  Salary  is  $42,000  per  year. 
Send  resume  to  Colleen  Milam, 
4525  Saguaro  Trail,  Indianapolis, 
Indiana,  46268. 


Software  Consultant.  Design, 
develop,  test  &  implement 
telecommunication  applica¬ 
tions  for  clients  using  the 
IBM3090  &  ES9000  systems 
with  VS  COBOL  II,  VSAM  & 
DB2  utilities;  develop  Carrier 
Access  Billing  Systems  to  sup¬ 
port  information  from  remote 
locations  relating  to  customer 
equipment  usage,  billing,  & 
payments;  develop  new  pro¬ 
grams  &C  systems  to  maintain 
local  competition  changes,  test 
with  COMPAREX,  debug  with 
Xpediter  &:  TSO,  create  test 
date  modules  with  FILEAID, 
create  JCL’s  for  batch  applica¬ 
tion  execution,  solve  ticket 
problems  through  programs 
analysis,  code  &  rewrite  com¬ 
plex  VS  COBAL  II  &  VSAM 
programs  for  minimizing  main¬ 
tenance  &C  system  failures,  creat 
reports  with  ReportWriter, 
write  manuals  rearrange  data 
and  create  new  database  files 
with  VSAM  &  SYNCSORT 
utilities;  reengineer  mainframes 
to  support  applications  &c  con¬ 
versions  from  old  systems  to 
IBM  environment;  provide 
technical  support  to  users. 
$41,212/yr.  40  hrs/wk.  B.S.  or 
equivalent  in  Computer  Sc.  or 
Computer  Eng.  or  Mathematics 
or  Industrial  Eng.  2  yrs.  exp. 
req’d  in  job  offered  or  2  yrs. 
related  exp.  as  Systems  Analyst, 
Programmer  Analyst  or  Sys¬ 
tems  Consultant  to  include  use 
of  IBM  3090  &  ES9000  Sys¬ 
tems,  VS  COBAL  U,  VSAM, 
DB2,  COMPAREX,  Xpediter, 
TSO,  FILEAID,  JCL, 
ReportWriter  &  SYCSORT. 
Will  work  at  unanticipated 
locations  throughout  the  U.S. 
Submit  resume  or  apply  in 
person  to  the  GA  Dept,  of 
Labor,  1535  Atkinson  Rd., 
Lawrenceville,  GA  30243-5601 
or  the  nearest  Dept,  of  Labor 
Field  Service  Office.  Job  Order 
GA#6049392 


For  More  Information 
on  Advertising 
in  Networking  Careers 

Contact  Pam  Valentinas 

1-800-622-1108 


0.  Come  join  us 
^  in  sunny 
Florida 


DBA 
Systems, 
Inc.  located  in 
Melbourne,  FLtlie 
Harbor  City,  only  min¬ 
utes  from  the  beach,  is  a  high 
tech  company  focused  on  imag¬ 
ing  technologies  for  commercial,  defense  and  medical 
applications.  We  have  the  following  openings: 


Network  Engineer 

BSEE  or  BSCS;  design,  implement,  monitor,  and  tune 
Ethemet/FDDI/ATM  LANs  based  on  customer  and  de¬ 
rived  requirements;  Document  automated  and  manual 
network  operating  procedures,  train  managers  and  support 
software/hardware  development;  Experience  with  network 
management,  protocol  analysis,  and  TCP/IP.  Knowledge 
of  CABLETRON  SPECTRUM,  UNIX  administration  and 
ATM  is  highly  desirable. 


R&D  Associates/Engineers 

Master's  degree  (Ph.D.  preferred)  in  Engineering,  Techni¬ 
cal,  or  Scientific  fields.  Experience  in  corporate-wide  re¬ 
search  and  development  program  working  within  schedules, 
budgets,  manpower,  and  equipment  requirements  for  the 
R&D  program.  Background  in  securing  funding  in  the  form 
of  SBIRs  and  grants  to  assist  in  financing  of  R&D  projects. 

We  are  especially  interested  in  engineers  with  current/ 
recent  EBI/SBI/SSBI.  DBA  offers  competitive  salaries 
and  comprehensive  benefits.  Visit  our  web  page  @  dba- 
sys.com.  For  consideration  submit  your  resume  to: 


(qIdq)  DBA  Systems ,  Inc . 


Mail:  Professional  Staffing  @  address  below 
Fax:  Professional  Staffing  @  407-676-2833 
E-mail:  personncl@dba-sys.com 

P.O.  Drawer  550 
Melbourne,  Florida  32902-0550 

Equal  Opportunity  Employer/DFW*  U.S.  Citizenship  Required 


!  PRODUCT  MANAGER 

PRI/TI  PRODUCTS 


I 


ADTRAN,  a  rapidly  growing  telecommunications  and  data 
communications  equipment  manufacturer,  is  currently  seeking 
a  Product  Manager  at  our  corporate  headquarters  located  in 
Huntsville,  Alabama. 


i 

« 

1 

i 


Qualifications: 

•  BS  in  Engineering  with  a  minimum  of  5  years'  experience  In 
Telecommunications 

■  In-depth  knowledge  of  Domestic  Telephone  Network  preferred 

•  Strong  background  in  Networking  Protocols  preferred 

•  Knowledge  of  statistical  techniques 

■  Excellent  verbal  and  written  communication  skills 


Responsibilities: 


Assume  product  management  responsibility  for  ADTRAN  PRI/TI 
Host  Site  Products 

Generate  new  product  ideas  or  ideas  for  product  enhancements 
Create/recommend  product  marketing  strategies 
Create  sales  collateral  and  articles  on  products/technologies 
Interface  with  engineering  as  product  development  monitor 
Support  direct  and  distribution  sales  activities 


Our  Huntsville,  AL,  location  offers  a  myriad  of  cultural  and 
recreational  activities,  a  low  cost  of  living,  and  excellent  schools 
and  universities.  ADTRAN  offers  a  competitive  salary,  excellent 
benefits  package,  and  an  environment  for  individual  growth 
opportunities.  For  confidential  consideration,  please  forward 
resume  to:  ADTRAN,  Human  Resources,  Dept.  NET0106, 
901  Explorer  Blvd.,  Huntsville,  AL  35806.  ADTRAN  is  an 
Equal  Opportunity  Employer. 


DON’T  MISS  THESE  GREAT  ADVERTISING  OPPORTUNITIES  IN 

“  *5?  , 

January/February 

ISSUE 

SPECIAL 

FEATURE 

SPACE 

CLOSE 

1/20/97 

ComNet  Show  Planning  Guide 

Special  Focus:  Banyan  Vines 

1/8/97 

1/27/97 

Special  Section:  Security;  Special  Focus:  Firewalls 

1/15/97 

2/3/97 

Buyers’  Guide:  Firewalls;  Special  Focus:  Virtual  Private  Networks 
BONUS  DISTRIBUTION  at  COMNET,  Washington,  D.C. 

ComNet  Career  Fair 

1/22/97 

2/10/97 

Service  and  Support  Survey;  Special  Focus:  Firewalls 

1/29/97 

For  more  information  or  to  place  an  advertisement, 
please  call  Pam  Valentinas  at  1-800-622-1108. 

mmitmt,  i  ■:  #:  ■  ■  mmmm 
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Free  Product  Information 


To  receive  more  information  circle  the  reader  service 
numbers  of  products  that  interest  you. 

Send  this  coupon  to:  Network  World  P.O.  Box  5090, 
Pittsfield,  MA  01203  or  Fax  (413)  637-4343,  or  use  the 
prepaid  card  elsewhere  in  the  issue. 


Expires  4/28/97 
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Reader  Service  No.  218 


Over  2,500  LAN  users  have  chosen 
NetCom3  to  organize  their  networks  and 
maximize  productivity.  Call  today  for  a 
FREE  sample  disk  and 
full  color  brochure. 

_  _  And  ask  about 

«  our  48-Flour 

Quick  Ship  Program! 

1  (800)432 1-EDP  ext.  368 


rfV  2550  West  Midway  Blvd 
engineered  Broomfield,  CO  80020 

(trta  products  (303)465-2800 


* Ip 


NeiComS 


A  product  ot  Engineered  Data  Products.  Inc. 


S'* 

Remind 


you  of 
your 

LAN  site? 


Hook 

up 

with 
Net Com3» 


Trend  Watch 


History  Meter 


BHVIew  -  Synoptics 


Greph.NOKAME.GRf 


Synoptics 


|  Supervisor  |  Protected 


] John  (CenerlcSNMPJ  In  UNTTTLEO 


_  . _ SNMPc  -  SAMPLE2.NPB _ _ 


About...  Agent  Hub  Group 

/ 

JiJ,  I*  -AiAUICM—  iiSi 

■a.**  777J E?  “  i-TZZ 

S3*  1412 

V 

•  Full  RMON  Support 

•  Integrates  with  HP  OpenView 

•  TCP/IP,  Telnet,  TFTP,  BOOTP 

•  WinSNMP/WinSock/DDE  APIs 

•  SNMP,  ICMP,  IPX  Polling 


Castle  Rach 

Computing 


Reader  Service  No.  252 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 


Fax:  408-252-2379 


mmm  I  ■ 


»8Sp??*v;; 


Look, 


3Com's  New  Token  Ring  Switch  Has 
The  Performance  You're  Searching  for 

Dynamic  cut-through  and 
store-and-forward  modes 

Full-source  route 

Transparent  and  SRT  support 

Migration  to  FDDI  and  ATM 

At  a  price  UNMATCHED 
by  any  other  Token  Ring  switch. 


ISuperStack  II  Switch  2000  TR" 


And  with  MAXNET's  expert  network  services  - 
multivendor  design,  installation,  24x7  support, 
and  remote  monitoring  -  your  network  will  KEEP 
performing  long  after  you  make  the  switch. 

Call  1-800-4-MAXNET  for  a  closer  look. 


3Com 


~_.11,  Advanced 
net^||  Sola  lions 


(ffiMAXNET 

V-  communication  systems,  inc. 


vl 996  MAXNET  comunicotion  systems,  inc.  Trademarks  are  Ihe  property  of  their  respective  owners. 

Reader  Service  No.  267 
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No  missing  links  with  Cylink 
Toted  Network  Security  solutions. 


REMOTE  ACCESS 

Secured  Virtual  Offices. 


INTERNET 

Leverage  the 
World  Wide  Web. 


Create  a  Virtual 
Private  Network. 


SECURITY  MANAGEMENT 

Centrally  Controlled  &  Monitored. 


Total  Network  Security  is  more  than  a  firewall.  And  when  you 
manage  an  enterprise  with  several  types  of  networks,  the  security 
system  you  have  for  one  may  be  insufficient  for  another.  You  need  a 
security  solution  that  is  designed  to  manage  every  type  of  network. 

Cylink  understands  your  business  and  security  needs.  Since  1984, 
we’ve  enabled  the  largest  banks,  brokerage  firms,  pharmaceutical 
companies  and  multinational  corporations  to  realize  the  benefits  of 

the  latest  networking 
technologies  by  allowing 
them  to  distribute  infor¬ 
mation  securely  over  any 
type  of  network.  Our 
combined  hardware  and 
software  solutions  are 
transparent,  having  no 
impact  on  users,  applications,  or  network  performance.  Our  reliable 
technical  service  team  makes  it  happen. 


r 

f  . 

Interne  i 

'  1 

L. 

Remote 

Access 


Cylink’s  family  of  security  products 
allows  you  to  implement  the  five  elements 
of  a  corporate  network,  shown  above. 


Imagine  the  possibilities  a  secure 
network  can  deliver: 

•  Access  ATM,  Frame  Relay,  TCP/IP,  X.25,  and 
other  technologies 

•  Enable  customers  to  investigate  your  products 
and  services  electronically 

•  Allow  external  personnel  to  exchange  on-line 
information  with  the  home  office 

•  Share  discreet  technologies  with  strategic  partners 

•  Create  a  more  efficient  network 

We  understand  your  business  and  security  needs.  Let  us 
create  a  comprehensive  security  solution  for  your  network.  Call 
today  or  visit  our  web  site. 


World  Leader  in  Enterprise  Security  Solutions 
and  Wireless  Communications 


Cylink  offers  sales  and  service  through  a  worldwide  network  of  direct  sales  and  business  partners. 

910  Hermosa  Court,  Sunnyvale,  CA  94086  •  Tel:  (408)  735-5800  •  Fax:  (408)  720-8294  •  Fax  on  Demand:  (USA)  800-735-6614  (#290) 

(Int’l)  408-735-6614  (#290)  •  e-mail:  lnfo@cylink.com  http://www.cylink.com 
Cylink  U.K.  Tel:  +44-1256-841919  •  Fax:  +44-1256-24156  •  Cylink  Singapore  Tel:  65-297-6196  •  Fax:  65-297-6195 
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Vte- 

P  Rood 

r  Write 

T  Write 

P  Execute 

P  Execute 

Highlights: 

•  Integrates  seamlessly  into  Windows  95 

•  Mounts  NFS  drives  from  Explorer  or 
Network  Neighborhood 

•  Supports  file  and  record  locking 

•  Allows  central  authentication  with  a  single  server 
running  PCNFSD  for  all  NFS  connectivity 

•  Prints  to  NFS  or  LPD  print  servers 

•  Allows  login  to  all  systems  with  a  single  login 
name  and  password  or  different  login  names 
for  each  system 

•  Allows  single-operation  logout  of  all  systems 
accessed  through  Network  Neighborhood 


Readier 

Resend. 


(8192  Wntesiie:  (8192  _^J 

j£  ^  Timeout  pi” 


Enable 
r  Qisobie 


l»'»  :rJ 


Free 
Evaluation  Copy 
Available  at... 


If  .f  . 

distinct 

408.366.8933 


•  Fine  tunes  performance  parameters 
for  each  server  you  access 

Disttia  b  a  repacral  tradonark  ind  Deirod  NFS  is  iraktiurk  of  Ihe  Distnci  Corporatioo.  Coptighi  19%  DiaiDd  Corporalioo.  12900  Saraiogi  Aioioe,  Saratoga.  (X  95070  Windiws  95  is  regisiered  trulenurk  of  ibe  respedne  corporaiions.  AD  ngbls  resenal  Speafiations  and  leims  are  snbjecl  to  change  wilhoul  notice. 


■  WWW:  http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  networkw@distinct.com 
Fastfacts:  408.366.2101 
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Distinct  IntelliTerm" 

Integrated  Terminal  Emulator  for  DEC  and  IBM®  Systems 


Highlights: 
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Sated  a  IukSm  aad  cfinq  il  ftnm  te  Fimdtoa 
Usibnx  onto  lha  dasirad  hay  on  tha  isyboivd  of  onto 
■ha  mods  (Noon id.  Shift.  Control.  Control ‘Shift)  la  tha 

Currant  Kuy  imx 


_ 


•  TN3270  Emulation-Models  2.3.4  and  5  (for  IBM  Mainframes) 

•  3179G  Vector  Graphics  &  3279S3G 

•  TN5250  (24x80, 27x132)  (for  AS/400) 

•  VT52.  VT100.  VT220.  VT320  &  VT420  emulation 
(for  DEC  and  UNIX  Systems) 


r~{ 


•  Customizable  keyboard  layouts, 
poppads  and  session  profiles 

•  VBA™  Advanced  Scripting  Language 

•  DDE.  HLLAPI,  EHLLAPI,  WinHLLAPI 
and  Visual  Basic™ 

•  Available  for  Windows  3.11.  Windows 
95  and  Windows  NT 


Free 
Evaluation  Copy 
Available  at  ••• 


j*  .f  . 

distinct 


408.366.8933 

-  WWW:  http://www.distinct.com 
Fax:  408.366.0153 

E-mail:  networkw@distinct.com 
Fastfacts:  408.366.2101 
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Reader  Service  No.  273 


AutoBoot  Technology 
in  a  New  Glimmer'  Size! 


Control  up  to  96  file  servers  with  just  1  keyboard, 
monitor  and  mouse 


AutoBoot™  feature  boots  all  computers 
without  user  intervention 

1 .75 "  unit  fits  into  your  computer 
rack  using  a  minimum  of  space 


Push-button  and  keyboard 
controlled  scanning  standard 

Control  all  computers  locally, 
remotely,  or  both 


Supports  all  100%  IBM  compatible  PCs 
and  PS/2  or  serial  mouse;  optional 
Macintosh  and  Sun  support  available 

Rear  peripheral  access  available 


S  L  i 


LINE 


Commander” 

Cybex  Computer  Products  Corporation 
4912  Research  Drive 
Huntsville  Al  35805  USA 

1-800-932-9239  (205)  430-4030  fax 

http://www.cybex.com 


CyBEX 

Computer  products  Corporation 


IBM  is  a  trademark  of  International  Business  Machines  Corporation.  Macintosh  is  a  registered  trademark  of  Apple 
Computer,  Inc.  Sun  is  a  trademark  of  Sun  Microsystems.  The  Inc.  500  logo  is  a  registered  trademark  of  Coldhirsch 
Group.  Cybex,  Commander  and  AutoBoot  are  trademarks  of  Cybex  Computer  Products  Corporation. 

Dealer  Program  Available  Made  in  USA 


Reader  Service  No.  227 


Are  you  spending  too  much  time  with 
too  many  vendors? 

Tron  International,  Inc. 

Being  an  IS  Professional  today  sometimes  requires  you  to  provide  facilities  management 
services  for  your  lab.  Because  network  requirements  can  overwhelm  your  day, 
you  don't  have  time  to  become  a  facilities  expert.  Tron  is  one  vendor 
who  supplies  several  brands,  and  has  the  experience  in  designing 
computer  rooms  to  optimize  your  time  and  effort. 


UPS 

Server  Rack  Systems 

Raised  Floors 

Keyboard  Video  Switches 

DataComm  Frames 


CD  Tower  Systems 

Cabinet  Enclosures 

There  are  more  than  fifteen  manufacturers  of  rack  and 
cabinet  systems,  and  eleven  that  supply  keyboard/ video  switches. 
Each  vendor  promotes  their  own  products  whereas  Tron  can  give 
you  complete  unbiased  comparisons  of  several  products  all  at  once. 
We'll  assist  you  with  designs  that  optimize  the  way  your  lab  works. 


800.808.4672 


24  Hour  QuickQuotes1*1 

Fax  your  Spec's  to  415.525.2707 
E-Mail:  info@tron.com 


-A— fc— t 


INTERNATIONAL,  INC. 
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1 00  Mbps  Fast  Ethernet  and  Ethernet  Switches 


Special  Promotional  Bundle 


Intel  WorkGroup  Solution 

Express  WorkGroup  Switching  Hub  Bundle  gives 
servers  dedicated  1 00Mbps  bandwidth,  moving 
clients  to  1 00Mbps  with  Intel  Hubs  and  Adapters, 
and  a  downlink  module  to  connect  to  existing 
10Mbps  LANs,  The  WorkGroup  Solution  includes: 
One  Intel  Switching  Hub  (ES100TX) 

Three  Intel  Twelve-Port  Stackable  Hub  (EC100TX) 
Thirty  Intel  10/100  32-Bit  PCI  Adapters  (PIIA8465B) 
Two-Port  10/100  Downlink  Module  (EC100DL) 

Cost  for  Bundle  . $10,195  (Expires  1/15/97) 


10/100  Ethernet  Switches 


INTEL 

Express  Switching  Hub,  Five  Switched 
1  OOBase-TX  Ports,  Plus  Two  Slots  for  1 00Mbps  TX/FX 
(ES100TX) . $3,100 


Two-Port  1 0/1 00  Downlink  Module  for  1 0Mbps  LAN 


Connectivity  (EC100DL) . $725 

NBase 

MegaSwitch  II  1 0/1 00  Auto-Sensing  Eight-Port 
Switch  Plus  Two  Slots  for  1  OOBase 
TX/FX/ATM/GigaBit  Modules  (NH2012)  . $6,495 


BAY  NETWORKS 
Bay  Network  Lattis  Switch  System 
Fast  Ethernet  Switching  Hubs 

10/100  Mbps  UTP  Switch,  16  RJ45  Supports 

10/100  Mbps  Ethernet,  Mode  (281 15)  . $6,435 


1 00Mbps  Fiber  Optic  Switching  Hub 


(28104)  . $13,080 

NBASE 

MegaSwitch  1 00  FO 

Five  100Base-FX  Ports  (NH2007FO) . $5,100 


Special  WorkGroup  Switch  Bundle 

This  Bundle  gives  you  Four  (4)  1 00Mbps  switched 
ports  for  servers  and  bandwidth  hungry  clients,  plus 
Six  (6)  1 0Mbps  switched  ports  for  Ethernet  segment 
and  an  option  of  adding  Two  more  TX  or  FX  Port 
Modules.  NBase  WorkGroup  Bundle  includes: 

One  MegaSwitch  1 00  with  Five  1  OOBase-TX 
Ports  (NH2007)  and  a  Six-Port  1  OBase-T 
MegaSwitch  RJ45/AUI  with  One  1  OOBase-TX  Port 
(NH208+ 1 MP)  includes  SNMP  Managenment  and 
Flow  Control  . $6,200 


CISCO  SYSTEMS 

PROStack  EtherSwitch  Stackable  Ethernet  Switch, 
Sixteen  RJ45,Two  Expansion  Slots  for  High-Speed 


Modules,  lOOBase-TX/ATM  (CPW1601A)  . $3,790 

(CPW1601B) . $4,425 

1  OOBase-T  module  for  PROl  6, 1  RJ45 

(CPW100T) . $972 

EtherSwitch  1 200,  Twenty-Five  1  OBase-T  Ports, 

Two  100Base-TX, IK  MAC  (CPW1200)  . $3,695 

EtherSwitch  1 400,  Twenty-Five  1  OBase-T, 

Two  Slots  8K  MAC  (CPW1402) . $5,665 

One-Port  1  OOBase-TX  Module  (CPW1 41 1  -X) . $686 

Eight-Port  100BaseTX  Module  (CPW1418-X)  ..$1,695 

Twelve-Port  10/100  Auto-Sensing  Ports 

Plus  Two  Fixed  100TX  Ports  (CPW2201)  . $12,450 


Five-Port  1 0/1 00  FlexSwitch  With  Five  1 0/1 00 


PCI  Adapters  (DES  3205) . $2,100 

ProFast  Switch  Four  1 0Mbps  Ports  Plus  One 

100Base-TX  Port(DES  2205) . $890 

3COM 

LlnkSwitch  1 000,  Twenty-Four  Switched 
1 0Mbps  Port,  One  1 00  Base-TX  Fast  Port 

(3C16900)  . $3,135 

LinkSwitch  1 000,  Twelve  Switched  1 0Mbps  Ports, 

One  100Base-TX  Fast  Port(3C  16901)  . $2,505 


LinkSwitch  3000,  Five  Switched  Fiber  SC 
1  OOBase-FX  Ports,  One  Switched  copper 


100Base-TX  Port  (3C 16940)  . $7,525 

LinkSwitch  3000,  Eight  Switched 

100Base-TX  Ports  (3C16941) . $5,575 


ASANTE 

Fast  10/100  Bridge,  Integrate  100Mbps  Fast 

Ethernet  to  Existing  10Mbps  Ethernet . $799 

Ready  Switch  Four  1  OBase-T  Ports,  One  1  OOBase-TX 
Port  with  SNMP  . $2,049 


INTEL 


Ether  Express  10/100  PCI  (PIL48465B) 

Single/5PK/20PK . $110/530/1,850 

Ether  Express  PRO/1 00  32-bit  EISA  (EILA8265) . $235 

Ether  Express  1 0/1 00  ISA  Adapter 
(PCLA8560)Single/5PK/20PK . $  1 59/825/2,895 


Intel  Smart  1 00  Nitro  High  Performance  Server 


Adapter(PILA8485) . $715 

3COM 

10/100  PCI  (3C905TX) 

Sing  C/5PK . $135/630/2395 

10/100  EISA  (3C597-TX)Single/5PK . $251/1,228 

COGENT 

PCI  Quartel.Full  Duplex,4RJ45  Ports  (EM400)  ....$1,137 

10/100  PCI  (EM110TX) . $190 

10/1 00  PCI  (EM440) . $1,170 

10/100  ISA  (EMI  10TX)  Single/5PK . $195/924 

D-Link 

Pro-Fast  10/100  PCI  Adapter  (DFE500TX) . $99 

SMC 

10/100  EISA  (SMC9232DST) . $240 

10/100  PCI  (SMC9332DST) . $69/320/1,200 

ASANTE 


10/100  PCI  Adapter  for  PC  and  MAC . $187 


COGENT 


PCI-SC  Connector  (EM  100) . $499 

PCI-ST  Connector  (EM100FX) . $499 

Eight-Port  Fast  FX  Hub  (S-800) .  $3,285 


FDDI  Adapters 


NETWORK  PERIPHERAL 


SAS  PCI  Singlemode  (NP-PCI-S50) . $599 

SAS  PCI  Multimode  (NP-PCI-S10)  . $995 

DAS  PCI  Multimode  (NP-PCI-D10) . $1,360 


100  Base-TX  Fast  Ethernet  Hubs 


INTEL 

Express  Stackable  Hub,  Twelve  1  OOBase-TX  Ports 
Stackable  up  to  Six  Units  (EC  1 00TX)  . $1 ,450 


Hub  Bundle  with  Ten  Adapters  (PILA8465B)  ....$2,467 

NBASE 

1  OOBase-TX  Eight-Port  Hub  (NH 1 08)  . $  1 , 1 00 

Hub  Bundle  NBase  (NH108)  and  Five  Intel 
Adapters  (PILA8465B) . $1,295 


1  OOBase-TX  Twelve-Port  Stackable  Hub 

(NH1012) . $1,425 

D-LINK 

100  Base-TX  Twelve-Port  Hub  (DFE-812TX) . $1,342 

Eight-Port  100Base-TX  Hub  (DFE808TX)  . $565 

ASANTE 

1 00  Base-TX  Twelve-Port  Stackable  Hub . $1 ,545 

BAY  NETWORKS 

Twelve-Port  100Mbps  Hub  (AT2202-001)  ,...$1 ,260 
Hub  Bundle  with  1 00Mbps  Hub  (AT2202-001 ) 
with  Ten  Intel  Adapters  (PILA8465B) . $2,265 

3COM 

100Base-TX  12-Fbrt  Stackable  Hub  (3C250-TX/1)  ....$1,725 


100Base-T4 


Fast  Ethernet  with  CAT  3  UTP  Support 
COGENT 

10/100  PCI  (EM110T4) . $190 

1 2 -Port  Stackable  T4  Hub  (S-l  200) . $1 ,590 


100Mbps  Macintosh 


FARALLON 

Fast  Ether  IX- 1 0/1 00  NuBus  (PN990)  . $328 

Fast  Ether  TX-1 0/1 00  PCI  (PN994) . $240 

ASANTE 

Fast  10/100  NuBus(99-00-364-00) . $299 

ATM 

Efficient  Networks 

1 55,52Mbps  PCI  ATM  Adapter  with  51 2K  Memory 

(ENI- 1 55P-MF-C) . $1,200 

NBASE 

Multimode  to  Singlemode  ATM  Converter,  20KM 
Single  Link  (Node  Attach)  (N420ATMI) . $3,995 


Fibre  Channel  -  The  ATM  Alternative 


ANCOR  COMMUNICATIONS 

Gigabit  Fibre  Channel,  1 .0625  Gigabaud  per  Channel, 

Sixteen-Port  FCS1 062  Fibre  Switch . $46,797 

FCS1 062  PCI  Adapter . $3,273 

E  themet  FDD,  Token  Rbg  LAN  hterfbee  Moddes  Adfcble 


Internet  &  Remote  LAN  Access  Products 


ADTRAN 

T1  DSU/CSU,  V.35  Dte  Nl-24,  T1  and 

Fractional,  B8ZS/AMI,  SF/ESF  Framing  . $1,390 

TSU-T1.1200-.060  LI  Data  Channel  DSU/CSU..,. $995 


ASCEND 

PIpeLlne  25-FX  Four  Users,  POTS,  ISDN  Bridge,  IP/IPX 


Routing,  Compression,  Built-in  NT1 

(1UBRI-RTR-C)  . $1,095 

PIpeLlne  75  Unlit-Users,  POTS,  ISDN  Bridge,  IP/IPX 
Routing,  Compression,  Built-in  NT1 

(1UBRI-ASD-D)  . $1,195 

BAY  NETWORKS 


BayStack  Access  Node  (AN)  Router,  Ethernet,  Two 
Synchronous  Ports,  IP  Access  Suite, 
Qulck2Config.Ver.  1 .1,  Router  Config.  Utiliity  .  $1,995 
BayStack  Access  Node  Hub  (ANH)  Eight-Port 
Ethernet  Hub,  Two  Synchronous  Ports, 

IP  Access  Suite,  Quick2Config.Ver.  1.1,  Router 

Conflg.s  Utility . $2,235 

3COM 

NetBullder  Remote  Office  422,  ISDN  Access 

Super  Stack  Router,  IP  and  IPX  (3C8422) . $2,699 

ACC  SYSTEMS 

Nile  Branch  Office  Bridge/Router  with  IP/IPX, 
AppleTalk,  One  RJ45  LAN  Port,  One  ISDN 

BRI,  One  V.35  Port . $2,445 

BAT 

SU  56K  DDS,  Point  to  Point  or  Multipoint, 

DSU/CSU, V.35  InterFace,  Front  Panel  LEDs . $425 

CISCO  SYSTEMS 

2501 -IP  Router,  One  Ether  Port,  Two  Serial 

Ports,  Dial  on  Demand . Call  For  Prices 

2503-ISDN  IP  Router,  One  Ether  Port,  Two 

Serial  Ports,  ISDN  BRI  Demand  . Call  For  Prices 

251 4-1  IP  One  Serial  Router,  Dual  Ethernet  Ports, 

Dual  Synchronious  Serial  Ports,  Auxilary  Analog 
Serial  Ports . Call  For  Prices 


Ethernet  Network  Adapters 


WEST  HILLS 

ISA  BNC  (ENET16C)  . $32 

ISARJ45  (ENET16T) . $30 


ISA  RJ45/BNC  (ENET16CT)  . $32 

RJ45/BNC/AUI  (HT21 00PCI+PCI) . $60 

RJ45/BNC/AUI  (HT2100VL  VLB)  . $60 


For  SMC,3Com.  and  kitel  Ethernet  Adapters  flease  Cal  Fcr  Pnces 


Hubs 


WEST  HILLS 

Eight-Port  1 0BT  Hub,  BNC  &  AUI  Ports 

(HT08TP)  . $89 

Sixteen-Port  1 0BT  Hub,  BNC  &  AUI  Ports 

(HT16TP) . $178 

Thirty  Two-Port  1  OBase-T  Hub  BNC/AUI  (HT832TP)$356 


AUI  to  TP  . $30 

AUI  to  BNC . $30 

AUI  to  lOBase-FL . $249 

AUI  to  MultiMode  Fiber  (1300nm,5Km) . $449 

AUI  to  SingleMode  Fiber  (1300nm,10Km) . $549 


Fast  Ethernet  Guide 


Switched  and  Fast  Ethernet,  How  It  Works  and  How 


to  Use  It,  The  Only  Book  Dedicated  to  The  Latest  In 


Ethernet  Networking  Technology . $39 

Receive  Your  Free  Copy  With  The  Purchase 
Of  Any  Switch  or  1 00Mbps  Hub 


Visit  Our 
On-Line  Catalog 

at  http:\  ,\vw\v. wcst-hills.com 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


]\  BASE 


North  His  •  Gakom  •  NBase  Swifch 


Bay  Networks 


we»T  nut 

LAM  fYlKMI 

7949  Woodley  Avenue,  Van  Nuys,  CA  91 406 

1-800-FOR-LANS 

1-800-367-5267 

Technical  Support:  818-773-8171  •  Fax:  1-818-773-8932 


int^l.  ciscopro 
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nking 

i  about 

ISDN? 


Integrated  10BASE-T  Hub/Router 

*  8-Port  Ethernet  Hub 

*  Multi-Protocol  ISDN  Router 

*  Fully  SNMP  Manageable 

Outstanding  Performance 

*  RISC  Processor 

*  Real-Time  Operating  System 

Proven  Track  Record 

*  2  Years  of  Successful  Installations 


Thinking  about 
Remote  Access? 


lISDNet 


ISDNet  introduces  the  NetRouter™, 
a  proven  cost-effective,  reliable  solution 
for  branch  offices,  remote  sites  and 
small  businesses  that  need  LAN-to- 
WAN  connectivity.  The  NetRouter 
combines  intelligent  hub  and 
multiprotocol  routing  for  IP,  IPX  and 
transparent  bridging  for  other  protocols 
across  ISDN  into  a  single  fully- 
manageable  solution. 


*  Certified  by  Lucent  Technologies 

*  Validated  Interoperability 


To  learn  more  about  NetRouter 
products  and  our  '30-day  Evaluation', 

3.3080 


Usage  Management 

*  Scheduled  Times 

*  Total  line  Utilization 


To  find  out  how  to  become  a  reseller 
of  ISDNet's  products,  call  Dave 
Dembitz  at  408.260.3082. 


Management  Software 


AND  SERVERS 


8X  Drives 
CD  ROM  Servers 


CD  Rack  Mounts 


Novell  NetWare 
Windows  NT  and  95 
Banyan  Vines 


iTTUTih 


Ik 


Do  You  Want ... 

...to  increase  sales? 

...more  leads  and  qualified  buyers? 

...an  effective  advertising  campaign? 
...to  sell  your  products  and  services? 


Network  World’s  Marketplace  has  helped  many  new  and  established 
companies  accomplish  these  and  many  other  goals. 

Advertise  your  product  or  services  here  and  watch  your  company 
succeed.  Call  Direct  Response  Advertising  today 
at  1-800-622-1108  ext.  5 07. 


Still  using  Keyboard  Commands  or  Menus? 

Select  your  Keyboard/Video  Switch  ports 

with  KVSelect 

•  Single  Button  Selection 

•  Overlay  Identification 

•  No  TSR’s  Required 

•  Soft-Touch  tactile  keys 

•  PC  O/S Independent 

•  User  Programmable 

KVSelect™  switches  up  to  60  Keyboard/Video  and  Mouse  Switch(KVS) 
server  ports.  Single  button  selection  eliminates  long  key  sequences  or 
multiple  mouse  selections.  Especially  useful  for  those  KVS  applications 
that  have  expansion  units  or  remote  operators.  KVSelect™  provides  users 
with  organized  labeling  and  selection  of  KVS  ports.  Design  your  own 
custom  overlays  to  give  you  a  constant  visual  identification  of  all  servers 
by  name  for  quick  and  easy  selection. 


And,  with  KVEdit™,  users  can  program  KVSelect™  for  special  operator  ben¬ 
efits.  Group  your  Novell,  OS/2,  NT  and  other  servers  in  color  coded  areas 
of  the  touchpad,  or  create  macro’s  to  execute  frequently  used  keyboard 
keystrokes  with  up  to  25K  of  non-volatile  RAM. 

800.808.4672 

Download  the  industry'  standard  Keyboard/Video  Switch  (KVS) 

White  Paper  in  PDF  format  from  our  internet  site  <gtron.com  INTERNATIONAL,  INC. 


Reader  Service  No.  278 


The  Facts 
The  Products 
The  Players 


It’s  all  here.  All  in  one  place.  Mier  Communications  ’  totally 
revised  and  updated  400-plus  Pa8e  Special  Technology  Report 
on  ATM.  Includes  a  special  section  on  ATM  test  equipment. 


Call:  1-800-MIERCOM  ®  609-275-7311 
E-Mail:  info@mier.com 

Mier  Communications,  Inc. 

99  Hightstown  Road,  Princeton  Junction,  NJ  08550 
http://www .  mier.  com 
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Don't  Compromise  on 
Network  Printing  Performance 


HIGH  performance  with  300k 
characters  per  second  aggregate 


FIRST  external  box  printer  server  supporting  four 
major  operating  systems  (Novell,  unix.  Apple.  Digital)  1992 


Now  Support 

NOS  and  NetBEUI/NetBIOS 


36+ 


operating 

environments 


Novell  NetWare  LAN  Manager 
18+ UNIX  OS's  LAN  Server 
UNIX  "Ipd"  Windows  NT 

AppleTalk  Digital-licensed  LAT 


Emulex  Print  Management 


itc  Server  Options  Window  Help 


N£T  wizard  9 


1NJAFEDCB2 


Emulex  WETwizard  administrator 


•  Graphical  User  Interface 

•  Point-and-click  simplicity 

•  Manages  SNMP  over  IP  or  IPX 

•  Password  protection 

•  End-user  read  only  mode 


ACCTPS 
ALANPRO 
j . . . , . 


Printers  <1NJAFEOC02) 

&  LASERJET 

S> 

SNJAFEDCB2  1 
j  NJAFEDCB2  2 
&  SLIPTEST 

AO  Pnnteis  on  ] 
Notwotk  j 

m 

PriWws  on 
Cwtwrrt  Serna 

PowwOn  '  dflrira  I  P 

•WOK.  NoF»Jt 

e-mail:  literature@emulex.com 
Internet:  http://www.emulex.com 
Costa  Mesa,  CA  (714)  662-5600 
Wokingham,  U.K.  (44)  118  977  2929 


EMULEX 


NETWORK 

SYSTEMS 


Munich,  Germany  (49)  89  961  2026 
Paris,  France  (33)  1  69  41  90  90 
Wanchai,  Hong  Kong  (852)  2  528  6681 
Manly,  Australia  (61)  2  9976  2997 


ISS 


fiSSSV 


*l\IETQue™Mate  $329  and  NETJet™  $389  U.S.  list  while  supplies  last. 

This  ad  refers  to  various  companies  and  products  by  their  trade  names.  In  most,  it  not  all  cases,  these 
designations  are  claimed  as  trademarks  or  registered  trademarks  by  their  respective  companies. 

KEY  CODE:  97-004 


H 

Mi"uUctui«  Of  fimd*»Co>p  whew 
QutUty  tytltm  a  registered  6v  BSi  ce  rtiftute 
ol  ifgieutUM  ik  ES8J6I7  EM2M3I 


M. 

PlHt'jfjLtSCX 

m 

Port  Status 

V 

Alwm* 

Reader  Service  No.  255 


ID  BUY  SELL  NEW  REFURBISHED  BUY  SELL 


ommumcations 

tiaUonwide  Services  •  24-Hour  Technical  Support 
CHE  Services  •  Trade-In  Credit 


WAN  Products 

Adtran 

AT&T  Paradyne 
BAT 

Digital  Link 
INC 
Micom 
NET 

Newbridge 

Verilink 


Distribution  Products 


Codex 

GDC 

IBM 

Micom 

Motorola 

Racal  Milgo 


Spectron 

Symplex 

Tellabs 

Timeplex 

UDS 

Vitalink 


Specialized  Products 


LAN  Products 

Bay  Networks 
Cisco 

Compression  Labs 

Cubix 

Develcon 

Livingston 

Madge 

Novell 

Xyplex 


Refurbished 

Cisco  Systems 

AGS+,  2500’s,  4000’s,  7000’s 


Oafa,  Voice  &  Video  Networking 
7  Waterloo  Road,  Stanhope,  NJ  07874 
TEL  201-347-3349  •  FAX  201-347-7176 
http://www.  msic .  com 


An  ESOP  Company . Where  the  Employees  are  Owners 

Circle  Reader  Service  No.  232 


SATO  59%  *  MORE  ON  MOST  PRODUCTS 

SUY/SELUNEW/USED 

RENT  S&§ 

Reconditioned  With  Warranty 

Multiplexers  •  T-1/E-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  lK,5K,5Kfiirbo,10K...50%  off 

Gsco  Routers . CALL 

Kentrox  T-Serv  n . $499 

T-l  CSU’s . $250 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

Datatel  DSU/CSU  56KB PS . $175 

Wescom  Channel  Banks . $2995 

Stat  Maxes  4,  8,  16,  32,  port . LOW 

T-l  CSU/DSU  V.35 . $495 

Fraction/Full  T-l  CSU/DSU . $595 

Channel  Bank  Rentals . $  299/month 

i  METRO  COM! 

ItHE  SUPPLIERS’  SUPPLIER  I 

—  (800)  3 04-8838  or  (713)  408-0000 
PAX  (713)  408-8440  24  HRS 
KTTPi//www.M*treoomlne.Coiii 


Circle  Reader  Service  No.  220 


LAN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
NEW/REFURBISHED 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-l  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC. 

Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 

We  carry  all  manufacturers,  call  John,  ext.  101. 

j://www.  psyber.com/~adcs 

PHONE 
>-783-8979 


FAX  (916) 
781-6962 


Circle  Reader  Service  No.  240 


LAIMfWAIM...  NEW!  USED 


I  3Com  HUGE  INVENTORY  3Com  I 


CABLETRON  SYNOPTICS  PROTEON 

CISCO  CHIPCOM  KALPANA  IBM  NOVELL  NETWORTH 


WE  BUYfSELL  NEWIUSEDfEXCESS  LANIWAN  STUFF!! 


TPO . $59 


COMBO . $79 

900  PCI* 

TP. $90  CBO  $110 

905TX* 

$115* 

•MINIMUM  QTY  -  3 

FMS1  DEALS! 

8  PORT . $135 

12  PORT . $250 

24  PORT . $675 

10  PORT  COAX  $1125 
ADD  SNMP  FOR...S275 

FMS2  DEALS! 

12  PORT . $450 

24  PORT . $775 

ADO  SNMP  FOR.  $475 


SWITCHES 


112  PORT  $2350 

24  PORT  W/TX  ..$2975 
1QPORTWOC3  .$3800 


NETWARE 


10 

25 

50 

100 

695 

875 

1195 

1695 

LOTS  MORE  -  CALL 


NETBUILDER 

2X2  ROUTER . $1250 

NETBUILDER2....CALL 

3GH..MSH.. 

PLEASE  CALLH 

LANPLEX 

2500 

ONE  P/S . $2800 

TWO  P/S . $3600 


MULTICONNECT-CALL! 


COMM  SERVER 

CS210 . $700 

CS2100 . $850 

CS2000 . CALL 

CS25/2500 . CALL! 

WE  RE  AUTHORIZED 
FOR  ALL  3COM!!! 


CABLETRON  (U) 

E2119 . 

. $50 

THINMIM .... 

....$350 

FR3000 . 

...$450 

TPRMIM22 . 

..$1200 

TPMIM24... 

....$995 

TPRMIN36.. 

..$1400 

TPMIMTS ... 

....$350 

MT800 . 

....$125 

TRX124 . 

..$1200 

TRMIM-24  .. 

..$1200 

TRMIM44A . 

..$1550 

MMAC3/5/8/CHASSIS 

|  MUCH  MORE  CALL!!  | 

CHIPCOM  (U) 

6017C-A . 

$1800 

6017C-B . 

$2100 

6000PS . 

$475 

5108M-TP . 

...$600 

5101NGT . 

.$1200 

5104M-RB .... 

...$600 

5000MRCTL. 

$1200 

TOKEN  RING  (U) 


IBM  822B..S95 
IBM  *16 14  ..$1QO 

PROTEON  16/4... $85 
PROTEON  MAU  $90 
300MR0UTH«..CAU_ 
3COM  12  PRT.$950 

MUCH  MORE  -  CALLI 


MORE  NEW  3Com 


FAST  ETHERNET 


12  PORT . $1750 

FAST  SWITCH  ... $1500 


SYNOPTICS  (U) 


3303A . $550 

3002PS . $450 

2715-04 . $1250 

2810 . $750 

3030 . $300 

3301  . $300 

330/ . $995 

3304ST . $1495 

3513 . $900 

2715B-05 . $1500 

2715SAF . $1800 


3/5/XXX  CHASSIS 

PLEASE  CALL!! 


NEW  SMC 


12  PORT  TP  HUB  $275 
MISC.  USED 

SMC  8  PRT  HUB  . ..$90 
DATATL  T1CSU....$450 

NETWORTH . CALL 

VITALINK . CALL 

CXTP  XNCVR . $40 


KALPANA  (U) 


EPS  1500. ...$750 

EPP211 . $250 

EPS500....$1250 


NOVELL  PROMO 

MICROSOFT  SPECIALS  1 

4.11 -5  User . 

....$475 

NT  Server  w/5  Clients . 

$445 

4.11 -10  User... 

$875 

NT  Server  w/10  Clients 

$575 

4.11  - 25 User ... 

.  .  .  $  1475 

NT  10  Clients . 

$230 

4.11 -50  User.... 

...  $  1975 

NT  20  Clients . 

$275 

4.11  -100  User  .. 

..$2750 

NT  Workstation . 

$130 

4.11  -250 User ... 

...$4750 

NT  Workstation  Lie  . . . 

.  $90 

\  Qualification  Required 

FREE  Fed  Ex  2nd  Day  [ 

NETWARE  FOR  SAAV2. 


SAA- 16  Session  . $995 

SAA- 64  Session . $1995 

SAA -128  Session.... $3245 
SAA -254  Session... $4245 

Visa/M. C./AM EX  Corporate  or 
School  P.O.’s  Welcome 


We  Carry  a  Full  Line 
of  Networking 
Products  From  All 
Major  Manufacturers. 

Please  Call. 

:>cn 

Novell  Netware  Upgrades 

Vandy  Micro  Corp. 

(800)373-2485  il 

FAX:  (714)768-1063  EMAIL:  vandy5@ix.netcom.com 

Prices  and  Specificatons  Subject  to  Change! 

All  Trademarks  and  Trade  Names  are  the  Property  of  their  Respective  Holders! 


Circle  Reader  Service  No.  221 


S3A 

DISTRIBUTING 

Perfonntwco  Nutworking  Solutions 

Fast  Ethernet 

intel.  pro/ioob  PCI  $95 

EC  1 0OTX  12- Port  Hub  $  1425 

M  Fast  Ether  link  XL  PCI  $1 12 

SuperStack  II  12-Port  Hub  $1725 

8/24-Port  Hub  $949/$2730 

8-Port  Fast  Ethernet  Hub  $475 

8-Port  100BT  Hub/Intel  Bundle  $899 

(1)  8-Port  100BT  Hub  &  (5)  Intel  PRO/1  OOB's 
Lifetime  Warranty  (2  Yr  on  Pwr  Supply  &  Fan) 

rEl!a  8-Port  10BT  Hub,  BNC‘  $79 
16-Port  10BT  Hub,  BNC,  AUI‘  $145 

*5  Year  Manufacturer's  Warranty 

Switches,  Patch  Panels,  Wall  Plates  Call 
\  base  gjyjjQ  tvsxNTg; 


(801)  553-7249  Sales 


We  welcome  |®§  Ft)  COD’s, 
Government  and  Academic  PO’s 


Circle  Reader  Service  No.  309 


It’s  As  Easy 
As... 

1  Decide  to  reach  150,100 
highly-qualified  and 
audited  buyers  of  network¬ 
ing  products  and  services. 

2  Pick  up  the  phone  and 
call  Carla  Cappucci  at 
800-622-1108  ext.  465. 

3  Get  ready  for  increased 
leads  and  sales  as  a 
result  of  your  ad. 


Direct  Response  Advertising 

Sales  Territory  Map 

TM 

Response  Card  Decks  •  Marketplace  •  WebWares 


Western  United  States 

Clare  O’Brien,  Sales  Manager 


Central  United  States,  Canada 

Heather  Fairbanks,  Account  Executive 

Inch  Marketplace  -  entire  country 

Carla  Cappucci,  Account  Executive 


□  Eastern  United  States 

Richard  Black,  Account  Executive 


Call  your  sales  representative  or  Joan  M.  Bayon,  Director, 
to  place  your  ad  today!  800-622-1108  or  508-875-6400 
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FACTORY  DIRECT  SAVINGS 


USED  CISCO  DIRECT 


►Routers  ►Switches  ►Hubs  ►Modems  ►NICS 
►ISDN/ATM  ►Frame  Relay  >41  CSU/DSUs 
►3COM  ►IBM  ►Madge  ►USRobotics  ►CISCO  ►Ascend 
►Cabletron  ►Livingston  ►Shiva  ►Intel  ►Sun  ►Adtran 


ciscoSystems 

WE  BUY  USED 


►Bay  Networks  ►ADC  Kentrox  ►Newbridge  ►Motorola  ►Synoptics  WE  ALSO  RENT 

m/Net  Communications  Inc.,  43-26  52nd  Street,  Woodside, 

hy  11377,  voice  718-565-3033,  Fax  718-899-1019  www.digifalwarehouse.com ' 


DIGITAL  WAREHOUSE 

WMM  Your  Information  Superhighway  Discount  Source 

1-800-553-4383 

Circle  Reader  Service  No.  259  f 


State  of  the  Art 
AUI  TO  10  BASE  FL 
Fiber  Optic 
Transceiver 


Mtdt  In  U.S.A. 


FTX-A11  Pricinc 

FTX-A11 

Qty 

Unit  Price 

1-5 

$131.00 

6-20 

$124.00 

21  +  Call  (800)  894-9694 

*)hc. 

818  Park  Lane  Dr.,  Herkimer,  NY  13350 
(315)866-0310  Fax  (315)  866-0341 
_ www.flberdyne.com _ 


Circle  Reader  Service  No.  291 


Protocol  Reference  Guides 


Save  valuable  time  troubleshooting  your  internetwork  with  these  Reference  Guides.  Each  laminated  guide  is  8  V2"  x  1 1 ",  double¬ 
sided,  and  available  for  only  $5.95  each,  plus  shipping.  Titles  include: 


LANs 

Architectures 

WANs 

Net  Mgt 

Internets 

Ethernet/IEEE  802.3 

•AppleTalk 

•ATM 

•  SNMPvl 

•  TCP/IP 

FDD 1 

•  Banyan  VINES 

•  Frame  Relay 

•  SNMPv2 

•  IPv6  (IPng) 
■TV-  •  OSPF 

•  ISO  IS-IS 
'W-  •  ISO  ES-IS 

•  ISO  TP/CLNP 

Token  Ring/IEEE  802.5 

•  DECnet  Phase  IV 

•  ISDN 

•  RMON 

LAN  Cabling 

•  GOSIP  version  2 

•SMDS 

^ ■  •  RMON2 
•  WAN  MIBs 

Physical  Layer 

•  Novell  Netware 

•  SONET 

Data  Communication 

•  The  Internet  •  X.25 

Call  Us  for  More  Information  and  a 

•UNIX 

Free  Catalog 

Hollister  Associates  •  P.O.  Box  575  •  Lyons,  CO  80540  •  (303)  682-2634 

Internet:  hollister@csn.net 


Circle  Reader  Service  No.  270 


— 

IBM  Internet  Connection 

(800)  455-5056  National 
globalnetwork@info.ibm.com 
SLIP,  Leased  Lines 


I 

I 

-  i 

New  York  Net 

(800)  806-NETS  NY/NJ/CT/PA/MA  ) 

sales@new-york.net 

SLIP,  PPP,  Leased  Lines,  Tls, 

Frame  Relay,  10Mbps,  DS3 


InterNex  Information  Svcs. 

(800)  595-3333  National 
(408)  327-2388  California 
ISDN,  Frame  Relay,  SMDS,  Tl, 

T3,  webcasting,  Web  hosting, 
event  services,  ind.  co-location 


UUNET  Tech.  (AlterNet) 

(800)  258-9690  National 
info@uu.net 

Web  Srvrs,  Frame  Relay,  ISDN,  PPP, 
Leased  Lines,  Security,  SLIP,  UUCP 


For  information  on  listing  your  service  here,  contact 
Carla  Cappucci  at  800-622-1108  x465,  ccapp@nww.com 


Some  of  the  Products 
Network  World  Readers  Purchase 


Local  Area  Networks 

Baiuns 

internetworking  Hubs 

ATM  (LANs) 

Microcomputer/PCs 

Routers 

T-1 

Data  Switches 

LAN  Servers 

Gateways 

Intelligent  Hubs 

Mainframes 

Printers 

Security  Software 

Fiber  Optics 

ISDN 

Modems 

Graphics  Software 

Groupware 

ATM  (WANs) 

Laptops 

LAN  Hubs 

DSU/CSUs 

T-3 

Bridges 

Cables,  Connectors, 

Bridge/Router 

Wireless  LANs 

Frame  Relay 

Call  Carla  Cappucci  at  1-800-622-1108  ext.  465 


Circle  Reader  Service  No.  244 


NOVELL  NETWARE 

-  PROMO 

v4.1  -  5  User . 

. . . S345 

v4.1  -  10  User . 

.  . . S695 

v4.1  -  25  User . 

.  . . $895 

v4.1  -  50  User  . .  .  . 

.  . $1195 

v4.1  -  100  User  .  .  . 

.  . $1695 

v4.1  -250  User  .  .  . 

.  . $2995 

S  NETWARE  FOR  SAA  V2.0 

SAA  16  Session  .  . . 

. . . $795 

SAA  64  Session  . .  . 

. . $1995 

SAA  128  Session  .  . 

. . $2995 

SAA  254  Session  .  . 

. . $3995 

I  UPGRADES  UP  TO  60%  OFF  1 

Free  IntranetWare/v4.11 

with  purchase  of  Novell 

SAFE  SYSTEMS 

Tel:  800-399- 

2808 

Fax:  310-246- 

-9646 

Circle  Reader  Service  No.  296 


REFURBISHED  PRODUCTS 

NETWORKING 

ROUTERS  •  SWITCHES  *  HUBS 


CISCO,  CftBMOM,  SYNOPTICS 


BAYNETWORKS,  CHIPCOM, 
XYPLEX,  WELLFLEET,  IBM, 
KALPANA,  NETWORTH,  XYLOCICS, 
3COM,  DIGITAL,  PROTEON, 
MADGE,  HP 


119  Church  Street  P.O.  Box  305 
North  Syracuse,  NY  13212,  U.S.A. 

■“Sfe  Tel:  (315)  458-9606 
|||  Fax:(315)458-9493 
http://www.bizint.com 


Business  Information  ZygOUfl  Infernotionol  Inc.' 
Circle  Reader  Service  No.  219 


r Network  Hardwa 

Affordable  Quality 
Since  1986 


arm SSfL.. 

’  7S8*-- 


/IT  I  urn  1U.8  port  100  tx  HUB  $599 

(il-Uin-IK  PCM00txN|C  $79 

NE2000  CB  Jumpered  $  39 

NE2000  CB  Jumperless  $  29 

PCI  Combo  Fast  AMD  $  79 

PCI  Combo  Realtek  $  39 

Laptop  Parallel  2  in  1  $  73 

PCMCIA  Combo  $  7-9 

HUB  8  PORT  RJ45  $109 

HUB  16  PORT  RJ45  $239 

E-Link  III  3c509B  Combo  $79 
E-Link  III  3C509B  TP  or  Cx  $59 
PCI  3C590  Combo  /  TPS  119/S89 
Fast  E-link  10/100  PCI  TP  $119 


Ij  i  1  EC100TX  12p  HUB 
llnigl  PRO  100b  PCI 

$1450  I 
$99  1 

GENERIC  16b  ISA  COAX 

$  15 

GENERIC  16b  ISA  COMBO  $  17 

GENERIC  Hob  8-port 

$  69 

GENERIC  Hub  16-port 

$139 

GENERIC  100TX  PCI  NIC 

$  69 

GENERIC  1  Omb  PCI 

$  39 

|  Call  for  Complete  Catalog 

1800-847-421 4Q  I 


ICalljc 

^17 


WWW.Atlantec.net 


italogl 

tlASTUCARC  I 


SynOptics, 


0  Bay  Networks 


Largest  Inventory  of  Refurbished  SynOptics  in  America! 

•  SynOptics  Trained  •  Proven  Track  Record 

•  SynOptics  Authorized  •  We  Stock  What  We  Sell! 

•  One  Year  Warranties  •  We  Buy  Used  Equipment 


caBteTRon  vXX 

systems  No 

NOVELL 


Ihc  Complete  NcNonang  SoJunon- 


WE  REPAIR  ALL  SYNOPTICS 


Wellfleet  PfQteon 


National  LAN  Exchange 

800-243-LANS 

5  2  6  7 

1403  W.  820  N.  Provo,  UT  84601  Voice  801-377  0074  FAX  801-377  0078 


Circle  Reader  Service  No.  299 


Circle  Reader  Service  No.  231 
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161  WORCESTER  ROAD,  FRAMINGHAM.  MA01701-9172 
(508)  875-6400/FAX:  (508)  879-3167 


Colin  Ungaro,  President/CEO 
EvileeTTiibeault,  Senior  Vice  President/Publisher 
Mary  Kaye  Newton ,  Assistant  to  the  President 
Eleni  Brisbo  is.  Sales  Associate 


3Com.. 


EDITORIAL  INDEX 


.1,8 


ADMINISTRATION 

Mary  Fanning,  Vice  President  Finance  a  nd  Operations 
Frank  Coelho,  Office  Services  Manager 
Paul  Mercer,  Billing  Manager 
Mary  Rina  Ido,  Telecommunications  Administrator 
Tom  Garvey,  Mailroom  Supervisor 
Tim  DeMeo,  Maiiroom  Assistant 

HUMAN  RESOURCES 

Mary  Cornetta  Brown,  Human  Resources  Director 
Danielle  Volpe,  Human  Resources  Representative 

MARKETING 

Virginia  Lehr,  Director  of  Marketing 
Kristin  Wattu,  Marketing/Promotions  Manager 
Barbara  Sullivan,  Market  Research  Analyst 
Heidi  Creighton,  Public  Relations  Manager 
Donna  Kirkey.  Marketing  Design  Manager 
Nancy  Vickers,  Graphic  Designer 

GLOBAL  PRODUCT  SUPPORT  CENTER 

Joanne  Wittren,  SeniorGlobal  Marketing  Services  Manager 
Jane  Davey,  Associate  Global  MarketingServicesManager 

ADVERTISING  OPERATIONS 

Karen  Wallace,  Directorof  AdvertisingOperations 
Cathy  Sampson,  Sr.  AdvertisingAccountCoordinator 
Ann  Jordan,  Advertising  Account  Coordinator 
Mario  Matoska,  DirectResponse  Ad  Coordinator 


MID-ATLANTIC 


Jacqui  DiBianca,  SeniorDistrict  Manager 
Rick  Groves,  District  Manager,  Sales  Manager  IntraNet  Magazine 
Internet:  jdibian,  rgroves@nww.com 
Barbara  Stewart,  Sales  Assistant 
(610)  971-1530/FAX:  (610)  975-0837 


MIDWEST 


Bob  Mitchell,  District  Manager 
Internet:  bmitchel@nww.com 
Anna  Caran,  Sa  les  Assistant 
(847)  297-8855/FAX:  (847)  827-9159 
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Internet:  dgentile@nww.com 
Anna  Caran,  Sales  Assistant 
(512)  246-7044/FAX:  (512)  246-7703 
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Paula  Connor,  District  Manager 
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RESEARCH 

Ann  MacKay,  Research  Director 

CIRCULATION 

Deborah  Winders,  Vice  President  Circulation 
Richard  Priante,  Director  ofCirculation 
Bobbie  Cruse,  Assistant  Circulation  Director 
Mary  Mclntire,  Circulation  Assistant 

IDG  LIST  RENTAL  SERVICES 

Christine  Cahill,  Sales  Representative 
P.O.  Box  9151,  Framingham,  MA  01701-9151 
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Web  browser,  you  have  to  take 
everything  that  comes  with  it,” 
said  Kevin  Redding,  manager  of 
Web  development  for  East  Hart¬ 
ford,  Conn.-based  Pratt  8c  Whit¬ 
ney.  “We’re  pretty  leery  about 
using  all  the  components  of 
Communicator  because  they’re 
not  all  consistent  with  our  strate¬ 
gic  directions.” 

Like  so  many  large  compa¬ 
nies,  Pratt  8c  Whitney  already 
standardized  on  a  mail  client. 
The  aircraft  engine  maker  is 
migrating  from  Microsoft  Mail  to 
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Exchange.  And  the  company 
also  has  some  Lotus  Develop¬ 
ment  Corp.  Notes  in-house. 

Neil  Fox,  manager  of  ad¬ 
vanced  development  and  ap¬ 
plied  technology  for  TRW,  Inc. 
in  Cleveland,  thinks  Netscape  is 
coercing  customers  into  check¬ 
ing  out  its  new  components.  Fox 
acknowledges  that  he  would 
have  preferred  the  opportunity 
to  do  a  Navigator-only  installa¬ 
tion.  Buthe’s  notresentful. 

“The  rich  mail  is  pretty  pow¬ 
erful.  It’s  better  than  I  expected 
—  so  much  so  that  it  makes  me 
reconsider  our  E-mail  direc¬ 
tions,”  he  said. 
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Fox,  like  many  IS  managers, 
faces  a  decision.  Either  he  can 
choose  Communicator,  stick 
with  his  old  products  (which,  in 
this  case,  are  Novell,  Inc.’s 
GroupWise  and  CE  Software’s 
QuickMail)  or  use  a  combina¬ 
tion,  hoping  all  of  them  interop¬ 
erate  effectively.  But  he  worries 
that  duplicate  applications  may 
cause  confusion  for  end  users. 

“These  browsers  are  becom¬ 
ing  much  more  than  what  they 
were  intended  to  be,  ’  ’  Fox  said. 

Netscape’s  2.02  browser  was  a 
3.2M-byte  full  installation.  With 
Version  3.01,  the  typical  com¬ 
plete  install  grew  to  5.8M  bytes. 
With  Communicator,  the  full 
installation  is  around  9M  bytes 
for  the  standard  version  (with 
the  aforementioned  four-piece 
installation,  Conference  soft¬ 


Cisco 

Continued  from  page  1 

high-density  ATM  uplinks  and 
Cisco’s  Group  Management  Pro¬ 
tocol  for  multicasting. 

The  Catalyst  5002  chassis 
houses  the  same  switching  mod¬ 
ules  as  the  5000.  The  5002  also 
features  the  same  1.2G  bit/ sec 
backplane  as  the  5000,  as  well  as 
dual  Fast  Ethernet  uplinks  and 
dual  redundant  power  supplies. 

One  slot  on  the  5002  is  for  a 
supervisor  module,  which  man¬ 
ages  the  switch.  The  other  slot 
houses  a  12-  or  24-port  switched 
Ethernet,  12-port  Fast  Ethernet 
or  autosensing  10M/100M 
bit/sec  Ethernet,  or  48-port 
shared-media  Ethernet  card. 

Cisco  plans  to  double  the  port 
density  of  the  10/100  autosens¬ 
ing  and  24-port  switched  Ether¬ 
net  cards  in  the  future,  sources 
said.  Gigabit  Ethernet  uplinks 
and  multilayer  switching  are  also 
planned,  sources  said. 

The  full-duplex  10/100  auto¬ 
sensing  modules  make  the  5002 
optimal  for  workgroup  and 
server  farm  applications,  sources 
said,  while  the  fiber-based  12- 
port  Ethernet  and  Fast  Ethernet 
cards  can  be  used  for  campus 
backbone  links. 

The  5002  forwards  one  mil¬ 
lion  packets  per  second  and  sup¬ 
ports  four  groups  of  Remote 
Monitoring  diagnostics  per  port. 
It  also  supports  up  to  1,000  vir¬ 
tual  LANs,  over  16,000  media  ac¬ 
cess  control  addresses,  per-port 
priority  and  quality  of  service 
across  the  backplane,  and  broad¬ 
cast  suppression,  sources  said. 

One  drawback  of  the  5002  is  it 
is  not  stackable,  observers  noted. 
Cisco  seems  to  be  prodding  users 
into  purchasing  the  5000  or  5500 
for  higher  density  requirements. 


ware  and  plug-ins).  The  profes¬ 
sional  edition  —  with  calendar¬ 
ing,  3270  host  access  and  an 
autoadministration  kit  —  is  pro¬ 
jected  at  12M  to  15M  bytes. 

Justify  the  fat 

Netscape  has  been  adding 
new  components,  such  as  mail, 
into  its  browser  since  Version  2.0. 
But  this  new,  more  full-function¬ 
ing  client  is  intended  to  go  up 
against  groupware  stalwarts  such 
as  Notes,  Microsoft  Exchange 
and  Novell’s  GroupWise. 

Four  components  have  been 
linked  for  the  minimum  installa¬ 
tion  because  that  is  believed  to 
be  the  “most  typical  download 
configuration,”  said  Bob  Lis- 
bonne,  Netscape’s  vice  presi¬ 
dent  of  client  marketing. 

Product  manager  Duane 


CARDS  FOR  THE  CATAIYST  5002 

Current: 

•  12-port  switched  10/ 100Base-TX 

•  12-port  100Base-FX 

•  12-port  lOOBase-FL 

•  24-port  switched  lOBase-T 

P  48-port  shared  lOBase-T 

Future: 

4?  24-port  switched  10/ 100Base-TX 

Q  \  48-port  switched  lOBase-T 

Nonetheless,  the  5002 
appears  to  compete  with  Bay 
Networks,  Inc.’s  BayStack  301 
and  28200,  Cabletron  Systems, 
Inc.’s  FN-10  and  FN-100,  and 
3Com  Corp.’s  SuperStack  II 
Desktop  and  1000,  as  well  as 
LANplex  2500  switches,  observ¬ 
ers  noted.  But  users  said  the  5002 


Fields  offered  a  technical  expla¬ 
nation,  pointing  out  that  the 
individual  components  are  all 
HTML-based  and,  as  a  result, 
share  a  considerable  amount  of 
common  code. 

“We  see  a  noticeable  speed 
increase  by  having  the  code  avail¬ 
able  once,”  he  said,  claiming 
the  client  would  be  fatter  and 
slower  if  the  components  are 
separated. 

But  that  does  not  mean  Net¬ 
scape  will  not  consider  selling 
them  separately.  “We’ve  always 
been  open  to  the  idea,”  said 
Mike  Homer,  Netscape’s  senior 
vice  president  of  marketing.  “If 
customers  want  to  buy  it  that  way, 
and  we  hear  enough  of  that,  we 
would  certainly  sell  it  that  way. 
That’s  merely  a  sort  of  marketing 
decision.”  ■ 


also  overlaps  with  some  of  Cisco’s 
existing  Ethernet  switches. 

“The  [Catalyst]  3000  series,  I 
thought,  was  made  for  distribut¬ 
ing  ports  out  to  the  work¬ 
groups,”  said  Donald  Varey, 
senior  network  specialist  at 
Great-West  Life  &  Annuity  Co.  in 
Englewood,  Colo. 

“We’re  using  a  [Catalyst] 
2900,  which  has  a  supervisor 
module  and  one  other  module 
in  it,”  said  Bill  Meyers,  network 
specialist  at  Oregon  State  Uni¬ 
versity  in  Corvallis,  Ore.  “It 
sounds  like  they  just  renum¬ 
bered  the  2900.” 

The  Catalyst  2900  is  a  fixed- 
configuration  10/100  autosens¬ 
ing  Ethernet  switch. 

Pricing  and  availability  of  the 
5002  was  not  available. 

Cisco  declined  to  comment.  ■ 


Cisco  mulls  CIP  for  StrataCom  switches 

Cisco  Systems,  Inc.  is  considering  developing  a  channel  inter¬ 
face  processor  (CIP)  for  its  StrataCom  switches  that  will 
connect  IBM  mainframes  to  IP  and  SNA  networks  without  a 
front-end  processor  (FEP)  or  router. 

The  CIP  would  route  incoming  SNA  and  TCP/IP  traffic  to 
SNA- and  TCP/IP-based  applications  on  the  mainframe.  The  CIP 
would  also  have  a  TCP/ IP  off-load  feature  to  let  it,  instead  of  the 
mainframe,  handle  TCP/IP  communications  functions. 

‘  ‘We  have  our  engineering  team  evaluating  and  doing  core 
work”  on  a  CIP  for  StrataCom  IGX  and  BPX  frame  relay  and  ATM 
switches,  said  ClifFMeltzer,  vice  president  and  general  manager  of 
Cisco’s  IBM  Interworking  business  unit. 

IBM  and  Cascade  recently  announced  plans  to  develop  a  high¬ 
speed  link  between  Cascade  frame  relay  and  ATM  switches  and 
IBM  mainframes.  This  is  designed  to  give  Internet  and  intranet 
users  direct  access  to  mainframe  applications  without  going 
through  intermediate  gateway  devices  such  as  channel-attached 
routers  and  FEPs. 

Cisco  is  also  sizing  up  its  Tag  Switching  technology  for  estab¬ 
lishing  SNA  class  of  service  and  priority,  Meltzer  said. 

‘  ‘Why  not?  ”  he  said.  “  In  the  sense  tit  at  Tag  Switching  is  the 
next  level  [of  routing],  those  SNA  requirements  will  map  to  that.” 

— Jim  Duffy  and  Michael  Cooney 
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Yo-ho-ho!  Cap’n  Gibbs  goes 
to  virtual  sea  to  fight  piracy 


Yo-ho-ho,  me  hearties.  Cap’n  Gibbs  here. 
The  roughest,  toughest,  saltiest  sea  dog  to  sail 
the  Seven  Virtual  Seas.  So  unfurl  the  sails, 
brace  the  mizzenmast  and  avast  behind 
(nothin’  personal,  you  understand). 

“What,  pray  tell,  has  brought  on  this  burst 
of  terrible  acting?”  you  may  be  won¬ 
dering.  The  answer  is  piracy,  me 
buckos,  piracy  on  the  high  seas  of 
the  ’Net. 

Afewdays  ago,  Igotanote 
from  Tracy  Spech  t  at  White 
Pine  Software,  Inc. 

(www.wpine.com,  the  folks 
who  sell  CU-SeeMe)  about 
an  outbreak  of 
piracy. 

It  turned  out  a  student  at  MIT  ^ 

had  setup  an  archive  of  tools  that 
can  be  used  to  overcome  software  copy 
protection  mechanisms  —  so-called  cracks 
—  including  one  for  CU-SeeMe.  White  Pine 
was  quite  jusdfiably  miffed  that  a)  its  software 
had  been  cracked,  b)  the  crack  was  publicly 
available,  and  c)  that  the  pirate  was  com¬ 
pletely  shameless. 

I  quote  from  the  young  man’s  home  page 
(the  use  of  lowercase,  the  poor  grammar  and 
the  strange  spellings  are  all  his) : 

This  kind  of  behavior  is 
intolerable ,  but  any  attempt 
to  regulate  against  it  is 
doomed  to  failure. 

‘  ‘Cracks  this  is  an  assortment  of  filez  that  i 
have  gotten  from  around  the  web  and  the 
Usenet,  or  from  friends,  i  have  not  created 
any  of  these  filez,  but  rather  distributor,  i  am 
not  claiming  to  be  a  hacker  by  any  means,  but 
i  feel  that  everyone  should  benefit  from  their 
hard  work,  keep  up  the  good  work,  guys! 
please  reload  this  page  as  i  am  constandy  add¬ 
ing/  movingstuff.” 

The  site  contained  cracks  for  more  than 
45  commercial  packages,  including 
Agent99e,  Cooledit,  CU-SeeMe,  Goldwave, 
HotDog,  Internet  Phone,  Mech-warrior2, 
PaintShop  Pro,  RealAudio, Telix,  Thumbs 
Plus  32  and  Winzip. 

Authorities  at  MIT  moved  swiftly  (particu¬ 
larly  considering  it  was  over  the  Christmas 
break  when  the  site  appeared) ,  and  the  site 
was  shut  down.  Well  done! 

Now  how  much  circulation  do  these 


cracks  get  on  the  ’Net?  I  fired  up  my  browser 
and  boldly  wen  t  searching  for  pirates.  My, 
what  you  can  find  with  a  little  creativity. 

I  first  found  a  site  listing  30  or  more  cracks 
that  went  by  the  name  of  “Jeff  s  Dope  Ass 
CrackPage.” 

Such  a  nice  boy.  Such  a  lot  of  attitude 
for  a  29-year-old.  He  should  be 
slapped  and  sterilized. 

Then  there’s  “Ever  Blue” 
(with  more  cracks  than  I 
could  be  bothered  to  count) , 
“The  New  Age  Wizard’s 
Cracks”  in  Denmark  (a  truly 
appalling  page  design,  but 
one  wholly  appropriate  to 
the  loser’s  nom  de  guerre: 
“New  Age  Wizard”  indeed, 
death  is  too  good  for  him)  and 
“The  Chief  s  Cracks  Page”  in 
Australia  (he  actually  suggests  that  the 
cracks  are  to  help  you  “better  evaluate”  the 
software). 

But  there  is  also  “Warez  Page”  (run  by  a 
14-year-old  who  apparently  has  an  obsession 
with  urinal  cakes  and  proclaims,  “I’m  really 
into  anarchism”),  “Crack  World  Download 
Page’  ’  (whose  owner  notes  which  cracks  he 
authored),  “The  Channell  File  Library: 
Unprotects”  (U.S.),  “The  Bitter  Archive 
Server”  (in  Greece,  I  think)  and 
“Quelques  Cracks  and  Serials” 
(Canada). 

And  this  wasn  ’  t  even  a  serious  search. 
Piracy  is  a  growth  business,  and  if  you 
don’t  believe  the  Software  Publishers 
Association’s  estimate  offl  3  billion 
ripped  offworldwide  in  1995,  then 
justgetouton  the  ’Netandsee  what’s 
going  on. 

This  kind  of  behavior  is  intolerable,  but 
any  attempt  to  regulate  against  it  is  doomed 
to  failure. 

There  are,  however,  two  things  thatwill  fix 
the  problem. 

The  first  solution  is  to  have  strong  soft¬ 
ware  protection  that  the  entire  industry 
backs.  The  second  remedy  is  making  soft¬ 
ware  piracy  and  the  distribution  of  cracks 
as  shameful  as  beingcaught  selling 
heroin. 

The  place  we  need  to  start  teaching  online 
ethics  is  in  schools.  By  the  time  these  people 
gettoourfriendjeff  sage,  there’s  no  stop¬ 
ping  them. 

Got  a  better  solution  to  piracy  or  a  comment 
about  it  ?  If  so,  drop  me  a  note  at  mgibbs@ 
gibbs.cmn,  or  give  me  a  call  at  (800)  622-1108, 
Ext.  504. 
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The  latest  on  the  Internet/intranet  industry. 

By  Chris  N e r n e y 


HAIR  OF  THE  INTERNET  DOG  Like  a  New  Year’s  Day  hangover  that  has  lasted 
until,  well,  now,  the  pain  from  last  summer’s  Internet  stock  bust  continues 
to  linger  in  the  investment  community. 

“The  IPO  market  for  Internet  companies  is  still  not  all  that  good,”  says 
Ullas  Naik,  vice  president  and  technology  analyst  for  First  Albany  Corp., 
a  Boston-based  brokerage  and  investment  bank. 

After  a  number  of  disappointing  public  offerings 
in  the  latter  half  of  ’96,  public  investors  are  less  willing 
to  throw  money  at  any  old  Internet  company  that 
comes  down  the  pike,  according  to  Naik. 

Still,  he  sees  ’97  as  a  big  year  for  several  ’Net 
technologies.  Naik  predicts  continued  phenomenal 
growth  of  intranets,  citing  a  META  Group  study  that 
\  forecasts  spending  on  intranets  to  jump  from  $2  billion 
in  ’96  to  $24  billion  by  the  year  2000. 

Other  Naik  picks  for  '97: 

•  “Push  technology  is  going  to  be  huge.  Marimba,  PointCast,  BackWeb  — 
you’ll  continue  to  hear  a  lot  about  these  companies.”  Naik  also  says  that 
many  companies  will  start  producing  value-added  components  to  the 
packages  offered  by  the  big  “push”  players. 

•  “Java  applications  will  start  becoming  more  robust  in  1997,  but  the  year 
Java  will  really  take  off  will  be  1998.” 

•  Naik’s  Fearless  Football  Forecast:  Look  for  a  Dallas  Cowboys-New  England 
Patriots  Super  Bowl. 

WE  FEEL  SO  USED  An  Internet  start-up  company  based  in  San  Francisco  has 
developed  filtering  software  designed  to  guard  against  unsolicited  E-mail. 

Unfortunately,  the  company  in  question  decided  to  “prove  its  point”  by 
spamming  E-mail  to  six  million  online  users. 

This  is  not  unlike  having  a  telephone  solicitor  try  to  sell  you  a  call¬ 
screening  device  or  having  some  roughneck  stub  a  cigarette  out  in  your 
face  to  dramatize  your  need  to  sign  up  for  his  self-defense  course. 

To  add  insult  to  spam,  the  company  then  sent  out  a  press  release  bragging 
about  its  little  prank. 

We  figure  the  company  is  operating  on  the  premise  that  there’s  no  such 
thing  as  bad  publicity  (though  Texaco  may  offer  a  differing  view) .  However, 
we  will  be  nobody’s  patsy.  Therefore,  the  company  shall  remain  unnamed. 
Oh,  what  the  hell,  it’s  Xoom  Software  at  www.xoom.com. 

Now  we  must  take  a  cleansing  shower. 


GET  THAT  THIN  CLIENT  AN  AGENT  Less  than  a 

year  ago,  people  were  laughing  at  Oracle 
Corp.  CEO  Larry  Ellison  and  his  notion  of 
a  network  computer  (NC).  Then  a  bunch 
of  companies  came  up  with  their  own 
versions  of  the  NC. 

Now  someone  has  written  a  novel  about 
the  development  of  a  “dumb  terminal”  and 
its  impact  on  Silicon  Valley.  The  First  $20 
Million  is  Always  the  Hardest  by  San  Francisco- 
based  writer  Po  Bronson  is  scheduled  to  be 
published  by  Random  House  in  March. 

According  to  Bronson,  “the  NC  paradigm  -  storing  data  in 
-  seems  inevitable.”  So  does  a  TV  movie. 


the  network 


STAY  TUNED  This  Intemet-on-your-television  stuff  must  be  catching  on,  too. 

FutureNet,  Inc.,  the  company  that  markets  a  set-top  box  which  allows 
viewers  to  access  the  Internet  through  dieir  TVs,  has  signed  a  deal  with 
National  Securities,  Inc.  for  $25  million  in  convertible  securities. 

The  money  will  be  used  to  step  up  product  manufacturing  to  keep  pace 
with  demand,  according  to  FutureNet  Chairman  Alan  Setlin. 

The  set-top  box,  which  costs  $499,  is  sold  through  a  multilevel  marketing 
network.  FutureNet,  a  public  company,  is  based  in  Valencia,  Calif. 

Fulfill  at  least  one  important  New  Year’s  resolution  and  send  ’Net  Buzz  your 
hottest  Internet-  and  intranet-related  news  and  gossip.  Contact  Chris  Nerney  at 
(508)  820-7451  or  cnemey@nww.com.  And  get  back  on  that  stairmaster. 
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The  Complete  Picture  of  the  Global  Enterprise  Network 

The  ComNet  '97  exposition  will  feature  more  than  500  of  the 
world's  leading  telecommunications  and  networking  vendors, 
offering  the  latest  in  voice,  data,  and  video  communications, 
hardware,  software,  and  services.  It's  an  unequaled  opportunity 
to  explore  hot  new  products  and  companies  first-hand  and  get  . 
answers  to  your  questions  from  the  vendors  themselves.  \ 

• 

Get  your  hands  on  new  tools  and  technologies  at  the  beginning 
of  the  year.  Test-drive  the  products  you've  been  hearing  about  to 
see  how  they'll  work  in  your  organization.  Meet  the  leaders  and 
innovators  of  the  latest  enterprise  networking  advances.  This  is 
your  chance  to  ask  questions,  get  technical  advice,  and  solve  your 
toughest  problems  on  the  spot.  Put  the  power  of  the  ComNet 
exhibit  floor  to  work  for  you! 

ComNet’s  Conference  Program: 

A  Non-Stop  Learning  Experience 

ComNet's  conference  tracks  will  arm  you  with  an  invaluable  fortress 
of  insights,  updates,  and  guidelines  on  enterprise  network  technologies 
and  techniques.  Plus  you'll  get  a  collection  of  tips,  shortcuts,  and 
cost-saving  techniques  never  found  in  manuals  that  will  save  you 
time,  optimize  your  network,  and  squeeze  absolutely  the  most 
power  and  productivity  out  of  today's  technology  (and  your  budget). 
You  can  create  your  own  agenda  from  nine  separate  tracks: 


•  The  New  WAN 

•  Fast  LANs  and  Switching 
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Less  Is  More 


You  can  buy  standalone  network  products  forever. 

Or  get  the  System  5000  today. 

Bay  Networks  System  500  0™  simplifies  networking  by  integrating  technolo¬ 
gies  in  a  single  platform.  Integration  means  savings  and  flexibility.  Plus, 
more  management  control  over  your  network  with  Optivity®,  the  industry’s 
leading  network  management  solution.  Best  of  all,  the  System  5000  lets  you 
easily  move  from  Ethernet  switching  today  to  ATM  switching  tomorrow. 
Call  1  -800-8-BAYNET  ext. 136  for  a  free  guide  to  switched  internetworking, 
or  see  it  online  at  www.baynetworks.com/more. 


Shared  Media  & 
Configuration  Switching 


Ethernet 
Token  Ring 
FDDI 


LAN  Switching 


Ethernet 
Fast  Ethernet 


ATM 


Switching 

Virtual  Network  Routing 


LAN  Routing 


Ethernet 
Token  Ring 
Fast  Ethernet 
FDDI 


WAN  Routing 


ISDN 

Frame  Relay 
Leased  Line 
X.25 
SMDS 


Remote  Access  & 
Communications  Services 


1 9 6  Bay  Networks.  Inc  ‘People  connect  with  us"  is  a  trademark  of  Bay  Networks,  Inc. 


5^1  Bay  Networks 


P  e  o  p 


connect 


t  h  us 


ENTERPRISEWORLD.  THREE  PUBLICATIONS 
THREE  DIFFERENT  PERSPECTIVES. 

ONE  RICH  MARKET. 


Nobody  buys  computer  technology 
by  themselves.  And  in  the  very 
largest  businesses,  the 


That’s  why  EnterpriseWorld  is  so  important. 
Only  by  combining  its  three  flagship  news- 
weeklies  could  IDG  surround  and  serve  the  enterprise 


process  of  acquiring  and  managing  computer  tech¬ 
nology  is  a  task  that  spans  every  discipline,  every 
department,  every  directive. 

Assembling  this  most 
sought-after  IT  market  seg¬ 
ment  of  IS  professionals  — 
in  one  efficient  media  buy  — 
is  what  EnterpriseWorld  is 
all  about.  And  the  numbers 
tell  the  story:  540,230  undup - 
heated  subscribers,  1.8  million 
total  net  readers Y 

We  deliver  these  num¬ 
bers  every  week  with  just  one 
EnterpriseWorld  insertion. 

And  the  more  you  advertise,  the  more  your  total 
cumulative  audience  reach  keeps  going  up. 

These  readers  have  a  responsibility  to  develop 
and  implement  distributed  computing  strategies 
all  across  the  enterprise.  But  each  comes  to  that  job 
with  a  distinctly  different  point  of  view  and  areas 
of  responsibility. 


IS  buying  process.  With  Computerworld  to  cover 
IS  management  and  strategies.  InfoWorld,  for  enter¬ 
prise-wide  product  evaluation, 
selection  and  management. 
And  Network  World’s  enter¬ 
prise  design,  implementation 
and  management  of  network 
infrastructures. 

You  see,  no  single  week¬ 
ly  IT  publication  can  reach 
all  these  IS  professionals  all 
across  the  enterprise.  But  three 
can.  And  do,  every  week. 

That’s  why  no  other 
buy  covers  the  enterprise  from 
so  many  angles,  with  so  much  authority,  or  with  the 
urgency  of  today’s  news.  That’s  why  there’s  nothing 
else  like  it  in  the  world. 

Check  the  back  page  for  the  special 
EnterpriseWorld  discount  rate  structure. 

EnterpriseWorld. 

You  can’t  target  the  enterprise  without  it. 


In  just  one  week,  EnterpriseWorld’s  reach  to  high  value  enterprise 
buyers  is  26%  stronger  than  CMP’s  enterprise  group  and  100% 
stronger  than  ZD’s  “one  book"  model. 


In  a  single  week  EnterpriseWorld’s  net  reach  of  IT  influencers  is 
50%  stronger  than  CMP’s  enterprise  group  and  80%  stronger  than 
ZD's  “one  book"  model. 


1 Source :  IDG  Corporate  Database  and  CIMS  v3.0  IntelliQuest  *“ Source :  CIMS  v3.0  IntelliQuest;  IDG=l x  CW,  IFW,  NWW;  CMP=Ix  IW,  CWK,  NC;  ZD=Ix  PCW 


NOTHING  COMPARES  TO  THE 
COLLECTIVE  POWER  OF  ENTERPRISEWORLD 
FOR  BRANDING  IN  THE  ENTERPRISE. 


Whether  you’re  launching  a  new  product,  or 
selling  an  established  brand,  you  need  frequency  and 
focus.  EnterpriseWorld  can  give  you  both. 

When  you  run  the  same  ad,  the  same  week, 
in  all  three  IDG  newsweeklies  over  the  course  of  a 
consecutive  four  month  period,  EnterpriseWorld  offers 
special  escalating  discounts  off  the  lx  B/W  rates. 


ENTERPRISEWORLD  BUSINESS 
DEVELOPMENT  PROGRAMS 

When  you  invest  in  EnterpriseWorld,  you  not 
only  leverage  the  cross-publication  reach  of 
Computerworld,  InfoWorld  and  Network  World,  you 
also  have  access  to  the  worldwide  resources  of  IDG 
to  create  a  synergistic  business  development  program. 

Our  approach  allows  you  to  combine  all  your 
merchandising  credits  into  one  program  that  will  help 
deepen  your  customer  relationships  and  enhance  the 
reputation  of  your  brand. 

Call  Joel  Deceuster  at  800TDGTS'IT  for  a 
detailed  quote  and  program  evaluation. 
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